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New-Car Sales Analysis 


NOV. vs. OCT. 


Pet. of 
Regis., 


Pct. of 
Regis., 
Oct. 


*—-Miscellancous oe —— ae 


11 MONTHS—’60-’59 


Pet. of Pct, of 

Regis., 

First 11 

Mos., ’60 Mos., '59 60 vs. 
25.73 24.06 
21.56 23.96 
5.33 6.10 
6.44 
647 
5.92 
4.12 


Pet. Pt. 
Change 
During 
Month 
+2.55 
—1.83 


Pct. Pt. 
Change 
"59 


6.02 





GM Tops 45 Pct. of Sales 
For Best ’60 Showing 


By Robert M., Lienert 
Associate Editor 
'H Buick, Cadillac and Olds- 
mobile showing the way, Gen- 
eral Motors scored its deepest new- 
car penetration of 1960 during 
November, analysis of registration 
figures shows. 

These three GM divisions also 
chalked up their best penetration 
of the year during the month, 
The GM record resulted, al- 
“though Chevrolet and Pontiac 
market shares were considerably 
below their previous highs. 

GM’s penetration was 45,01 per- 
cent, its best since October, 1959. 

Oldsmobile’s share was also its best 
since October, 1959, while Cadillac’s 
was its best since February, 1958, 
and Buick soared to the highest 


S-P to Recruit 
Hustling Dealers 
In Comeback Bid 


By Martin L, Whitmyer 
Staff Writer 

OUTH BEND.—The year 1961 
may well go down in history as 
the opening of a new era for Stude- 
baker-Packard Corp. here, with 
two important dealer concepts in 
the works—a search for young and 
hungry dealers and a partial return 

to distributors in some areas, 
With a new and youthful presi- 
dent, Sherwood H, Egbert, former- 
ly of McCulloch Motors, scheduled 
to take over leadership of the.com- 
pany Feb. 1, S-P currently is in a 
transition period | 
that is seeing} 
its department 
heads liniig up 
their cohorts for 
the “big push” 
that sales heads 
hope will bring 
the Lark series 3 
percent of total 
industry registra- 
tions in 1961, Its 
market penetra- 
tion in 1960, when 





Minkel 
final registrations are in, is expect- 
ed to be about 1.7 percent. 
Minkel considers S-P’s year-end 
inventory to be in better shape | Automotive Engineers moved in for their *Mternational 
(Continued on Page 45, Col. 1) 


Lewis E. 





level it had enjoyed since Decem- 
ber, 1958—nearly two years earlier. 
* * * 


At helping GM’s showing was 
a record month in volume for 
(Continued on Page 4, Col. 2) 





Top Cars 


New-cor registrations for 11 months: 
1959 


Pos. Make . 
1—1,551,818 Chev. 1,349,807— 1 
2—1,300,827 Ford 1,344,061— 2 
38— 415,318 Plym. 361,331— 4 
4— 390,390 Rambler 332,164— 6 
5— 363,441 Pontiac 362,938— 3 
6— 334,277 Dodge 147,843— 8 
J— 321,352 Olds. 342,337— 5 
8— 240,311 Buick 231,231— 7 
9—. 141,978 Comet ............ 
10— 187,269 Mercury 144,427— 9 
11— 185,297 Cadillac 129,033—10 
12— 98,911 Stude. 121,514—11 
13— 171,953 Chrysler 58,830—12 
14— 21,937 DeSoto 40,161—13 
15— 17,928 Lincoln 25,604—14 
16— 14,848 Imperial 16,913—15 
474,515 Mise. 602,253 
Total All Makes 
6,032,373 5,610,445 


Further details on Page 34. 


Automotive Devices on Display at SAE—~* = 
Detroit's Cobo Hall was transformed into a huge la ; 


of exhibitors used more than 200,000 square feet of floor space. 
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100,000 60 Cars Still on Hand... 4 


Stockpile Back to Milk 


By Maynard M. Gordon 
News Editor, 

RANCHISED dealers entered 

the New Year with a record- 
breaking 997,620 new domestic cars 
on hand or in transit,;“eclipsing all 
previous Jan, 1 inventories and 
threatening last -” alltime 
highs. 

The total added up ‘toa 53-day 
supply at December’s reduced 
selling rate. This alone was not 
so ominous as the fact that Jan- 
uary and February normally 
witness sharp seasonal cuts in 
new-model sales. 

Another sticky aspect of the 
stockpile is the estimated carry- 
over of 100,000 cars from the ’60 
model year. The 75,000 ’60s shorn 
from the leftover float last month 

still left a 40-day supply of them in 
dealership yards. 
* 7 + 

AILURE of December sales to 

exceed November -volume — a 
rarity indeed—meanmt that most 
factories were pulling dealer in- 
centive programs from their files 
for early reactivation. 

Rambler already hag uncorked a 
dealer cash award tied. to improve- 
ment over year-ago sales. A Stude- 
baker rebate program also has 
been confirmed, and Chrysler Corp. 
dealers have been advised their 
turn is next. 

On the other hand, chief ex- 
ecutives of General~Motors and 
Ford have expressed little con- 
cern about the status of dealer 
inventories. 

GM Chairman Frederic G. Don- 
ner, at the San Francisco Motor- 
ama, told newsmen that current in- 
ventories in the hands pf GM deal- 

ers are “not too hi in view of 


29-Month Law 
For Import Sales 


ALES losses imported 

cars continued at an accelerat- 
ed rate in November, according to 
figures compiled by R, L. Polk & 
Co. 


With 32,479 registrations in No- 
vember, volume wag.-the lowest 
recorded in 29 months. It was 
11.51 percent below.the previous 
month’s 36,704 and 32.02 percent 
below the year-earlier month’s 
47,779. Most recent previous low 
for volume was recorded in June, 


(Continued on Page ‘4, Col. 3) 








Entered as Second Class Matter 
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the increased number of models 
and options. GM Distribution Vice- 
President J. M. Roche told an in- 
terviewer several weeks ago that 
while competitors may be hard- 
pressed, “our dealers want cars.” 
Henry Ford II, chairman and 
president of Ford Motor Co., warn- 
ed Los Angeles newsmen that it 
was misleading to compare the cur- 
rent state of production-inven- 
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on 


tories-sales to a year ago, when the 
auto industry was building up after 
the 1959 steel strike. 


* * cd 


| al THIS connection, January 
stocks this year were 76 per- 
cent higher than a year ago, 23.4 
percent higher than the previous 
January high at the beginning of 
1956 and 3.9 percent higher than 
the 960,272 new domestics inven- 
toried a month ago, 

The inventory total edged past 
the one-million barrier just prior 
to Christmas, only to be shoved 
back in the traditional year-end 
spurt. It was this spurt which en- 
abled Rambler to pass the first 
Savings Bond “plateau” in its cus- 
tomer rebate program. 

From April 1 to Aug. 1 last 
year, the stockpile of domestics 
held above one million, It peaked 
at 1,038,967 on July 1. 

The yearend rush was insuffici- 
ent to prevent dealer supplies of 
’61 models from increasing across 
the industry by Jan, 1. Production 
was cut last month, but sales rates 
in most cases fell faster. 

ok oF * 


= domestic dealer picture was 


mildly relieved in November 
and December by the highest new- 
(Continued on Page 46, Col. 1) 


No Speedy Action Foreseen 
On Auto Bills in House 


ASHINGTON. — Numerous au- 

tomotive bills have been placed 
in the House hopper, but no im- 
mediate action is expected. 

In the Senate, the first wage- 
hour action was taken by Sena- 
tor Everett Dirksen, Illinois Re- 
publican and minority leader, 
who introduced a minimum-wage 
bill that is almost sure to anger 
a majority of dealers. 

On the House side, Rep. Abra- 
ham Multer, New York Democrat, 
has lined up with Rep. Emmanuel 
Celler, New York Democrat, in fav- 
oring divestiture of finance com- 
panies by auto makers. 

He also has put in a territorial 
security measure that amends the 
FTC Act, as well as various motor- 
vehicle safety bills and one to pro- 
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aviomotive devices last week as members of the Society of 
and Exposition of Automotive Engineering. A record number 
on Page 2. (Automotive News photos by Benyas-Kavfman.) 





vide for a nationally uniform sys- 
tem of registration of cars. 
Outlook for a bill dealing with 
safety requirements of govern- 
ment-owned cars—submitted again 
this session by Rep. Kenneth Rob- 
(Continued on Page 4, Col. 5) 


Car Output Rises 
But Trails 60 


Standard Models 
Show Biggest Gain 


AR output climbed to an esti- 

mated 110,205 units in the 
United States last week. 

The upsurge put car produc- 
tion 48.5 percent above the pre- 
vious week’s 74,204 assemblies. 
Last week’s 110,205 assemblies, 
however, were 36.6 percent below 
the week ended Jan. 16 a year 
ago, when 173,713 cars were built. 


Chrysler Corp, increased its out- 
put from 2,109 assemblies a week 
earlier to an estimated 12,650 as- 
semblies last week, Ford Motor Co. 
was up from 17,508 to 34,831; Gen- 
eral Motors climbed from 49,199 to 
61,680, and Studebaker-Packard in- 
ereased from 961 to 1,044. 

American Motors was shut all 
last week to adjust production to 
field inventories. So was Checker 
Motors. 

* * + 

A size-group basis, the stand- 
ards (Chevrolet, Dart, Ford, 
Studebaker Hawk and Plymouth) 
showed the biggest gain, jumping 
65.7 percent from 31,976 assemblies 
the previous week to an estimated 

52,970 cars built last week. 
The compacts boosted their 
production 55.8 percent from 


(Continued on Page 47, Col, 1) 













2 
At the SAE Congress... 


World Trade Stand 
Clarified by Gordon 


Chesebrough, Plymouth general 
to Andrew A. Kucher, 
Ford Motor engineering and re- 


By Joseph M, Callahan 
Engineering Editor 


N EXTREMELY comprehensive 

look at world transportation of 
the future was afforded several 
thousand engineers last week at 
the International Congress and Ex- 
position of Automotive Engineer- 
ing. 

The Congress and Exposition, a 
new name for the Society of Auto- 
motive Engineers’ annual winter 
meeting, was held in Detroit’s new 
Cobo Hall and had attracted more 
than 6,000 engineers by midweek. 

Some 180 technical papers in 70 
sessions were devoted to the engi- 
neering of all types of self-propelled 
vehicles, whether 
they be cars, 
trucks, airplanes, 
tractors or space 
vehicles. 

A high point of 
the week’s activ- 
ities was the in- 
ternational ban- 
quet at which 
John F. Gordon, 
General Motors 
president and a 
35-year SAE 





John F. Gordon 
member, gave the principal address. 
* * 7 


At THIS meeting, the SAE presi- 
dency passed from Harry E. 


Breech Gives Up 
Key Post at Ford 


Yntema, Miller 
Get Promotions 


DEARBORN.—Ernest R. Breech 
has resigned as chairman of the 
finance committee of Ford Motor 
Co, He will continue to serve as a 
director. 

The move shows that Breech 
really meant it when he began 
severing his ties with Ford last 








T. 0. Yntema Ernest R. Breech 


summer. There have been reports 
that Breech would become more 
active in the management since 
Robert S. McNamara resigned 
as Ford president, after five 
weeks on the job, to become Sec- 
retary of Defense, 

The company said Breech is 

(Continued on Page 48, Col, 1) 
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SAE Exhibits ir in er 


manager, 


search vice-president. 








Andrew A. Kucher 


H. E, Chesebrough 


lenges facing engineers and the 
auto industry today—foreign com- 


petition and a philosophical attitude 
which he labeled a new Spartanism. 

While acknowledging that the 
new domestic smaller cars have 
stemmed the tide of imported- 
car sales, he said, “However, we 
have no cause to be complacent. 

Imports still account for a sizable 

segment of our market; 400,000 to 
500,000 units certainly are not to 
be sneezed at. 

“Personally I have the feeling that 
the American consumer is going to 
find out in due course that the 
standard-size American cars are 
the most useful to him and offer 
the greatest values for his dollars. 
But we can’t afford to take him for 
granted.” 

+ * * 


ORDON also touched on the 

challenge to the United States’ 
traditional superiority in mass pro- 
duction that enabled the U. S. for 
many years to raise wages progres- 
sively without sacrificing its ability 
to compete in world markets. 

Then, in an apparent reply to 
George Romney, American Motors 
president, who recently criticized 
U. S. auto makers for planning to 
build cars and parts overseas for 
sale here, Gordon said: 

“The charge has been made that 
the U. S. automobile industry is 
meeting this challenge (foreign 
competition) by sidestepping it— 
by abdicating its leadership posi- 
tion and moving abroad. We are 
accused of going international. 
I for one resent this charge. The 
U. S. automobile industry is not 
abdicating its leadership. 

“The challenge to our industrial 
superiority that is coming from 
abroad cannot be met by moving 
American operations out of the 
country, and in General Motors we 
have no intention of doing so.” 

Gordon said the challenge of for- 
eign competition can best be met 
by maintaiping leadership in qual- 

(Continued on Page 44, Col. 1) 


Business Barometer 


Automotive News Economic Index — 
91.9 Percent of Last Week 
86.0 Percent of Like Week Last Year 


Auto Production 

Truck Production 

Auto Registrations—yYear to dete... 

Truck Registrations—yYear to date. 
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Commercial and Industrial Loans 

Savings Deposits 

Used-Car Prices—Average 

Business Failures 


Common 


Stocks Jan. 11 Jan. 4 1960-6] Range 


18% 29-17% 
39%, 71%-37% 
66%, 92%-60% 
43 55% -40% 


14,245,000,000 


$49,578,171,000 
$31,958,000,000 
$33,054,000,000 


Percent of 
Percent of Like Week 
Last Week Last Year 

e 85.7 
16,087 104.1 
6,032,373 
870,248 
1,361,000 
111,570,000 
167,049 
6,610,000 
53,678,000 


123.4 
62.1 
102.0 
87.4 
103.4 
102.1 
86.9 
36.7 
100.8 


241,402 
117 
118.3 


99.5 
100.5 
99.2 
96.0 


$1,053 
265 


Common 


Stocks Jan. 11 Jan. 4 1960-61 Range 


434%, 50%-38% 

34% 52%-29% 
7%, 24%2- 6% 

42 67%, -36 


(Jan, 16, 1961) 





In his speech, Gordon discussed 
two of the most formidable chal- 


Time Out for Exhibits— 







More than 15,000 engineers turned out for the Society of Automotive Engineers’ 
week-long International Congress and Exposition of Automotive Engineering in Detroit's 


Cobo Hall. 








It was the biggest such conference ever held. Here, SAE members take 


time out to visit the more than 200 exhibits at the exposition. 


























Transportation of the Future— 


The monorail system, commuting dream of the future, is the subject of this display 
by Mclouth Steel Corp. at the Society of Automotive Engineers’ International Congress 
and Exposition of Automotive Engineering in Detroit. Next to the life-size monorail 
car, called the XV ‘61, are scale models of an entire track system and a city of the 
future. The car, made of stainless steel, is designed to operate on and off the system. 





Ideas in Seating— 


Carl M. Heath, left, representative, Rock- 
well-Standard Corp., explains the latest 
engineering and styling advancements in 
seats to Urban Laundroche, center, and 
Harold Ford, seating engineers for Chrysler 
Corp. The Rockwell-Standard display was 
one of more than 200 exhibits featured 
at the Society of Automotive Engineers’ 
International Congress and Exposition of 
Automotive Engineering in Detroit last 
week. 





Ford Says Compact Sales 


In ’61 May Hit 40 Pct. 


LOS ANGELES. — Henry Ford 
Il, here to attend a dinner honor- 
ing film actor Gary Cooper, a 
longtime friend, said compact- 
car sales in 1961 may reach 40 
percent of the market, 

He added that the industry will 
have a “very good year,” although 
probably not as good as 1960. De- 
spite the growing popularity of 
compacts, there still is a big de- 
mand for standard cars, particu- 
ae in the top model lines, he 








On the Firing Line— 


Among the many working exhibits at 
the Society of Automotive Engineers’ Inter- 
national Congress and Exposition of Auto- 
motive Engineering was this spark plug 
display sponsored by Electric Autolite Co. 
The firm featured its low-voltage ignition 
plug firing in various liquids. Reasons for 
the plug's performance are explained by 
Ken Bell, right, Autolite representative, to 
David J. Seigel, Hertz Corp. 





Studying Heat Transfer— 


Union Carbide Consumer Products Co. 
used the aluminum engine in this 1961 
Buick Special for a “heat transfer study" 
as a part of its display at the Society of 
Automotive Engineers’ International Con- 
gress and Exposition of Automotive Engi- 
neering in Detroit. The display is designed 
to show visitors what effects different cool- 
ants have on an engine. 





Huge SAE Show 
Attracts 15,000 


Cobo Hall Filled 
By 200 Exhibits 


By Frank Gawronski 
Staff Writer 


ETROIT.—Detroit’s Cobo Hall 

was turned into a huge labora- 
tory of automotive devices last 
week as the Society of Automotive 
Engineers moved in with its Inter- 
national Congress and Exposition 
of Automotive Engineering. 

More than 15,000 SAE members 
attended the week-long congress, 
making it the biggest such con- 
ference ever held. 

In addition to the engineers, the 
exposition portion of the event at- 
tracted a record number of com- 
panies who booked floor space to 
exhibit their wares and plans for 
products of the future. 

According to SAE officials, more 

than 200 exhibitors occupied 200,000 
square feet of floor space for dis- 
play purposes, Officials pointed out 
that this is two-thirds of the floor 
space required for the recent rec- 
ord-breaking National Automobile 
Show. 
The SAE has met in Detroit for 
many years, but the opening of 
Cobo Hall made possible this year’s 
record turnout, SAE officials said. 
In the past, exhibitors were lim- 
ited to the space and rooms in De- 
troit hotels. This marked the first 
time that the event was held under 
one roof, 

Products on display in the ex- 
position portion ranged in size 
from miniature ball bearings to 
an Army amphibian vehicle 45 
feet long, 12% feet wide and 13 
feet 8 inches high, 

Termed the greatest advance in 
amphibian craft in the last 20 
years, the Army vehicle, called the 
LARC-15, was displayed by Inger- 
soll Kalamazoo Division, Borg- 
Warner Corp. 

Powered by two 270-horsepower 
Ford industrial engines, the unit 
has a water speed of 10 miles an 
hour and a land speed of 20 miles 
per hour. 

A full-scale cutaway exhibit sug- 
gesting that the car of tomorrow 
may come with interiors comprised 
almost entirely of plastic compo- 
nents and another display showing 
a newly-developed braking device 
for trucks and other heavy vehicles 
also were special features of the 

(Continued on Page 45, Col. 4) 


AFC Endorses 
New Bill to 
Spin Off GMAC 


IHICAGO.—Introduction of a bill 
by Rep. Emanual Celler, New 
York Democrat, has been commend- 
ed by Paul Jones, chairman of the 
executive committee of the Ameri- 
can Finance Conference. 

Celler’s bill, HR-71, is aimed at 
reducing auto prices and finance 
charges and restoring full em- 
ployment to the car manufactur- 
ing industry. It would supplement 
antitrust laws against restraint of 
trade by preventing auto manu- 
facturers from handling retail in- 
stallment sales contracts and in- 
surance of their products. 

“Passage of a bill of this type is 
long overdue,” Jones said. “It will 
relieve the tremendous monopolistic 
pressures which General Motors and 
General Motors Acceptance Corp. 
exert on all facets of automobile 
sales and sales finance. It will be of 
special benefit to the public and 
automobile dealers.” 

The American Finance Confer- 
ence is the national trade associa- 
tion of independent sales finance 
companies. 

Terming captive sales-finance 
companies owned by manufacturers 
a threat to free enterprise, Celler 
said in submitting the bill: 

“The purpose of this bill is to 
divorce General Motors Acceptance 
Corp. from General Motors Corp- 
and to restore free competition to 
the American automobile market. 

“My study of the automotive in-— 
dustry convinces me that General — 
Motors Corp. has tremendous mo 
nopolistic powers, and that most Of © 

(Continued -on Page 45, Col. 5) 














fey programs designed to give 


the public a better, and, in 
most cases, a well-earned image of 
the auto dealer will come to a cli- 
max at the NADA convention in 
San Francisco. These are the 
career sales training program, up 
for a vote by directors, and the 
Saturday Evening Post Benjamin 
Franklin Award for the dealer of 
the year. 

I had an opportunity to go 
over some of the entries in the 
Post award program with Jim 
Gavagan, Post vehicle marketing 
manager, and, for my money, 
they are all winners. Some of the 
entries permit you to see these 
men through the loving heart of 
a wife, through the eyes of their 
boyhood friends. 

One entrant has been knighted 
by Pope John, another held in 
reverence by the men who came 
to him after the war, handicapped 
in body but not in mind or spirit. 


Four Distributors 


Sell Assets Back 


To Importers 


NEW YORK.—Four more dis- 
tributors have sold their assets 
back to new-car importers in a 
continuing trend dictated by lower 
unit volume, The transactions in- 
volved the following companies: 

1. Rootes Motors took over Gal- 
lagher Motors, of Seattle, serving 
Idaho, Montana, Oregon and 
Washington. Rootes had generally 
followed a direct-dealer policy 
and now is extending it to the 
Pacific Northwest. 

2. Standard-Triumph picked up 
Columbia Triumph Distributor, 
Inc., Kensington, Md., serving the 
mid-Atlantic states, and European 
Motors, Inc., Detroit, covering Indi- 
ana, Kentucky, Michigan and Ohio. 
Standard-Triumph now has estab- 
lished zone branches for all its dis- 
tributors except those in New 
York and Chicago. 

3. Renault replaced Sterling 
Motors, Inc., of Dallas, with a re- 
gional organization covering New 
Mexico, Oklahoma and Texas. 
Sterling will remain a Renault 
dealer, with Clifford Youse desig- 
nated as regional manager. 

Renault organized similar setups 
last year where distributors had 
operated on the West Coast and 
in the Midwest. 


Modesto (Calif.) Dealers 


Name Rose President 

MODESTO, Calif.— Harry Rose, 
Helm Chevrolet, has been elected 
president of the Modesto dealer as- 
sociation called the “Modesto Liars 
Club.” 

Carman L. Merritt (Plymouth) 
was named vice-president, and Jim 
Clarke, Alfred Matthews (Cadillac- 
Oldsmobile), secretary-treasurer. 
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A man of vision, he gave them the 
opportunity to build rich and 
worthwhile lives. 

Most of these men overcame ob- 
stacles of their own to build up 
businesses which are a credit to 
their communities and the main- 
stay of many a worker in them. 
Showing through the entries are 
lives touched with courage. 

Many are blessed with high 
Dun and Bradstreet ratings, but 
no assessment can ever equal 
that of a wife’s tender view: “He 
is my man of every year.” 


So, in contrast to the picture 
some have of a voracious dealer, 
greedy only for profit, these are 
men of courage and vision who 
have opened up the road of op- 
portunity to their fellow men. 

And we sympathize with Gava- 
gan, who regrets that the Post 
judges cannot name them all deal- 
ers of the year. Keep an eye on 


Dealers Want Uniform Prices .. . 





‘Bad Ads Kill Profits’ 


WASHINGTON.—More than half 
the dealers replying to a survey 
conducted by the Advertising 
Ethics Committee of the National 
Automobile Dealers Assn. believe 
that bad advertising is prevalent 
in their areas and that it is the 
chief profit destroyer in their re- 
gions. 

The respondents opposed price 
or term ads by individual dealers, 


but they were in favor of uni- 
form national advertised-deliver- 
ed new-car prices in all factory 
ads 


The survey was begun last fall 
when questionnaires were mailed 
to 5,090 NADA members. Replies 
were received by 1,244 (or 24.4 per- 
cent) by the cutoff date. 

Twenty percent of the responses 
were from metropolitan areas, 72 





this program—something special is Lead Connecticut Dealers— 


The 1961 officers and executive board members of the Connecticut Automotive Trades 
Assn. held their January meeting in Hartford. Seated at the head of the table, from 
left, are James D. Backus, second vice-president; Roger J. Soulen, secretary; Arthur J. 
Roy, president; Carl R. Lane, executive vice-president; Richard D. Meek, assistant execu- 
tive vice-president and general counsel, and James R. Johnson, director, National 


in the works. 
+ + + 

N THE career sales training 

program, we've talked with 
many dealers and most of them 
fee] that this is a great be Ate te | 
which will enrich the future of all 
dealers. Many feel that sales train- 
ing is a dealer responsibility which 
they must accept. 

Among some General] Motors 
dealers, there appears to be a mis- 
understanding as to the scope and 
duration of the NADA proposal. 
Their thinking doubtless is con- 
ditioned by the fine job done by 
the GM training centers around 
the country. 

Yet the GM courses, effective as 
they are, last at most a week, while 
the NADA training committee is 
planning year-round courses with 
cumulative aspects which prom- 
ise to undergird the whole in- 
dustry. 

It seems to me that the GM 
dealers stand to gain as much 
as any dealer, and perhaps more, 
for, by and large, they have 
more invested and stand to gain 
or lose more in relation to the 
health of the industry. 

Incidentally, J. A. Kearns, of 
Lowell, Mass., who has spent the 
best part of his life in the busi- 
ness of auto sales programs, 
writes: 

“I say this to all men of Ameri- 
can business—jolt your con- 
sciousness—awaken to recognize 
your obligation to society to de- 
velop and create desires—com- 
pelling desires which will push 
millions of personalities to seek 
better living—better things—and 
out of those millions of personali- 
ties will come the power for 
greater human progress and 
prosperity—and job opportunities 
unlimited.” 

Kearns notes that we need more 
help than ever before in elevating 
the professional level and selling 
abilities of our sales personnel. 

ok * * 


HERE are some, too, in the 

industry who take the view 
that sales training comes within 
the competitive areas rather than 
the cooperative. They are success- 
fully engaged in hard-hitting sales- 
training programs of their own, 
and they aren’t about to abandon 
a going enterprise for one still in 
the minds of men. * 

In most cases, however, they are 
speaking of product sales-training 
programs, 

There is still a crying need in 
the industry for a program that 

would raise the level of all auto 
selling. And all auto men inter- 
ested in the industry have a re- 
sponsibility to encourage and 
support any program which rec- 
ognizes the major defect of the 
retail industry and tries to do 
something about it. 

It is not enough to say that we 
keep our own little corner of the 
house clean; we don’t care what 

the other occupants do. We all 
live in the same house and all have 
to walk through whatever dirt it 
contains, 


Automobile Dealers Assn. 


Survey Indicates Rise 
In Dealer Service 


ERVICE business in the typical 

auto dealer’s shop increased 
across the board in December, a 
spot check by Automotive News 
shows. 

December customer labor sales 
were 5.1 percent above the Novem- 
ber figure and 8.1 percent over the 
total for December, 1959. 

Sales of parts for vehicles re- 
paired in dealers’ shops in De- 
cember were 2.9 percent higher 
than they were in November and 
8.7 percent above December, 1959. 

Sales of all parts and accessories, 
wholesale as well as retail, were 
5.5 percent higher in December 
than they were a month earlier 
and 6.0 percent above December, 
1959. P 

The number of repair orders 
written in December was 6.5 per- 
cent above the November total and 
8.0 percent above the figure for 
December, 1959. ; 

om a 


dealers contacted in the 
monthly Automotive News poll 
on service questions were also 
asked how the proposed $1.25-an- 
hour minimum wage would affect 
their shops, Fifty-two percent said 
such legislation would hurt their 
service operations while 48 percent 
could see no problems in the pro- 
posal. 

Among those who said the plan 
would not hurt them, most noted 
that they already pay all em- 
Ployes more than $1.25 an hour. 

Among those who feel they have 
reason to fear the proposal, opposi- 
tion ran from mild to heated, Typi- 
cal of the mild reactions was that 
of a Wisconsin dealer who said 
he would have to raise the pay of 
only one of eight persons in his 
service department and that indi- 
vidual would go up only 25 cents 
an hour. 

Many of the dealers who said 
they would be affected by the pro- 
posal said that it would affect only 
those employes in or near the un- 
skilled class—porters, polish boys 
and the like. 

* * a 
C= dealers saw good reason 
for being alarmed by the pro- 
posal. Many said such legislation 
would increase their customers’ 
bills. 

Others expressed the same idea 
from the opposite viewpoint—a 
Louisiana dealer said the bill would 
raise his costs by about 10 percent 
and a Kentucky dealer said the 
plan would hike his expenses by 
$110 a week, 

A Colorado dealer said he 


would be forced to increase his 
flat rate and that the law would 
cut his customer labor sales by 
20 to 30 percent, A number of 
dealers adopted the view of an 
Iowa dealer who said he would 
be forced to lay off two men if 
the plan ever goes into effect. 

A South Dakota dealer said the 
plan “would ruin incentive-type 
programs.” 


* * a 

[= dealers surveyed were also 

asked what percentage of their 
mechanics’ available hours they 
were able to sell in the last year. 

A majority of the group (52 
percent) sold between 75 and 89 
percent of available time, Both 
75 and 85 percent were frequent- 
V mentioned as the amount of 


The remaining 15 percent of deal- 
ers sold less than 75 percent of 
their mechanics’ | time. 

ad 


Idaho Dealer Reports 


Gain in Service Work 

TWIN FALLS, Id.—Service de- 
partment jobs for December, 1960, 
were higher by 1,000 than service 
jobs in 1959 for Wills Motor Co., 
area Rambler dealership. 

Robert Wills, partner, reports 
service jobs in December, 1959, 
were nearly 7,000 and in December, 
1960, they totalled nearly 8,000. 


On the 











governor ... 
in violation of state law... 


weekend Monitor programs; very 
stroke in public relations . . 


Bureau. 


House... 


Confidence must be restored and sold along with 
product and service during 1961, declares Manager 
Ralph Caverlee of Dayton (O.) association. Three 
things are necessary to build this confidence, he 
says: “1. Appealing, but truthful advertising. 2. 
Strong, convincing, but ethical salesmanship. 3. Man- 
agement performance that is built around a dedi- 
cated interest in customer satisfaction.” . 
of his outstanding work this past year, Birkett Wil- 
liams is being boomed in some quarters for a second 
term as NADA president... 

Advance registrations for NADA convention are 
about 10 percent ahead of last year .. . Vermont 
survey indicated only two percent of dealers are acquainted with 
their state representatives and senators, only one percent with the 
Some Illinois dealers operating state truck testing 
lanes are discounting labor charge for making inspection, which is 


Caught several of the NADA free spot announcements over NBC's 


. Georgia dealers being polled on their 
attitude towards a proposed title law . 
promised clarification on sales tax collections . . 
(Chevrolet) elected board chairman of Chicago Better Business 


percent from small towns and 8 
percent from rural sections. 

Bad advertising was said to be 
prevalent by 55 percent of those 
replying, and 53 percent called it 
the chief profit-destroyer in their 
areas. 

Asked which type of newspaper 
advertising is more effective, 66 
percent of the dealers mentioned 
nee and 34 percent picked clas- 
sified. 


In answering this question, 
many dealers said classified ads 
are more effective for used cars 
and display ads for new cars. 
Here is how dealers answered 
some of the other questions in 
the NADA survey: 

Do you think that individual 
dealers should refrain from adver- 
tising new-car prices? Yes, 69 per- 
cent; no, 31 percent. 

Do you think individual dealers 
should refrain from advertising 
monthly payments? Yes, 70 per- 
cent; no, 30 percent. 

NADA noted that 76 percent of 
dealers with annual sales of less 
than $500,000 answered yes to this 
question, while only 54 percent of 
those with sales over $1.5 million 
voted yes. 

Do you favor uniform nationally 
advertised-delivered new-car prices 
in all factory advertising? Yes, 73 
percent; no, 27 percent. 

Do you favor nationally adver- 
tised monthly payments for new 
cars in factory advertising? Yes, 
14 percent; no, 86 percent. 

Do you favor “highest-tradein- 
value-now” ads by factories? Yes, 
23 percent; no, 77 percent, 

Should factories list the names 
of all their dealers in the area in 
metropolitan newspaper ads? Yes, 
73 percent; no, 27 percent. 

Do you think advertising is ef- 
fective in creating floor traffic? 
Yes, 84 percent;-no, 16 percent, 

Only 53 percent thought NADA 
should sponsor quality-dealer type 
ads on a national basis, but 65 
percent favored strong local ad 
campaigns with the factory and 
the dealers splitting the cost. 

Dealers were asked what they 
considered to be “bad advertising.” 
Most frequently mentioned was. the 
“must sell,” “overstocked” or 
“panic sale” type of ad. 

They slapped price cutting and 
below-cost offers, gimmick or 
bait ads, stripped car prices and 
ads in “poor taste.” 

Dealers also assailed “misleading 
price advertising.” Under this 
heading, they grouped such abuses 
as “no-downpayment” ads, failure 
to mention insurance, freight, taxes 
and accessories, unrealistic tradein 
allowances, small-print ads and 
giveaways. 

Asked to define good advertising, 
dealers agreed that it “should sell 
the quality of the product.” 

They also felt advertising should 
stress the “sound, continuing rela- 
tionship between dealer and buy- 
er.” Many dealers declared that 
good advertising consists of 
“claims that can be backed up 
by the dealer.” 
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Seite Hits Discount-Housing . ‘ 


Shady Few T: ermed 


Import Sales Score 


11 Months November 


New imported-car registrations 


for 11 months: for November 
1960 













New imported-car registrations 


e 
Peril to All Dealers a ey 
Pos. Make Pos. \. Make Pos. 
1—144,472 VW 104,954— 1 1—14,870 Volkswagen 10,048— 1 
By Steve Still that we may have in the next 2— 60,322 Renault 32,908— 2 2— 2,765 — 8,486— 2 
Staff Correspondent month or so will not be particu- | 3— 24453 Opel 36,610— 4 a aaae + t apes 
SAN FRANCISCO.—The ques-| Jarly sizable,” he said. “They will 4— 22,883 Eng. Ford %89,000—-3 | ."" 1,084 Vol 1,311—10 
tionable practices of a few dealers! pe something in the order of less 5 19,867 Fiat 35,539— 5 a ae con i _ — : 
se ice usentien,theaseek, Makes a ee oe eee eR am ag | 7 980 Opel 3,125— 3 
President John F. Gordon warned sch her ined nagast>- 33,084 5 8— 953. Simca 1,397— 7 
or not is going to be determine 8— 15,570 Austin Healey 
here. * 9— 845 English Ford 2,796— 5 
He spoke at a dealer meeting by ‘the sharket next spring.” 7k atic 7 10— 795 Austin-Healey . 
in connection with the West | The news conference preceded a| 10— 13,025 Volvo 17,087—10 | | Hillmen ome. 
Coast presentation of the 1961 |GM Motorama luncheon at which| * 7 ‘i 0 
Motorama in San Francisco and | Donner and Gordon addressed Bay| * Vauxhall 21,770— 8 Vauxhall 1889— 8 
Los Angeles. Area civic, business and profession- 119,581 All Others 140,280 7,561 AllOthers 11,901 
al leaders. Donner told the 400 Total All Makes Total All Makes 
47,779 
















































32,479 


Gordon said “a small minority 
* Not in Top Ten. 


of dealers who have not seen the 
wisdom of becoming quality deal- 
ers give the impression that they 
have no concern for their cus- 
tomers, other dealers or the prod- 
ucts they sell.” 

Developments that have caused 
concern, he added, include mislead- 
ing, deceptive and gimmick adver- 
tising, and the sale of new or 
“allegedly new” cars through so- 
called discount houses, 

Chairman Frederic G. Donner, 
reiterating a position taken at the 
New York Motorama in Novem- 
ber, told a news conference that 
current inventories of new cars in 
the hands of GM dealers are not 
too high in view of the increased 
number of models and options of- 
fered. 

He said reductions in GM pro- 
duction schedules in the near fu- 
ture will “not be particularly siz- 
able’—in fact less than 7 percent 
of earlier projected schedules. 

It is “much to early,” Donner 
continued, to determine how de- 
mand for cars in the United States 
this year will compare with domes- 
tic retail sales of about 6,650,000 
units, including imports, in 1960, 
the second highest annual total in 
history. 

“Any adjustments in schedules 


A Bill of Rights 
For Stockholders 


In House Hopper 


WASHINGTON. — A “bill of 
rights for stockholders” is pro- 
posed in legislation introduced by 
Rep. Herbert Zelenko, New York 
Democrat. Zelenko says it would 
help expose racketeers in business 
and “business chiselers who disre- 
gard conflicting interests in inter- 
corporate dealings to the detriment 
of their stockholders and the pub- 
lic.” 

Rep. Zelenko noted that “the 
need for this kind of legislation is 
underscored by recent news stories 
involving the chief executives of 
two of our business giants, one in 
the insurance industry and the 
other in the automotive industry.” 
He said persons used their cor- 
porate power and assets to promote 
lucrative private deals for them- 
selves at the expense of their 
stockholders, 

“We must close up the loopholes 
in the Securities and Exchange 
Act which permit greedy and un- 
scrupulous corporate managements 
to cheat their stockholders of hun- 
dreds of millions of dollars each 
year. It is about time that cor- 
porate morality was brought up to 
the same level and subject to the 
same scrutiny as that of the con- 
duct of the individual, Public con- 
fidence in the corporate business 
structure of our country must be 


466,451 559,201 


luncheon guests that GM’s planned 
* Not in Top Ten. 


expenditure of $1% billion in 1961 
for facilities and tooling “indicates 
our faith in both the immediate 
and long-range prospects for the 
automobile industry.” 

Gordon told his California au- 
dience that the auto industry “is 
aggressively pursuing its re- 
search, engineering development 
and testing on all vehicle factors 








To 29-Month Low 


aff. ecting the air pollution prob- (Continued from Page 1) 
lem, 1958, when registrations number- 


“No effort has been spared to} ed 31,357. 
date and none will be spared in the| Imports’ penetration, meanwhile, 


future until the problem is solved|stood at a 34-month low of 5.98 
once and for all,” he said. 


percent. Thig was 10.75 percent 





Best Showing of Year... 
GM Tops 45 Pct. of Sales 


(Continued from Page 1) 


Corvair. Interestingly, had Pon-|larger month-to-month gain in 
tiac’s Tempest done as well as/ penetration than did any other 
Oldsmobile’s F-85, Pontiac would/ make, climbing 2.55 percentage 
have replaced Olds as No. 3 seller points. Other gainers and their ad- 
during the month. vances were: 
Compacts of all makes totalled Buick, 1.11 percentage points; 
152,040. Although this volume 
was exceeded by compacts in last Mercury, 0.54; Oldsmobile, 0.26; 
spring’s market, their November | Cadillac, 0.19; Studebaker, 0.12; 
penetration of 28.00 percent was | Lincoln, 0.05, and Chrysler, 0.04. 
a record high. Corporate gains were 4.17 per- 
Registrations of compacts by| centage points for GM and 0.12 
makes were: Falcon, 37,141; oe for Studebaker-Packard. 
bler, 31,341; Corvair, 21,945; met, 
17,920; Valiant, 13,891; Lark, 7,587;| _Co"Porate losses in November 
F-85, 6,760; Special, 6,445; Lancer amounted to 1.80 percentage points 
SoNer se’ "a ong” ’| for Ford Motor Co.; 1.60 for Chrys- 
ler Corp. and 0.01 for AMC. The 


5,782, and Tempest, 3,278. 
* 
loss for miscellaneous makes was 


Cd a 
EW-CAR registrations of all 
0.76 percent, 
Among individual makes, set- 


makes amounted to 543,042 in 
November, compared with 428,306 
a year earlier. Never before have| backs were: Ford, 1.83 percentage 
points; Dodge, 0.90; Plymouth, 
0.73; Comet, 0.56; Pontiac, 0.06; 


so many new cars been registered 
in November, even in record- 

DeSoto, 0.01, and Rambler, 0.01, 
os * * 


smashing 1955. 
ON A year-to-year basis, with 


6 percent. 
* * 










































cent, 


the share claimed by 


resented. 


sand registrations bee 
crack the Top Ten. 


from fifth. 


Chrysler as an individual make 
*” * * 
the first 11 months counted, 


also soared to a 1960 high during 

November, with its deepest pene- 
Chrysler Corp. led the way with an 
increase of 3.09 percentage points. 


tration since April, 1958. 
Makes with their shallowest pen- 

AMC was up 0.55 points and GM 
advanced 0.25. 


etration of 1960 recorded during 
November included DeSoto, Dodge, 
Ford Motor was down 1.19 points, 
S-P declined 0.53 points and mis- 


Rambler and the miscellaneous 
classification (consisting mostly of 
pier some the ae — 

hrysl orp. an merican Mo- 
er cea em their low for 1960|C¢l/aneous makes were off 2.17. 
during the month, Among individual makes, 

* * Dodge showed the greatest in- 

crease, boosting its penetration 

2.91 points. Other gainers includ- 

ed Chevrolet, 1.67 points; Ram- 

bler, 0.55; Plymouth, 0.45, and 
Chrysler, 0.14, 

All other makes declined as fol- 
lows: Ford, off 2.40 percentage 
points; Oldsmobile, 0.77; Studebak- 
er, 0.53; Pontiac, 0.45; DeSoto, 0.36; 
Mercury, 0.29; Lincoln, 0.16; Buick, 
0.14; Cadillac, 0.06, and Imperial, 


ninth and 10th. 


vember rankings were 


of 
LTHOUGH it fell short of its 
year’s high, Chevrolet had a 


for the 1959 period. 





Sales Score. 
For November 


New-car registrations for November: 


captured 74.36 percent. 
- 





maintained.” ag 
. Pos. Make Pos 
The bill would require controlling 0.05. 
stockholders and officers to report| }—i908i5 Ohey. = tena —____—__ 13 Months 
their use of corporate property for Pet. Gain 
their private purposes and their ER area Preenme ae : Moore Sells GM Outlet in Pene- 
interest in enterprises with which) , 31,904 Pontiac 22,271— 5 | In California to Povey ot ot mee 
their corporation becomes involved.| ¢@ 31,341 Rambler 29,415— 4 RED BLUFF Calif. — Craig Units Inseony vious Month 
a I— 29,147 Buick 18,610— 8 | Povey, manager of John M, Moore| Nov. ’59.. 47,779 = 11.16 14.23 
Export-Import Division 8— 25,272 Dodge 20,388— 7 | Co, (Chevrolet-Oldsmobile-Cadillac) | Dee. ...... 54,609 = 12.71 14.40 
Formed by Chrysler 9— 17,920 Comet ............ since 1957, has purchased the deal-| Jan. ’60.. 40,420 $40 6 =—- — 26.04 
DETROIT —Chrysl Cor has 1O— 14,205 Cadillac 7,952—11 ership from John M. Moore, who Feb. Sener 42,704 8.64 —8.09 
s eS aaa ivi.| 21— 13,293 Mercury 14,251— 9 | has been a dealer here for almost March .. 50,310 8.43 —2.43 
established an export-import divi-| 55 531 Studebaker 10,939—10 April .... 48,283 746 —I1L51 
sion in the International Opera- 40 years. 
ti G der J. J. Riccardo 13— 1,353 Chrysler 5,403—12 Povey entered the auto business May ...... = =~ 2.05 —5.50 
am | oer ee '| M— 2188 Imperial 2,050-——-15 | in Portland, Ore., and was a Chev- came ust $23 
PW aene ae tan: ti f divi-| 15- Bits Benet 2,457—14 | rolet dealer in Washington before = om a. — 
Among the functions of the divi-| 56 4’1975 Lincoln 2,971—18 Aug. ...... 42,577 8.10 1.68 
sion will be coordination of Simca 32,839 Mise. 50,421 coming to Red Bluff. Moore, who| gang” 40,441 8.82 8.90 
sales through exclusive dealers not ad ‘ae ar a on ger 3a —— Oct. ........ 36,704 6.70  —24,04 
dualled with Chrysler Corp. makes. 543,042 oe 1306 = a ae o ate wah, the | NOV «+ $2,479 5.98 —10.75 


Simca sales through Chrysler deal- 
ers remain a responsibility of the 
company’s central sales office. 


Povey firm, principally on Cadillac 


Further details on Page 34. 
sales, 








Import-Car Sales Decline 





below the previoug month and 
46.42 percent below November a 
year ago. Not since January, 1958, 
when imports’ penetration was 5.05 
percent, had their share of the 
market been so small. November 
was also the first month since then 
that penetration had dipped below 


OLKSWAGEN continued to in- 

crease its domination of the 
import market, accounting for 
44.24 percent of all sales during 
the month. VW captured 39.87 per- 
cent a month earlier, 34.37 percent 
two months earlier and 28.24 per- 
cent three months earlier. In No- 
vember a year ago, VW’s share of 
the import market was 21.07 per- 


With such domination by VW, 


the Top 


Ten makes also edged upward. 
It amounted to 76.72 percent in 
November, leaving only 23.28 per- 
cent for the other 55 makes rep- 


Five of the makes listed in the 
Top Ten in November recorded 
fewer than one thousand registra- 
tions. Not since March, 1958, had 
any make with less than a thou- 
n able to 


November also witnessed some 
rather sharp adjustments in stand- 
ings in the Top Ten. Volkswagen 
and Renault continued their cus- 
tomary one-two standing, but Fiat 
moved into third place from No, 7 
and Mercedes-Benz rose to fourth 


IUMPH continued in sixth 
place, Opel fell to seventh from 
No. 4 and Simca to eighth from 
No. 3. English Ford and Austin- 
Healey continued, respectively, 


For Mercedes and Volvo, No- 


the high- 


est they had ever enjoyed. 
Imports totalled 466,451 registra- 
tions through the first 11 months 
of 1960, compared with 559,201 a 
year ago. Penetration was 7.73 per- 
cent, compared with 9.97 percent 


In the 11 months, Volkswagen 
accounted for 30.97 percent of all 
import registrations. The Top Ten 



































House Auto Bills 
Face Slow Going 


Dirksen Wage Plan 
Covers Many Dealers 
(Continued from Page 1) 


erts, Alabama Democrat — seems 
favorable. 
oe * + 

_: Thomas J, Lane, Massachu- 

setts Democrat, has sponsored 
a resolution to authorize the Inter- 
state Commerce Committee to in- 
vestigate and study the safety of 
design of motor vehicles used in 
interstate commerce. 

Rep. Harold R. Collier, Ilinois 
Republican, has joined Rep. 
Thaddeus Machrowicz, Michigan 
Democrat, in opposing excise 
taxes on cars and parts and ac- 
cessories. 

Rep. H, Allen Smith, California 
Republican, has introduced a meas- 
ure to repeal the excise on rebuilt 
automotive parts and accessories. 
Another California Republican, 
Gordon L. McDonough, wants to 
= xtend the federal air pollution 


The Dirksen wage-hour measure, 
which is similar to one introduced 
in the last Congress by Rep. Peter 
Frelinghuysen jr., New Jersey Re- 
publican and endorsed by Labor 
Secretary James P. Mitchell, would 
lift the minimum to $1.10 an hour. 

It would cover an “enterprise 
doing business in interstate com- 
merce to a substantial extent” — 
specifically $1 million a year—and 
an enterprise employing 100 or 
more workers. 

As Automotive News went to 
press, the bill was not available 
from the printers and dealer or- 
ganizations had not had time to 
react. But when they read the fine 
print, it’s a safe guess they will 
be unalterably opposed to the Dirk- 
sen measure. 

Under the bill, car salesmen will 
be exempt from both the mini- 
mum-wage and overtime provis- 
ions. But mechanics, car washers 
and other employes in certain cir- 
cumstances are affected by both 
wages and overtime. Some dealers 
will be covered and others equally 
large will be exempt. 

7” * * 


as dealer who must bring his 
cars in from out of state is cov- 
ered, but dealers who are able to 
obtain cars from assembly plants 
within their own state will be ex- 
empt. It is the crossing of state 
lines that will make the difference, 
and dealers are certain to be out- 
raged over the discrimination. 


Another point that dealers are 
bound to bring up is that $1 mil- 
lion in sales is not much business 
in marketing high-cost items, It 
has been said that the $5 million 
cutoff for a department store is 
about the equivalent of $1 million 
to a dealer. 


Moreover, if a dealer were tempt- 
ed to limit his business in one out- 
let to under $1 million dollars and 
his employes to fewer than 100 and 
expand into different establish- 
ments, he still could not evade 
coverage under the Dirksen bill. 


Under the measure, the total 
complement of employes from 
various establishments would be 
added and when they reach 100, 
the dealer igs covered. Both the 
money test and the employe test 
oe be used for scattered opera- 

ons 








Sales Records for Imported Cars 


13 Years 
Pet. Gain 
in Pene- 
tration 
Pct. of Over Pre- 
Units Industry vious Year 
1948 ...... 16,133 46 1483.33 
1949 ...... 12,251 25 —45.65 
1950 ...... 16,336 26 4.00 
WO soos 20,828 Al 57.69 
1952 ...... 29,299 10 10.13 
1953 ...... 28,961 50 —28.57 
1954 ...... $2,408 59 18.00 
1955 ...... 58,465 82 38.98 
1956 ...... 98,187 65 101.22 
1957 ...... 3.46 109.70 
1958 ...... 378,517 8.13 184,97 
1959 ...... 609,589 10.11 24.35 
1960 to 
Date ......466,451 7.13 —2354- 
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REPORT TO FORD DEALERS 





STRONGEST SALES 
FEATURE OF ‘61: 
FORD GOES 
30,000 MILES BETWEEN 
~LUBRICATIONS 


In just three short months this number 
30,000 has become the most talked-about 
figure in the automobile industry. No 
wonder! An engineering advance like 
this is quickly recognized as a positive 
selling feature. 


As a Ford Dealer, you have an advan- 
tage to offer your prospects that com- 
petitors can’t match. New freedom from 
time-consuming service stops! (And it is 
exclusive to Ford in its field.) 


What does a 30,000-mile lubrication 


mean in savings to the owner of a ’61 
Ford? Plenty! 


It means that he won’t spend $45.00 or 
so in lube jobs. 


It means he won’t waste hours in 
waiting time. 


It means that at 30,000 miles, owners 
of the 61 Ford will pay a mere $4.00 or 
less for a chassis lubrication that will take 
about 20 minutes. And they won’t need 
another lubrication until after the next 


30,000 miles. 





It’s no exaggeration to say that this is 
the strongest sales feature of any 1961 
automobile. To the economy-minded 
prospect, it’s like lopping $40.00 and 
more off the price of the car. (Ask him, 
too, how much the time he saves is 
worth to him.) 


But most important of all, this is only 
one of many new engineering achieve- 
ments that offer extra quality in the 
products you sell. This is why we say, 
“The 1961 Ford is beautifully built to 
take care of itself.” 





FORD DIVISION backs you best 
Ford glor Company, 
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U of M Report Conflicts with FRB Study .. . 





Car-Buying Plans Rise Sharply 


ANN ARBOR, Mich.—Consumers’ 
plans to buy new cars in the next 
year have risen well above the level 
noted a year ago to reach the high- 
est level since late 1956. 

That was the finding of the Sur- 
vey Research Center of the Uni- 
versity of Michigan after its most 
recent survey of consumers’ in- 
tentions, Interviews for this sur- 
vey was conducted in October and 
November. 

However, the Michigan report is 
in sharp contrast with a recent re- 
port from the Federal Reserve 
Board. The FRB and Department 
of Commerce conducted a survey of 
consumers in October and found 
plans to buy new cars well below 
the plans held in October, 1959. 

At any rate, the Michigan report 
said plans to buy new cars show 
“a particularly sharp” rise over fig- 
ures for the fall of 1959. The Re- 
search Center commented: “The 
rise is probably related to greater 
satisfaction with car prices and 
favorable attitudes toward the com- 
pact cars.” 

As is its custom, the Research 
Center did not quote any figures 
on the level of plans to buy cars. 

The report also noted that the 
upswing in plans to buy new cars 
did not carry over to used cars. 
Intentions to buy used units were 
about the same last fall as they 
were a year earlier. 

The Research Center reported 
that consumer sentiment and will- 
ingness to buy, both of which de- 
teriorated through early 1960, have 
now levelled off with no basic 
change since May. 

It was pointed out that, as the 
recession of 1957-58 set in, consumer 
sentiment changed from optimism 
to pessimism. As knowledge of the 
present business decline spread, op- 
timism turned to uncertainty, rather 
than pessimism. 

As a group, consumers are in- 
formed of the present recession but 
expect no further change for the 
worse. However, they see little rea- 


1,170 in Michigan 
Hear Baker at 


7 Sales Clinics 


LANSING.—Nearly 1,200 dealers 
and salesmen in seven cities heard 
Sales Consultant Vince Baker ex- 
plain his program at a series of 
meetings sponsored by the Michi- 
gan Automobile Dealers Assn, 

Baker, of Pueblo, Colo., calls his 
program, “Go Out and Sell.” He 
emphasizes that “there is no short- 
cut to sales.” 

His presentation was divided into 
three parts: The dealer’s responsi- 
bility to provide selling tools and 
leadership; the sales manager's re- 
sponsibility to train his salesmen, 
direct their efforts and make sure 
they are producing according to 
plan, and the salesman’s responsi- 
bility to follow his selling plan 
every time, 

Attendance at the seven meet- 
ings totalled 1,170. By cities, at- 
tendance was: Traverse City, 47; 
Grand Rapids, 205; Lansing, 292; 
Flint, 132; Saginaw, 172; Pontiac, 
136, and Kalamazoo, 186. 

* ok co 





Sales Clinic— 


Sales Consultant Vince Baker, left, greets 
Ford Dealer Herb Estes at a Clinic con- 
ducted for members of the Michigan 
Automobile Dealers Assn. Estes, of Ann 
Arbor, is MADA vice-president. The sales 
meetings were held in seven Michigan 
cities and were attended by 1,170 dealers 
and salesmen. 





son for expecting early improve- 
ment. 

The belief that prices, partic- 
ularly car prices, have stabilized 
has spread in the last year. Con- 
sumers view a period of price 
stability as beneficial. The public 
continues to feel that depressions 
are a thing of the past. 

The center also looked into re- 
ports that consumers’ needs have 
been satisfied, putting them out of 
the market for houses, cars and 
other major items. The center found 








460 Byers Employes 
Share $150,000 Bonus 


COLUMBUS, O. — A year-end 
bonus exceeding $150,000 was dis- 
tributed among 460 employes of 
Geo. Byers Sons, Inc,, according 
to K. C. Browne, executive vice- 
president, 

He said dollar sales in 1960 in- 
creased 21 percent over 1959 on 
the delivery of more than 10,000 
units, a gain of 2,200 over a year 
ago. The firm handles Chrysler 
and Plymouth lines. 









By John K. Teahen Jr. 
Associate Editor 

ILE the auto haulaway in- 

dustry awaits a decision from 
the Interstate Commerce Commis- 
sion on rail-rate complaints, the 
truckers are watching a good-sized 
chunk of their long-haul business 
slip away from them. 

The truckers’ complaints in- 
volve the rates the railroads 
charge for TOFC (trailer-on-flat- 
car) service. The haulaway peo- 
ple claim that the rail rates do 
not reflect the true cost of doing 
business and should be disallow- 
ed by the ICC. 

The TOFC operation is more 
commonly known as piggybacking. 
Loaded highway trailers are placed 
on rail cars and shipped to their 
destination. 

Piggybacking began about two 
years ago, and the system now has 
been expanded to include the use 
of bi-level and tri-level racks which 
enable the railroads to carry as 
many as 15 compacts or 12 stand- 
ard autos per flatcar. 

* * oa 

HE rates are lower than truck 

charges, and several auto mak- 
ers are stepping up their use of 
railroads for distances of 400 miles 
or more. 

In Washington last week, Rep. 
Henry Shadeberg, Wisconsin Re- 
publican, promised to make his 
own investigation and to ask the 
ICC to look into what he called 
“discriminatory” rates granted to 
railroads. He has had 100 letters 
from the wives of unemployed 
truckers in his state. 

An estimated 700 truck drivers 
are unemployed in Wisconsin be- 
cause of American Motors’ long- 
haul rail shipments. 

The Teamsters Union has pro- 
tested the railroads’ “piracy” of 
haulaway business to Wisconsin 
Gov. Gaylord Nelson. The union 
figures the state will lose $500,000 
a year in truck registration fees 
and fuel taxes, 

a of 


* 

ENATOR WILLIAM PROX- 

MIRE, Wisconsin Democrat, 
told Automotive News he is “deeply 
concerned” about unemployment of 
truckers in his state. He has asked 
the ICC to investigate piggyback 
rates and has promised to keep an 
eye on the situation. 

A truck source estimated that 
5,000 trailers were idle and 4,000 
to 6,000 drivers were unemployed 
throughout the nation at the 
beginning of this year, 

But the truckers insist that there 
is more to the situation than fear 
of competition. They maintain that 
Congress has directed the ICC to 
preserve all modes of transporta- 
tion for national defense and to 
preserve the inherent advantages 
of each mode. 

According to a spokesman for 




























Blame Rail Piggyback Rates... 
Why Auto Truckers Beef 


that those interviewed had specific 
unsatisfied needs, leading tr the 
conclusion that “there is no evi- 
dence that felt needs diminished in 
recent years.” 

The Michigan study also led to 
these conclusions: (These are Octo- 
ber opinions compared with those 
expressed in May.) 

The number of people who feel 
that business conditions are 
worse than they were a year ago 
has increased. 

Fewer people expect business con- 
ditions to improve in the year ahead 
and more look for no major change 
in business conditions in the next 
year. 

Fewer consumers feel that their 
own financial position has improved 
in the last year and more feel that 
there has been no change or that 
they have lost ground. 

The number of consumers who 
feel their own financial position 
will improve in the year ahead 
has dropped and worries about 
employment have increased. 

The consumer’s attitude about the 
long-range outlook, both for himself 
and business in general, remains 
on the optimistic side. 


the haulaway industry, this means 

that Congress feels that there 

should be no “rate wars” between 

competing modes of transportation. 
ok a oe 


iO SUPPORT their claim that 

the railroads can’t make money 

on current auto rates, truckers 
have contended before the ICC that 
the railroads realize less revenue 
per mile carrying cars than they 
do hauling coal or salt. 

And, say the truckers, mineral 
products cannot bear their full 
share of transportation costs be- 
cause of their low value and high 
weight, Truckers say the railroads 
have to offset this situation by 
revenue from carrying manufac- 
tured and industrial products. 

The haulaway spokesman said 
the piggyback squabble began in 
the spring of 1959 when the Fris- 
co Railway filed a TOFC rate 
schedule with the ICC. (A car- 
rier must file a schedule with the 
ICC 30 days before the rates are 
to become effective.) 

The National Automobile Trans- 
porters Assn. then filed a petition 
for suspension, which was denied 
by the ICC. The haulaway repre- 
sentative said if the petition had 


been approved, the rate schedule 


would have been held in abeyance, 
and the ICC would have rendered a 
decision within seven months. 

* * + 


U— denial of its petition, the 


NATA filed a complaint against 


(Continued on Page 47, Col. 3) 








U. S. 'Flavor’ for New Opel— 





The 1961 German-built Opel features American styling and greater passenger com- 


fort and convenience. This two-door Rekord 


lines. The car still is built on a 100-inch wheelbase. 


61 Opel Bows in U. 


sedan has longer and smoother horizontal 


S. 


* 


With Prices Unchanged 


FLINT.—Buick dealers now are 
displaying the 1961 Opel, which is 
accented by American styling fea- 
tures and is redesigned for increas- 
ed passenger comfort and con- 
venience. 

Port-of-entry list prices remain 
unchanged from 1960, according 

to Edward D. Rollert, Buick gen- 
eral manager. 

The 100-inch wheelbase Opel for 
’61 has longer and smoother hori- 
zontal lines, a slightly sloped hood, 
wraparound grille of anodized or- 
namental bars and expanded glass 
areas topped by a flat, thin roof. 

Side windows have been in- 
creased one inch in height and the 
rear window has been raised three 
inches to improve driver and pas- 
senger visibility, Rollert said, 

Door openings have been widen- 
ed and raised without changing 
ground clearances, he added, to 
provide easier entrance and exit. 
Interior head, hip and leg room 
also have been increased, he added. 

The car is available in two mod- 
els—the Rekord, a two-door sedan, 
and the Caravan, a two-door sta- 
tion wagon. 

Rollert said the Rekord’s 
trunk-compartment capacity has 
been expanded about 10 percent 
to 13% cubic feet, and the Cara- 
van accommodates as much as 
1,000 pounds of cargo. 

The German-built Opel is power- 
ed by a 64-horsepower, four-cylin- 


Gerelick Named Head 


Of Omaha Dealer Assn. 

OMAHA, — Phil Gerelick, Gere- 
lick Ford Motors, has been elected 
president of the Omaha Automo- 
bile Dealers Assn, He succeeds Eu- 
gene W. Jacobson. 

Bernard O’Daniel, O’Daniel Olds- 
mobile Co., was named vice-presi- 
dent, and John Baxter, Baxter 
Plymouth Co., is the new secretary- 
treasurer, New directors include 
Charles Graham, Robert E. Hinch- 
cliff and Jacobson. 








A Record in Britain— 


British Motor Corp. became the first British auto manufacturer to produce a million 
cars of one model design when this Morris Minor came off the assembly line in Oxford, 
England, Jan. 4. The first Morris Minor was made on Oct. 8, 1948. Since then 480,000 
have been exported, including 52,431 to the United States. To mark the occasion, 
BMC’s U. S. representative, Hambro Automotive Corp., New York, is offering free a| Joel Tarte said the loss was par 
new car to the owner of the oldest Morris Minor now in running condition in the U. S.| tially covered by insurance. 


= Sa 


der engine of 102.8 cubic-inch dis- 
placement (1.7 liters) with a 7.8-to-1 
compression ratio. 

Standard equipment includes 
heater and defroster, safety-padded 
instrument panel, turn indicators, 
electric clock, two-speed electric 
windshield wipers and washers, 
front arm rests, dual sun visors 
and cigaret lighter. 

A roof luggage rack is standard 
equipment on the Caravan wagon. 


H. H. Zeder Latest 
To Quit Chrysler; 
Mitchell Named 


DETROIT.—H. Haild Zeder, 62, 
general manager of Chrysler 
Corp.’s Service Parts and Acces- 
sories division (MoPar), has joined 
the list of early company retirees. 

Zeder, a nephew of Chrysler pio- 
neer executives Fred M. Zeder and 
James C. Zeder, first joined the 
corporation in 1928. He had filled 
a number of positions prior to his 














H. Halild Zeder James F. Mitchell 


appointment as head of Service 
Parts when this division was form- 
ed in 1957. 

Appointment of James F.. Mitch- 
ell, 41, as general plants manager 
for MoPar was announced last 
week. Mitchell joined Chrysler in 
1956 and had been operating man- 
ager of MoPar since June, 1957. He 
assumes the _ responsibilities held 
by Zeder. 

Zeder said he and his wife will 
divide their time between homes in 
Florida and Pleansant Ridge, Mich. 


Saab’s ’60 Output 
Up 44 Percent 


NEW YORK.—Ralph T. Millet, 
president, Saab Motors, Inc., an- 
nounced that total Saab production 
in 1960 was 25,738 units, a 44 percent 
increase. 

A similar increase was noted in 
home market sales, 13,658 units, 
compared with a 1959 figure of 9,493. 
This gain was in spite of a 3 percent 
drop in sales of all makes of cars 





»|in Sweden, Millet said. 


In 1960, exports to the United 
States of the Saab sports sedan and 
station wagon were slightly over 
6,000, a 20 percent increase over 
1959. 


$165,000 Fire at Tarte 
LAKE CITY, S. C.—Fire destroy- 
ed the building and some equipment 
of J. Tarte Motors (Buick-Ram- 
bler), as well as 13 cars, and caus 
ed damage estimated at $165,000 
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Reaction Still High .. . 


Show Turnout Lag 
Fails to Jar Dealers 


LTHOUGH attendance at the 

halfway points in the Buffalo 
and Upper Midwest auto shows was 
slightly behind year-ago figures, 
dealers reportedly were pleased 
with the reaction of the visitors. 

In Buffalo, which had been 
fighting snowstorms up to two 
days before the show’s opening, 
the turnout for the first four 
days was 37,273, a drop of 124 
percent from last year’s 42,540, 
according to Marjorie M. Baker, 
show manager. 

“Interest among the visitors is 
real good, and dealers to whom I’ve 
talked have expressed satisfaction 
with the early results,” she said. 
“A number of them have reported 
contacts with good prospects, and 
several said showroom traffic has 
increased since the start of the 
show.” 

The chief extra attraction was 
the giveaway of a new car, The 
holder of the lucky ticket had a 
choice of one of 11 cars from a 
member of the Buffalo Automobile 
Dealers Assn., sponsor of the show. 

* Bg o* 
7 Upper Midwest show in 

Minneapolis drew 88,101 visitors 
in the first five days, compared 
with 81,689 in four last year, ac- 
cording to Max Winter, producer. 
This year’s show started on a Fri- 


Ford to Produce 
More Economical 


Six for Trucks 


DETROIT. —A _ new six-cylinder 
truck engine, designed to reduce 
operating costs by 12 percent, is 
scheduled for mid-February pro- 
duction, said Wilbur Chase jr., Ford 
Division truck-marketing manager. 

The new 262 cubic-inch engine 
will be “the most powerful six- 
cylinder truck engine in the Ford 
line,” he said, and it also features 
economy. 

In a 40,000-mile Arizona dura- 
bility test that simulated 60,000 
miles of customer operation, gen- 
eral maintenance costs were 12 per- 
cent less than Ford’s principal 
competitor, Chase added. 

In another 16,000-mile certified 
test in the two-ton field—over a 
range of driving speeds and con- 
ditions—the 262 scored better over- 
all gas mileage and oil economy 
than this same competitive engine, 
he continued. 

The 152-horsepower, larg e-dis- 
placement engine is available for 
the F (conventional cab), B (school 
bus) and C (tilt cab) series, Chase 
said, 

“This Big Six cost more than 
$3.4 million to develop,’ Chase 
said, “and is one more step in a 
series of product engineering ad- 
vancements that have made the 
1961 truck line the greatest com- 
mercial vehicle expansion in Ford 
Motor Co.'s 58-year history.” 

Target for Ford engineers was 
threefold, he added to design an 
engine that would afford maximum 
durability, economy and customer 
satisfaction. 


Perkins Promoted 
By VW of America 


ENGLEWOOD CLIFFS, N. J.— 
Appointment of J. Stuart Perkins 
as a vice-president of Volkswagen 
of America has 
been announced 
by Carl H. Hahn, 
executive vice- 
president and 
general manager. 

Perkins, w h o 
will continue as 
sales manager, 
joined the com- 
pany as its first 
employe in 1955 
when VW sales 
J. Stuart Perkins jin the United 
States totalled 28,907 cars, trucks 
and station wagons. 

Prior to joining Volkswagen of 
America, Perkins served as assist- 
ant service manager and assistant 
to the managing director of Volks- 
wagen of Canada. 











day, rather than the customary 
Saturday, he said. 

Dealers couldn’t blame the 
weather for the lower turnout, 
though. Winter said tempera- 
tures were running 16 to 20 de- 
grees above normal for this time 
of year in Minnesota. 

“It’s the mildest January we've 
had in years here,” he added. 
Some pickup in sales and “plenty 
of good prospects” were reported 
by dealers generally, said a spokes- 
man for the Minneapolis Automo- 
bile Dealers Assn., sponsors of the 
event. 

Singing stars headlined the stage 
program, with Patti Page on hand 
the first two days, the Lennon Sis- 
ters the next six and Jimmy Rod- 
gers the final two, Winter said a 
Sunday afternoon crowd record 
was set at the opening of the Len- 
non girls’ run. 

* * om 
re to the opening of the 
Buffalo show, Dr. Car] C. Byers, 
General Motors special lecturer, 
spoke to dealers and salesmen at 
the BADA’s third annual preshow 
breakfast rally. 

“The future through 1961 will 
be just as bright as you are 
bright,” he said. “There are no 
dead-end streets for salesmen 
with devotion, dedication and de- 
termination.” 

He urged emphasis on progress 
rather than problems, 

* * a 
oo opened over the weekend 
in Syracuse, Toledo and Colum- 
bus, O., while those in Buffalo and 
Minneapolis were folding. 

More cars than ever before are 
on display at the first Columbus 
show since 1958, according to John 
B. Barton, executive secretary of 
the Columbus Auto Dealers Assn., 
the sponsor. The total tops 150. 

Ten compact cars are being 
given away during the show to 
persons 18 years or older, Bar- 
ton said, 

One car is being given away dur- 
ing the third annual Toledo show 
Jan. 14-22 at the Sports Arena and 
Exhibit Hall, with the winner hav- 





English Holders OK 
Offer from Ford-U. S. 


LONDON.—Owners of the mi- 
nority stock interest in Ford 
of England have accepted the 
offer of the American Ford com- 
pany to buy their stock, bank 
sources announced here late last 
week. 

Exact figures on how many 
shares were offered to Ford-U. S. 
were not immediately available. 
However, more than 90 percent 
of the minority holders who own 
stock making up more than 90 
pereent of the value of the mi- 
nority interest approved the ac- 
cepted offer. Under British law, 
a minority holders must now 
sell, 





ing a choice of any of 17 models. 

The entire exhibit hall will be 
used for auto display, while both 
cars and allied products will be 
shown in the Sports Arena. 

A spokesman for the sponsoring 
Toledo Automobile Dealers Assn. 
said several exhibits which were at 
the National Auto Show in Detroit 
will be on display in Toledo. 

The entertainment program fea- 
tures the Chordettes, TV, recording 
and night-club singing stars. 


Late Report... 

















Little Rock Dealers Elect Officers— 


Horace Terry, left, outgoing president of the Greater Little Rock Auto Dealers Assn., 
hands the gavel to the new president, Bert Madison (Cadillac), right. In the center is 
William Moore (Ford), new treasurer of the organization. 


Reuther’s Layoff Proposal 
Gets a Mixed Reception 


By Francis J. Gawronski 
Staff Writer 


ENERAL MOTORS CORP. and 

Chrysler Corp. have declined 

to comment on a United Auto 

Workers plan for periodic one-week 

plant shutdowns in place of mass 

layoffs and short work weeks 

growing out of production cut- 

backs to meet the problem of high 

new-car inventories and sluggish 
sales. 

The third member of the auto 

industry’s Big Three, Ford Motor 

Co.,, said that in 

making decisions on 

layoffs, “the UAW’s 

statement of prefer- 

ence will be helpful.” 

Walter P. Reuth- 

er, UAW president, said the shut- 

downs would make it possible for 

workers to collect unemployment 

compensation and Supplementary 

Unemployment Benefits (SUB) to 

offset some of the paycheck losses. 


He said such a plan would add 
substantially to the workers’ pur- 
chasing power as compared to lay- 
offs or short work weeks, “mini- 
mize hardships for their families 
and communities and reduce the 
damage to the national economy 
that would otherwise result.” 

* ok * 
Rete cited this example of 
the way the UAW plan would 
work: 

“If reduced sales face a plant 
with the necessity to reduce em- 
ployment by 20 percent, the 
UAW’s proposal calls for shut- 
ting down the plant completely 
one week out of five instead of 
effecting the same reduction of 
manhours either by working four 
days a week or laying off 20 per- 
cent of the workers.” 

Malcolm L. Denise, Ford indus- 
trial relations vice-president, said, 
“Where such action is appropriate 
to the situation, the Ford Motor 
Co. already is making use of such 
full-week shutdowns, as it has in 
the past. This is particularly true 
in assembly plants. 

cg OK * 
Bd Prmnee are, of course, Many 
| specific situations where, be- 
cause of plant functions, produc- 


Used-Car Market 


The overall average price of used cars sold at wholesale auction 
declined $9 last week to $1,053, according to Automotive News’ 


index. 


Running against the tide were ’58s, which went up $22, and ’55s, 
which advanced $1. Losses amounted to $2 on ’56s and ’57s, $11 on 
659s, $14 on ’54s, $30 on ’60s and $32 on ’61s. New lows were estab- 
lished for ’60s, ’59r, ’5%s, °56s and ’54s. 

At a group of representative auctions last week, the sales ratio 
was 67.5 percent, compared with 71.2 percent a week earlier. 


Auction reports begin on Page 28. 








tion requirements or other facts, 
such a course is not feasible. 

“The UAW’s clear statement of 
a preference for periodic plant 
shutdowns instead of layoffs, rep- 
resents a shift in emphasis from 
its earlier official attitude on these 
problems as we understand them. 

“We shall continue to give the 
interests of Ford employes the 
most careful consideration in de- 
termining the best method of han- 
dling each specific situation as it 
arises. The UAW’s statement of 
preference will be helpful in mak- 
ing these decisions.” 

oe * ed 

HERE were no official com- 

ments from GM or Chrysler. 

However, the UAW proposal was 
made shortly after Frederic G. 
Donner, GM board chairman, 
speaking at the opening of Mo- 
torama in San Francisco, spiked 
reports of big cutbacks in produc- 
tion at GM. 

“Any adjustments in scheduling 
we may have in the next month 
or so will not be particularly siz- 
able,” Donner said. “They will be 
something in the order of less than 
7 percent of our anticipated sched- 
ule.” 

However, Donner added, 
“Whether that will last or not 
is going to be determined by the 
market next spring.” 

In event of a 20 percent cutback 
in the industry as a whole, Reuther 
said the UAW plan would directly 
add in excess of $22 million per 
month to the total purchasing 
power of the workers involved 
compared with four-day work 
weeks. 

“Indirectly, it would add much 
more to the nation’s purchasing 
power at a time when this is the 
key to reversing the forces of re- 
cession, since these millions of dol- 
lars spent by auto workers would 
provide employment for other 
workers throughout the country,” 
Reuther said. Sn 

* 


EUTHER also broke the pro- 

posal down into its effect on a 
typical auto worker, with a wife 
and two children, and the current 
industry average pay of $2.78 an 
hour. 

For a four-day work week, he 
would have take-home, after in- 
come tax and social security de- 
ductions, of $79.49. 

Under the UAW plan, the work- 
er would take home $96.86 a week 
for four weeks, then get $62.96 in 
SUB and unemployment compensa- 
tion for the fifth week when the 
entire plant was closed. 

“This would yield him an aver- 
age weekly income of $90.08, or 
$10.59 more a week than he would 
have had on a four-day work week 
basis,” Reuther said. 

Reuther said he realized the pro- 
posal would create an “additional 
drain on the SUB funds” but the 

(Continued on Page 46, Col. 2) 





More Makes Tell 
Of Sales Records 


Dodge, Willys at Peak; 
5-Year Pontiac Mark 


DETROIT.—Record sales in 1960 
were reported last week by two 
more makers—Dodge and Willys. 
Pontiac said its deliveries were the 
highest since ’55, and Buick and 
Oldsmobile announced big increases. 

Dodge retail saies and sales 
per dealer reached new heights 
in 1960, Byron C. Nichols, general 
manager reported. 

Retail sales totalled 357,959, he 
said, an increase of 14.1 percent 
over the previous record of 313,734 


which was set in 1951. The figure ~ 


was up 107 percent over the 172,- 
843 sales in 1959, he added, 

Sales per dealer in 1960, when 
retailers handled only Dodge, aver- 
aged 142, Nichols continued, an in- 
crease of 43.4 percent over the 99 
per dealer in 1959, for the greater 
part of which dealers sold Plym- 
outh cars as well as Dodges. 

He said truck sales in December 
totalled 2,937, an increase of 26 per- 
cent over the 2,360 retailed in the 
same month in 1959, 

Cc. W. Moss, Willys sales vice- 
president, announced that domes- 
tic sales of Jeep four-wheel drive 
vehicles in ’60 advanced to new 
highs for the third successive 
year. 

He reported that both retail de- 
liveries and factory sales to dealers 
rose substantially over the '59 rec- 
ord. Retail volume of more than 
10,000 Jeep units in the final quar- 
ter of ’60 also set an alltime high. 

S. E. Knudsen, Pontiac general 
manager, reported sales in 1960 
totalled 409,667, an increase of 6 
percent over the previous year’s 
386,879. It was the best year since 
1955, he added. 

December sales of 34,120 new | 
cars were the highest for the 


month since 1955, Knudsen said, © 


adding that Pontiac and Tempest 
production will continue on a five- 
day week schedule. 

ldsmobile sales in 1960 were the © 
highest since 1957, according to ™ 


Jack F. Wolfram, general man- © 


ager. 
In the last year dealers de- 
livered 363,375 units, he said, and 
“given a good national economy 
in 1961, the automobile market 
will continue to grow and Olds- 
mobile is prepared to grow with 
it. 

Buick’s ’60 sales also were the 


highest since ’57, said Edward D. ~ 


Rollert, general manager. 

Deliveries totalled 271,305 units, 
he added, a 12 percent increase 
over 1959 and a gain of 5,100 over 
1958. The ’60 sales included 17,548 
Specials, the economy car intro- 
duced by Buick in October, he said. 

Calvin J. Werner, general man- 
ager of GMC Truck & Coach Divi- 
sion, reported last year’s sales were 
up 19 percent over the previous 
year. He said dealers delivered 
84,845 units, 





Oldsmobile's Starfire— 


Oldsmobile's Starfire sports convertible 
features a lustrously-styled interior, with 
bucket front seats and leather upholstery: 


A power console, located between the 


front seats, contains a tachometer, Hydra- 
Matic contro! lever, electrically operated 
window controls and a utility storage com= 
partment. Standard equipment includes 
four-barrel carburetor, power steering ¢ 
brakes, automatic transmission, dual @X= 
haust system and whitewall tires. Built 3 
a Super 88 chassis with 123-inch w % 
base, the convertible features many of 
the Olds 98 characteristics, including the 
98 grille and rear-end design. The car 
is now in limited production. 
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For Full Information 
On The 


RAMBLER FRANCHISE 
... Mail this card today! ¢ 


: 
t 


Yes, I’m interested in learning about the Rambler 
franchise. I would like to receive more information. I 
understand I am under no obligation, and that my in- 
quiry will be held in strictest confidence. 
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Rambler Dealer 
Profits 

Are Way Above 
Industry Average... 
SEE WHY! 


AIR MAIL CARD TODAY! 


Director of Dealer Development 
American Motors Sales Corp. 
Detroit 32, Mich. 
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VIA AIR 








RAMBLER SALES SET RECORDS FOR | 
39th CONSECUTIVE MONTH! 


December Buyers | 
Receive 


34,324 


U.S. — Bonds! 


In December, for the 39th consecutive 
month, Rambler Dealers’ sales have topped 
the corresponding month of any previous 
year. In addition, since December sales ex- 
ceeded the December, 1959 sales by 13.8%, 
the revolutionary Customer Progress Shar- 
ing Program made its first bond payments 
to Rambler buyers. Yes, 34,324 U.S. Gov- 
ernment Savings Bonds have been sent 
to buyers who took delivery of a new Ram- 
bler or Metropolitan during December, 
1960. These buyers are also in a position to 
receive additional bonds as sales reach even 
higher accumulative levels during January, 
February and March. And so, too, are all 
future buyers who take delivery during 
this period. 

For Rambler Dealers, the Customer Prog- 
ress Sharing Program is bringing new 
opportunities for increased sales and profits 
because now, even more than before, 
Rambler owners are the Rambler Dealers’ 
most enthusiastic and best salesmen. 














Wouldn’t You Like To Be A Rambler Dealer And Share In Rambler Progress? 


IMPORTANT—GET ALL THE FACTS ON Tid Pit BULLS 
Mail The Inserted Air Mail Postcard Today! 
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Coming 
Events 


%& Eprror’s Norz: To facilitate 
recognition, new items in this 
column will be starred and will 
appear in boldface type the first 
time they are used. 


Dealer Conventions 


Jan, 15-19—National Independent Auto- 
mobile Dealers Assn., Eden Roc Hotei, 
Miami. 

Jan. 28-Feb, | — National Automobile 
Dealers Assn., San Francisco, 

March 13-14—Louisiana Automobile Deal- 
ers Assn., Roosevelt Hotel, New Or- 
leans. 

March 23-24—Nebraska New Car Dealers 
Assn., Sheraton-Fontenelle Hotel, Omaha. 

%& March 26-28—lowa Automobile Dealers 
Assn., Hotel Fort Des Moines, Des 
Moines. 

March 26-28—Automobile Dealers Associ- 
ation of Alabama, Biloxi. 

May 11-13—Pennsylvania Automotive Assn., 
Pittsburgh Hilton, Pittsburgh. 

May 14-16—Georgia Automobile Dealers 
Assn., General Oglethorpe Hotel, Sa- 
vannah, 

May 1416—|daho Automobile Dealers 
Assn., Idaho Falls. 

May 14-15—Kentucky Automobile Dealers 
Assn., Sheraton Hotel, Louisville. 

May 21-23— Oregon Automobile Dealers 
Assn., Eugene Hotel, Eugene. 

June 16-18—Michigan Automobile Dealers 
Assn., Detroit. 

April 20-21 — Illinois Automotive Trade 
Assn., Chase-Park Plaza Hotels, St. Louis. 

April 23-25—Arizona Automobile Dealers 
Assn., Pioneer Hotel, Tucson. 

April 23-25 — Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Richmond. 

April 30-May 2—North Carolina Automo- 
bile Dealers Convention, Carolina Hotel, 
Pinehurst. 

June 2-3—New Mexico Automotive Dealers 
Assn., La Fonda Hotel, Santa Fe. 

Dec. 4—Utah Automobile Dealers Assn., 
Hotel Utah, Salt Lake City. 


* a * 
Auto Shows 


Jan. 11-22—Brussels Auto Show, Brussels, 
Belgium. 

Jan. 14-21—Syracuse Auto Show, Syracuse 
War Memorial, Syracuse. 

Jan. 14-22—Toledo Auto Show, Sports 
Arena and Exhibit Hall, Toledo. 

Jan, .1422— Columbus Auto Show, Ohio 
State Fairgrounds, Columbus, O. 

Jan, 25-29—Fort Wayne Auto Show, Me- 
morial Coliseum, Fort Wayne, Ind. 
Jan. 26-29—Birmingham Auto Show, Munic- 

ipal Auditorium, Birmingham, Ala. 


"I'll play the salesman and Hanson will play the hard- 


to-manage customer." 


Letterbox 


Brickbat Dept. .<2.64 


This is an open forum for the discussion of any subject of interest to our 
readers, and your letters are welcomed. No attention is given to unsigned 
letters but you may sign your name with the assurance that it will not be 
used if you so request, Address Editor, Automotive News, Detroit 7, Mich. 


And Another Thing .. . 


For the past two years I have 
been a subscriber to your maga- 
zine. Prior to this time I worked 
for a new-car dealership and read 
your magazine for five years. Dur- 
ing this time I enjoyed your timely 


father law” existing in Wisconsin 
since 1937. 

May I direct your attention to one 
small error on page 99 of your Dec. 
12 issue, which graphed the state 
curbs on dealer practices. In the 
first column headed “Failure to 





















keep established place of business,” 
you do not indicate Wisconsin as 
having a statute on this subject. 


Jan. 28-Feb. 4—Rochester Auto Show, War 

Memorial Exhibit Hall, Rochester, N. Y. 
Feb. 2-11—Amsterdam Auto Show, Am- 
sterdam, The Netherlands, 

Feb. 3-8—International Foreign & Sports 
Car Show, Dinner Key Auditorium, 
Miami. 

Feb. 18-26—53rd Chicago Auto Show, Chi- 


reports of all the news. 

Now I have noticed that the main 
thing you seem to be promoting 
is the foreign-car trade. I would| This oversight may be due in part 
suggest if this keeps up that you|to the fact that this law is not 
should try and sell your magazine | included in Chapter 218.01, which is 
generally regarded as our state li- 





Subscriptions: U. S. and Canada, one year $9, two years $16. 
Other countries: One year $13, two years $22. 
Copyright, 1961, Slocum Publishing Co., Inc. All rights reserved. 
Entered as second-class matter, Post Office, Detroit, under Act of March 3, 1879. 





AUTOMOTIVE AUTOMOTIVE NEWS PLATFORM cago Exposition Center, Chicago. to the foreigners. No thinking 
D m f a Fair eee cquitgble contracts between manufacturers and dealers in ete Coe ag vod = Au- | American car dealer will buy it. | censing law. We also have Chapter 
& A motor vehicies, parts and accessories; ' u ate rmory, e hi h d fi itel 0 id for 
A Hartford. Why did you discontinue the new- | 341.48 which definitely provides 
L 3 os nad gy saaled canes aS sf pe satee Mere Seat-Seneve Auto Show, Geneva, | car registration list? Keep it up/an established place of business. 
: rn _-¥.3. Guard the precepts of individual freedom, which made the U.S, A.| April |-9—Sth International Automobile |@d this is the last time that you; Again, may I say that your 
great and gave its citizens more of the better things of life than anywhere Show, New York Coliseum, N. Y. will get my subscription—Don J. analysis of this entire subject is 
NEWS else in the world. April 15-23 — Philadelphia International | ARMsTRONG, Armstrong Auto Sales, noteworthy and you have done 4 


Auto Show, Trade & Convention Center, Rapid City, Ss. D. service to all dealers and associa- 


Philadelphia. 
Nov. ii-18—Philadelphia Auto Show, Phila- Eprror’s Note: We haven’t dis- | tions.—Lovuis Mman, executive vice- 
. delphia. continued registration figures. |president, Wisconsin Automo- 
c a enging Year Deman Ss er 2 <2 The supplier has mechanized his | tive Trades Assn., Madison, Wis. 
General compilation equipment, with the ee ae 


result that we get the figures 


Jan. 28-Feb. 5—General Motors Motor- Dealer Enters New Field 












More Sales Effort 


are a tough business year is over, someone with a 
statistical bent will add up the number of contacts and 
find out that in spite of the greater challenge dealers faced, 
they made only a slightly greater effort to sell. 


So why not start a year ahead? Why not say right now 
that 1961 looks like a challenging year for auto dealers? 


ama, Pan Pacific Auditorium, Los An- 


geles. 

Jan, 30-Feb. 2— Automotive Accessories 
Manufacturers of America, New York 
Coliseum, New York, 

Feb. 13-i5—Annual Convention Automo- 
tive Service Industries Assn., Hotel Bilt- 
more, Los Angeles. 

%& Feb. 16-19 — International Automotive 
Service Industry Show, Los Angeles Me- 
morial Sports Arena, Los Angeles. 

March 13-16 — Annual Sprin Conference, 
National Truck Leasing stem, Boca 
Raton Hotel, Boca Raton, tia. 

March 20-: otor Vehicle Maintenance 
Conference, University of Washington, 


faster. This sometimes leaves us 
with no reports on which to base 
a “Top Cars.” But we do report 
all the figures—they are just not 
spread out into every issue. On 
imports—we reflect the interest of 
most of our readers in this field. 


Statutory Omission 


First of all, may I compliment 
you on the recent series of articles 


I have sold my car business— 
Monte Montijo Autos, 518 W. 
Main, Santa Maria, Calif—and have 
bought into a trailer manufacturing 
company. 

Incidentally, we build office units 
that are being used by car dealers 


pertaining to dealer licensing laws 
in various states and also the 
analysis of the Supreme Court de- 
cision which upheld the Tennessee 
licensing law, which, in large 


Seattle. 

April 12 — Tribute Luncheon, Cocoanut 
Grove, Ambassador Hotel, Los Angeles. 
Sponsored by Automotive Council of 
Los Angeles, Inc, 

April 13-15 — 43rd Anniversary National 


There has been an economic slide. Even with an early 
upturn, it may take months before buyers regain con- 
fidence. 












The contenders in the low-priced auto field have doubled 
within the last year or so. The war-time baby crop has 
grown up to college age. Are they in the auto market, or are 
they taking income their parents might have used for cars 
to go to college? 


So, let’s say that 1961 may well be one of the toughest 
years dealers have ever faced. 


But in spite of that, it may well be a year of opportunity. 
It will be a year in which dealers will have to reexamine 
their selling techniques. They will have to make more sales 
approaches, instead of fewer. 


They will have increased opportunities in service, and 
should gear their operation to make the most of this. 


The compacts have wrung a lot of price out of the used-car 
market the past year. This phase of the business, reduced to 
a lower plateau, may well be profitable in 1961. 


To the dealer alert to shifting trends, the year 1961 may 
be one of the best. 

















Truck, Trailer & Equipment Show, Great 
Western Exhibit Center, Los Angeles. 


The Big Stories 


35 Years Ago—1926 


measure, was based on the “grand- 


The National Automobile Chamber of Commerce voted to form 
the American Motor Rubber Corp., with an initial capital of $10 mil- 
lion. Plans called for the new corporation to produce rubker, deal in 
it as a commodity and manufacture tires and other rubber products. 
The NACC issued a call for stock subscription from 102 automobile 


20 Years Ago—1941 
Charles E. Wilson was elected president of General Motors Corp., 
succeeding William S. Knudsen who resigned to become head of the 
National Defense Advisory Committee. 


10 Years Ago—1951 
According to a national survey, the average dealer had a potential 
inventory of only 9.2 cars as of Jan. 1, 1951 . . . Automobile manu- 
facturers asked government officials for permission to raise 1951 car 
prices. The government indicated it might approve a formula that 


companies, 


would raise prices above pre-Korean War levels. 












out here.—Monte Montiso, general 
manager, Santa Fe Mobile Struc- 
tures, 11182 Penrose St., Sun Val- 
ley, Calif. 


Bo * * 


Cost Is No Object 
Nothing shows up the high cost 


of the compact cars as much as the 
following story: 


The prospective car buyer ¢€X- 


pressed surprise that the new, light 
cars were practically as expensive — 


as the standard models. The sales- 


man snapped: “If people want econ 


omy cars—they’ll have to pay for 
them.”—R. Biagpen, East Hamptom 
Conn. 
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And 9% had 


already bough 


the products 
advertised | 





In the April 1960 issue, United States Steel ran an insert — 
pocket size, four-color, with a two-color page facing. Title: 
Modern Fencing Methods. Contents: Fencing—problems, how 
to build, products. In the third week after issue, a readership 
check by National Field Service, a division of Alfred Politz 
Research, Inc., showed: 72% of the men readers interviewed 
recalled the advertisement; 37% intended to use 
the ideas in the insert; 9% said they had 
already bought the U.S. Steel products advertised 


—and 13% said they intended to! 


Good advertising still gets exceptional results in an exceptional 


medium, such as SUCCESSFUL FARMING. 
This magazine is no time filler or time 
killer, no entertainment item, but bread 
and butter business to its farm family 
subscribers. Every issue carries methods 
plans, case histories, actual instances 
that save work, time and money, increase 
production, help homemakers, add to 
family comfort and convenience. 

SF has been helping the country’s 
best farm families earn more, live better, 
for 58 years. It has earned an influence 
unmatched by any other medium. It is 
read, studied, believed. It sells—farm 
equipment, new houses and furnishings, 
modern kitchens and bathrooms and 
insurance and securities. It sells one of 
the world’s best class markets—with an 
estimated annual average cash farm 
income about 70% above the national 
average. With 1,300,000 circulation it 
covers a big market. 

If you have to sell more this year, 
get Successrut Farminc to help you 
sell. Any SF office can tell you more. 


SuccessFut Farminc ... Des Moines, New York, 
Chicago, Atlanta, Boston, Cleveland, Detroit, Los Angeles, 
Minneapolis, Philadelphia, St. Louis, San Francisco. 














ENJAY BUTYL RUBBER... 


Parts made of high performance Enjay Butyl rubber are to be found on every 
one of today’s U.S.-made cars! Over 100 applications .. . dozens of separate parts 


on some cars! 
Butyl was selected because of its many outstanding properties... 


Resists weathering, sunlight, ozone, moisture, mildew — in weather-stripping, 
seals, convertible tops and other parts. 

Deadens vibration and sound Smooths the ride — in tires, tubes, and drive-shaft 
insulators. Muzzles squeaks — in shims, sheet-metal seals and insulation. 
Absorbs shock Dynamically softer as well as shock absorbent — cushions bodies, 
bumpers, and motors. 








is used on all 1961 U.S. cars! 


Beats the heat Stands up in under-the-hood service — in radiator 
hose, firewall grommets, hood bumpers, and gaskets. 


Resists tear, flex, abrasion Checks deterioration—in cable bushings, 
accelerator bellows, pedal pads and gear-shift lever boots. 


Enjay Butyl rubber is second to none in good looks... it’s easy to 
color and finish smoothly. For more information contact-the nearest 
Enjay office. 


EXCITING NEW PRODUCTS THROUGH PETRO-CHEMISTRY 


ENJAY CHEMICAL COMPANY 


A DIVISION OF HUMBLE OIL & REFINING COMPANY 





Home Office: 15 West 51st Street 
New York 19, N. Y. 
Detroit Area Office: 
17360 West 8 Mile Road 
Southfield, Mich. 








AUTOMOTIVE NEWS, JANUARY 16, 1961 


tion to curb racial and religious 
discrimination in employment will 
be made in a number of states. 
New laws aimed at banning em- 
ployment discrimination because of 
age also will be proposed on a wide 
scale. 
Although liberalization and 
broadening of unemployment com- 


16 


Roundup from State Capitals... 
Legislation Affecting Auto Industry 






because of non-occupational disa- 
bility, such laws were enacted in 
1949 or earlier in California, New 
Jersey, New York and Rhode Is- 
land, but have since been rejected 
by other states. 

New and broadened laws will be 
widely sought in the field of state 















By Bethune Jones 


Legislative Correspondent 
ROPOSALS of direct and indirect concern to the automo- 
tive industry will be prominent among those considered 
by state legislatures convening this year in all states except 


Kentucky, 


month, 





Mississippi and 
Virginia, with most of the 
sessions getting underway this 






balance of the financing would 
come from the sale of revenue 
bonds, to be paid off from tolls. 


By financing badly needed inter- 


responsible motorist, lawmakers 
of many states will consider pro- 
Posals for outright compulsory 
liability insurance laws such as 
have been enacted thus far only 
in Massachusetts, New York and 

North Carolina. 

The North Carolina compulsory 
insurance law will expire next 
spring unless it is reenacted. Con- 
troversy over the issue is expected. 





pensation laws will continue, this 
trend will run into increasing op- 
position from employers in states 
where further benefit liberaliza- 
tions might lead to higher unem- 
ployment tax contributions. 

Bills proposing new cash sick- 
ness or temporary disability laws 
are likely to run into continued 
Strong and effective opposition 
from private insurance interests 
and others. 


regulation of wages and hours in 
areas of employment not covered 
by federal law. Also, state mini- 
mum wage levels will be revised 
further upward through adminis- 
trative action under existing laws. 

A continued trend toward higher 
benefits and other liberalizations is 
expected in workmen’s compensa- 
tion laws, Other legislative pro- 
posals will seek improved adminis- 
tration of such programs, Increased 


PRovivine cash benefits to 
wage earners unable to work 


legislative attention also will be 
given measures aimed at promot- 
ing employment safety. 


There also will be continued con- 
troversy in Massachusetts over 
whether compulsory insurance 
should be repealed or modified, 
while changes in the New York 
law will be sought. 

Proposals which will be given 
legislative attention in many 
States as alternatives to compul- 
sory insurance include measures 
calling for the creation of state 
funds for payment of unsatisfied 
claims arising out of highway ac- 










search for new 
revenue sources 
once again will 
be the most out- 
standing general 
issue confronting 
t h e lawmakers. 
While many 
states will be 
able to continue 
operating on 
present revenues 
and there will be 


state highway projects in this man- 
ner, Funk said, a large portion of 
federal highway funds would be 
freed for road construction in 
other areas where toll roads would 
not be feasible. 

In the field of legislation affect- 
ing marketing, many states will act 
on proposals for new and tighter 
regulation of installment selling 
and financing of automobiles and 
other commodities, as well as reg- 
ulation of revolving charge ac- 














A stepped-up 





Wilthie Views... 


Buick’s Head Man 





a@ post with AC Spark Plug Divi- 


By DAVID J, WILKIE 
sion as a student engineer. He 


WHEN General Motors needed a 








Bethune Jones 


level of state taxes appears virtual- 


ly certain to continue upward — 
as it has ever since the end of 


World War II. 

Pressure continues to mount 
for expansion of state expendi- 
tures for public works and other 
governmental facilities and serv- 
ices, with the accompanying 
prospect of higher taxes and bor- 
rowing. 

In contrast, there is little evi- 
dence of any widespread organized 
demand for governmental re- 
trenchment or “hold-the-line” 
movements that might effectively 
stem the factors leading to new 
and higher state levies, 

New, increased and broadened 
general and selective sales taxes 
will be widely proposed, as will 
measures seeking additional tax 
funds from individual and corpo- 
rate income. A wide variety of 
other types of revenue-raising 
measures also may be expected. 

In most instances where tax re- 
ductions are advocated, they will 
be offered as part of tax revision 
programs aimed at a more equit- 
able distribution of the tax burden 
to make tax structures more at- 
tractive to new industry. 

* - 7 

r. ADDITION to state pressures 

for more revenue, cities, coun- 
ties and other political subdivisions 
will intensify their efforts to obtain 
larger shares of state-collected 
taxes and to gain broader local 
taxing powers to ease the over- 
loaded burden on property taxpay- 
ers. 

A continuing trend toward high- 
er state gasoline and other high- 
way-user taxes, together with new 
or broadened bond issuance, is in 
prospect to meet the demand for 
expanded highway modernization 
programs. 

If the federal government 
should make more highway build- 
ing aid funds available, many 
states will need new revenue 
sources to meet their shares of 
such a program. On the other 
hand, if recent cutbacks in fed- 
eral aid are continued, there will 
be intensified pressure for more 
state funds to fill the gap, 

In other words, the need for new 
highways and modernization of ex- 
isting highway systems is so great 
that additional state funds will be 
sought for this purpose irrespective 
of what action is taken at the fed- 
eral level. 

Compounding the problem is the 
fact that counties and cities 
throughout the nation are clamor- 
ing for more state financial help in 
meeting local road and street 
needs. 

To what extent toll highway fi- 
nancing proposals may be revived 
will depend in large measure on 
the outcome of Congressional ac- 
tion on a plan under which federal 
funds would be used to help fi- 
nance toll road construction, 

* * * 


Seeks Toll Road Aid 

SucH a plan has been suggested 
by John B. Funk, chairman of 

the Maryland State Roads Com- 

mission, who proposed that 25 per- 

cent of toll road costs be directly 

underwritten by.~federal aid, The 





a few isolated in- 
stances of tax re- 
ductions, the overall trend in the 










counts, revolving credit bank plans, 
small loans, and credit life and ac- 
cident and health insurance, 

An incipient trend of recent 
years toward the creation of new 
state agencies or officials charg- 
ed with protection of consumer 
interests is likely to spread, 
There also will be proposals for 

additional legislation to curb so- 
called “bait” advertising and other 
deceptive trade practices, The 
Sunday sales -controversy also will 
be raised in many states. 

Where resale pricing legislation 
is raised as an issue, emphasis 
probably will be on new and re- 
vised proposals aimed at curbing 
sales below cost for “loss leader” 
purposes. 

The use of trading stamps as a 
merchandising device will again be 
the target of a flood of bills in 
many states, with such measures 
in some instances calling for out- 
right outlawing of the stamps and 
in others proposing taxes, license 
fees and other restrictions intended 
to make their use unprofitable. 

Legislation designed to promote 
highway safety through new re- 
strictions on both vehicles and 
drivers will be given increased at- 
tention. 

” * * 

NEW and more stringent com- 

pulsory motor vehicle inspec- 
tion programs will be sought in 
many states. As in past years, there 
will also be a flood of bills relating 
to the regulation of individual 
items of equipment such as brake 
fluid, directional lights, safety 
belts, exhausts and others. 

Widespread consideration will be 
given to bills seeking to curb 
drunken driving through more 
stringent penalties and “implied 
consent” chemical test laws; larger 
state highway patrols; traffic court 
modernization; improved driver 
licensing laws; new and strength- 
ened point systems for enforcing 
traffic laws; driver re-examination 
programs, and other bills seeking 
more effective traffic law enforce- 
ment. 

In attacking the problem of 
the uninsured and financially ir- 





Lawless Adds Pontiac— 


Ed Lawless, seated, president, Lawless 
Cadillac-Pontiac, Worcester, Mass., signs 
Pontiac franchise agreement as Parker J. 
McHale, Pontiac Boston district manager, 
looks on. Lawless purchased the Cadillac 
dealership in 1959, and acquired the Pon- 
tiac franchise in December, 1960. He is a 
former Buick dealer in Ferndale, Mich. 





cidents; provision for impound- 
ment of accident-involved vehicles 
of financially irresponsible drivers; 
more stringent responsibility laws, 
providing for suspension of driving 
privileges and vehicle registrations 
of accident-involved financially ir- 
responsible motorists, and require- 
ments that insurance firms include 
in liability policies protection 
against injury and damage caused 
by uninsured motorists. 

“ * * 


Transit Problems 


| gy agpie—ae confronting financi- 
ally ailing mass transportation 
systems and urban bus companies 
will be raised as a legislative issue 
on a wide scale. 

Proposed solutions will include 
such measures as tax relief at the 
state and local levels for such 
firms; enabling legislation to per- 
mit subsidies to public transporta- 
tion operators, and legislation to 
facilitate public acquisition and 
operation of transit systems or 
public acquisition for lease’ to pri- 
vate operators, 

With respect to labor legisla- 
tion, one of the major goals of 
organized labor during current- 
year legislative sessions will be 
to obtain the enactment of new 
laws to prohibit the employment 
of “professional strikebreakers” 
and to prohibit recruiting of any 
replacement workers by a third 
party during labor disputes, 

Organized labor also will make 
a particularly heavy drive in In- 
diana and Utah for the repeal of 
“right to work” laws, prohibiting 
the union shop and other forms of 
union security contracts. 

In Indiana, incoming Gov. Welsh 
has promised to seek the repeal of 
the “right to work” law. In Utah, 
Gov. Clyde, who was reelected, is 
a supporter of such a law, but 
labor forces believe they have a 
chance to obtain its repeal because 
of changes made in the recent elec- 
tion in the control of the state 
legislature. 

* * 


ROPOSALS also will be made 

for the repeal of such laws in 
a number of other states in which 
they already exist and efforts will 
be made by their advocates for the 
enactment of such measures in ad- 
ditional states. No widespread new 
trend is expected to develop, how- 


>| ever, and the issue will probably 
_ | attract considerably less attention | | 
||than in previous years of heavy|« 


state legislative activity. 

Bills will be considered in a num- 
ber of states for the creation of 
new and stronger labor relations 
boards to hear cases of alleged un- 


fair labor practices and to deter-| © 


mine collective bargaining repre- 
sentation in instances where the 
National Labor Relations Board 
refuses to assume jurisdiction. 

As in past years, there will be 
proposals for new restrictions on 
picketing; requirements for se- 
cret ballots for strike authoriza- 
tions; requirements for uniong to 
issue detailed financial state- 
ments to members; bans against 
political contributions by labor 
unions; bans against collusive 
agreements between unions and 
employers, and regulations de- 
signed to assure responsible han- 

dling of union funds, 















new general manager for its Buick 
Division early in 1959, it selected 
@ man with a substantial back- 
ground of manufacturing and ad- 
} ministrative ex- 
perience, with a 
master’s degree 
in engineering. 

On the basis of 
Buick’s showing 
in a little more 
than a year and 
a half the selec- 
tion of Edward 
D. Rollert to di- 
rect its destinies 
Was a wise one. 
Edward D. Rollert But the 48-year- 
old Rollert doesn’t like to talk 
about his own achievements. “My 
philosophy,” he says, “is this: Get 
everybody into a sphere of influ- 
ence in which he can look around 
and see what needs to be done — 
and start doing it.” 

Actually, the six-foot, 200- 

pound Rollert has been looking 
around to learn what needs to be 
done and doing it himself for 
more years than his appearance 
suggests. 
His first full-time job was water 
boy to a construction crew build- 
ing a race track near his home. 
He tells about how approximately 
100 boys showed up for the job the 
day construction work started. 
Rollert got it because he was the 
only one to bring his own tools— 
a pail and a cup. . 


Joined AC First 

LATER WHEN the track, near 
Rollert’s birthplace of Crete, IIl., 
was completed, he sold programs 
and played in the band during the 
racing season, Graduating from 
Purdue in 1933, he did not find a 
suitable job so went back to school 
to take his master’s degree in en- 
gineering. 

Out of college in 1934, Rollert got 





Milestone Rambler— 


The first Canadian-built Rambler from 
American Motors (Canada), Ltd.'s new 
Brampton (Ont.) plant is surrounded by 
some of the men who helped turn it out. 
Presenting the keys to Earl K. Brownridge, 
left, executive vice-president, is Philip 
Punchard, general foreman. Full produc- 
tion of 32 cars a day is expected to be 
reached in March. American Motors will 
build the Rambler Classic Six in Canada 
this year. Other cars in the line will be 


New and more effective legisla-| imported from the United States. 





moved up steadily, In the ensuing 
decade he became successively, a 
metallurgist, chief process engi- 
neer, chief tool and die designer, 
master mechanic and assistant 
works manager. 

Then, in 1946, Rollert left AC to 
become manufacturing manager of 
the Elgin National Watch Co, “I . 
don’t know that I had a good rea- 
son for leaving GM,” he says, “but 
I wanted to try myself out and see 
if I had anything on the ball.” 

One of his mementos of a lit- 
tle more than a year with the 
watch company is a watch he as- 
sembled himself, 

Rollert returned to General Mo- 
tors in 1948 as administrative as- 
sistant to the general manager of 
New Departure. Two years later he 
was named assistant to the general 
manager of Buick-Oldsmobile-Pon- © 
tiac Assembly Division. His next 
assignment, in 1951, was plant 
manager of the B-O-P assembly 
plant in Kansas City. 

* * * 


Dual Producer 


THE Kansas City plant was 
GM’s first dual purpose plant; it 
produced both civilian goods and 
war materia] simultaneously. Dur- 
ing the Korean hostilities the plant 
turned out F-84-F fighter planes 
for the United States Air Force 
and civilian automobiles, Under 
Rollert’s direction the F-84-F con- 
tract was completed three months 
ahead of schedule. 

From Kansas City Rollert went 
to the Harrison Radiator Division 
of GM, which he headed from 1955 
until his promotion to the Buick 
general managership on May 1, 
1959. 

Rollert denies he is a slave to 
his job. Yet, in every post he has 
held, with GM and with Elgin 
Watch Co., he made it his busi- 
ness to learn everything he pos- 
sibly could about the task in 
hand and the goals of employer. 
Some of his associates tell you 
that “despite the fact he once 
worked for a watch company, 
when there is a job to be done 
he has no regard for the clock.” 

So it is that Rollert frequen 
will gather a group of top Bui 
executives together after a long 


s| working day and take a new model 


car on a long road test, or hold @ 
dinner meeting to discuss problems 
that accumulate in the normal 


course of events. 
* * - 


| | ‘Change of Pace’ 


THESE extra-hour activities, 
says Rollert, provide a “change of 
pace” from the desk work, dealer 
meetings and numerous other 
things that are part of his demand- 
ing job. 

The Buick general manager 
admits that until he came to 
Buick he had had little experi- 
ence in retail selling. “That’s why 
I have spent considerable time 
with dealers and with the Buick 
sales organization,” he said. 

He had members of the division 
sales organization with him on one 

of the long road trips of a new 
model in mid-1960. It was one of 
Buick’s new “Special” series cars. 

What does he get from the time 
spent with the division sales gtouP 
and the dealer body? 

“I pick up ideas,” he explains. 














CHEVROLET DEALERS HAVE JUST 
ROLLED UP THE BIGGEST CAR- 
SELLING YEAR IN HISTORY 


featuring 


AMERICA'S POPULAR PAIR 
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The best selling UW The “car of the year’ 


CHEVROLET & CORVAIR! 


Overwhelming acceptance of the new 1961 models can be proud of this achievement. It is not only a 
introduced last fall—together with the resounding healthy sign for the auto industry but for our entire 
success of the ’60 Chevrolets—has sent Chevrolet national economy. And, since sales of new 1961 
passenger car sales to an all-time yearly high. Zge=sap Chevrolets and Corvairs continue at record- 
More new Chevrolets and new Corvairs were : A breaking levels, it indicates unprecedented 
delivered to more people during the past year i m_ opportunity for Chevrolet dealers and salesmen 
than ever bought any make of car in a single [[cHevrozer in the year to come! .. . Chevrolet Division 
year before. Chevrolet dealers and salesmen of General Motors, Detroit 2, Michigan. 
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By Leo T. Parker 
Attorney-at-Law 
| igre month a higher court held 
that if the service manager of 
an auto dealer’s repair shop dam- 
ages an auto while acting outside 
the scope of his 
employment, the 
dealer is not li- 
able in damages 
to the auto own- 


er. 

In Win Del 
Ranches v. Arpin, 
350 Pac. (2d) 581, 
the testimony 
showed these 
facts: One Frank 
was the owner of 

Leo T. Parker a 1956 Mercedes- 
Benz, model 300 SL, auto, One day 
he took this car to Rolfe & Wood 
Co., auto dealer, for minor repairs. 
He spoke to both Arpin, the service 
manager, and Mr. Rolfe, president 
of Rolfe & Wood, stating that he 
wished to have the Mercedes re- 
paired, Although Rolfe had forbid- 
den Arpin to pick up cars, Arpin 
made arrangements to go to 
Frank’s home, 50 miles distant, and 
pick up the Mercedes, although 
Rolfe & Wood did not pick up cars 
beyond a five-mile radius of its 
service station except when they 
had to be towed in. 

Arpin arranged to take another 
of Rolfe & Wood’s employes and a 
Jaguar by driving it out to the 
Frank’s Ranch, where he would 
pick up the Mercedes and drive it 
back to the service station. While 
the two cars were being driven 
back to the service station, they 
came upon a curve. The Jaguar 
negotiated the curve but Arpin 
drove the Mercedes into a creek 
and onto some large boulders, 
thereby causing an extensive 
amount of damage. 

Suit was filed against Rolfe & 
Wood to recover the amount ex- 
pended in repairing the Mercedes. 

The higher court refused to hold 
Rolfe & Wood liable, saying: 

“There is sufficient evidence from 
which the jury could determine 
that Arpin was not acting within 
the scope and course of his em- 
ployment.” 





No Negligence Shown 
A WELL-ESTABLISHED point of 
law, not appreciated by a ma- 
jority of auto dealers, is: “An auto- 
mobile dealer is not liable in dam- 
ages for injuries to a customer 
while on the premises unless the 
testimony clearly shows that the 
injury was caused by negligence of 
the automobile dealer or his em- 
ploye.” So held a higher court in a 
decision rendered only a few weeks 
ago. 
In Greer v. B & M Service, 166 
N. E. (2d) 165, the testimony 
showed that one Greer took his 
auto into an auto dealer’s service 
station to have the carburetor 
adjusted, While the serviceman 
was making the adjustment, with 
the motor running, the auto 
lurched forward and ran over 
Greer who was standing in front 
of the car while the adjustments 
were being made, Greer sued the 
dealer for heavy damages. 

The higher court refused to 
award Greer any damages because 
he failed to prove that the service- 
man’s negligence caused the injury. 
The court explained that the mere 
proof that the serviceman was ad- 
justing the carburetor when the ve- 
hicle suddenly lurched forward fail- 
ed to prove that the serviceman 
was negligent, 

For comparison, see the higher 
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court case of Matt Skorey Co. v. 
Canino, 350 Pac. (2d) 1069, which 
wag rendered only last month, The 
facts in this case are that a man 
named Canino purchased a new 
auto from Matt Skorey Co. The sale 
contract included inspection, greas- 
ing and other services. 

One day Canino’s wife had trou- 


Goodyear Increases 


Airfoam Prices 

AKRON.—An increase in the 
price of Goodyear Airfoam for the 
furniture, upholstery and allied 
fields, effective Jan. 10, is announc- 
ed by D. K. Usher, foam products 
sales manager. 

Usher said pin core Airfoam will 
be increased 3 percent, while cer- 
tain other items in the line will 
show greater increases on an in- 
dividual basis. The new price struc- 
ture will not affect Airfoam slab or 
Pliofoam, the company’s polyure- 
thane cushioning material, Usher 


said, 















ble with the car and the duties | 


towed it to his garage for repair. 
The garage manager told Canino to 
return that night when the auto 
would be ready, and that a sales- 
man would admit him through the 
salesroom adjoining the service de- 


partment. 
* + * 


Goes to Dealership 
ese night Canino went to the 

dealer’s place of business. The 
Salesroom was brilliantly lighted 
and a salesman wags on duty. The 
salesman walked .through the door- 
way between the salesroom and the 
service department with Canino 
following him. He did not turn on 
the lights. There was a small light, 
neither bright nor dim, hanging in 
the nearby parts department. 

Canino looked down the lane 
and saw the rear of his auto 
which was among others in the 
shop. He said, “That is my car.” 
The salesman answered, “OK.” 
Canino, who had never been in 
the rear part of the service de- 
partment, walked to his car about 
50 feet away, while the salesman 
turned in the opposite direction 
to open the door for Canino’s 
exit, 

The car was resting on an un- 


MOPAR 
ANNOUNCES 
A COMPLETE 
REMANUFAGIURED 
PARTS 


(FOR ALL MAKES OF VEHICLES) 


This seal on a MoPar Approved Remanufac- 
tured Part means that the part has been: (1) 
remanufactured by a MoPar Approved Parts 


Remanufacturer; 


(2) remanufactured to exact- 


ing specifications furnished by MoPar. 









protected open alignment pit in a 
dark corner. Canino did mot see 
the pit and as he walked from the 
rear of his auto to the left, or 
driver’s side to enter the vehicle. 
he fell into the pit and suffered 
serious injury to his left and lower 
extremity. 

In subsequent litigation, the high- 
er court decided that Canino’s in- 
juries resulted from negligence of 
the auto dealer and his employe 
and awarded Canino $12,500 dam- 
ages, This court said: 

“The plaintiff (Canino) wag not 
wandering around in a place where 
he had no right to be, He had made 
advance arrangements with defend- 
ant (dealer) to obtain his repaired 
automobile at the latter’s establish- 
ment. He had never been in the 
rear portion of the service depart- 
ment and did not know that the 
alignment pit was there. 

“The defendant (dealer) after 
making arrangements with plain- 


é, 










Newspaperman Honored— 


The New Car Dealers of St. Joseph 
County (Ind.) presented a plaque to Earl 
tiff (Canino) to pick up hig auto-| Shirk, left, classified automobile advertis- 
mobile at night was negligent in| ing representative for South Bend Tribune 
leaving it in a dangerous position,|for the past 34 years, in recognition of 
permitting plaintiff (Canino) to/his services to the automobile industry. 
walk to the vehicle without turning | Shirk plans to retire in February. Harold 
on the lights of the service depart-| Medow, a past president of the dealer or- 
ment, and in not warning plaintiff | ganization, makes the presentation, the 
of the dangers of the alignment| first tribute accorded a newspaper repre- 
pit.” sentative by the organization. 
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| TURNINGS ... 


| Horizons Unlimited 
For Auto Research 


By Joseph M. Callahan 
Engineering Editor 


Eprror’s Note: This is the last 


of @ four-part series on research 
in the auto industry. 
* * +. 

ES . . and potential 

rewards for research in the 

auto indust 

cording to 


are tremendous, ac- 
eorge Huebner jr., 
chief research 
engineer for 
Chrysler Corp. 
“Look what’s 
going to happen 
in the next 15 
years,” he ex- 
horts, referring 
to the scientific 
breakthroughs 
that are coming 
at an ever faster 
rate and to the 
population 


growth that’s expected in this 
country and the world, 

By the year 2000, he said, the 
United States population will be 
double what it is now, offering 
great opportunities for this in- 
dustry to provide transportation 
for these masses. 

Commenting on one of his tough- 
est problems as a research execu- 
tive, Huebner said, “It’s a question 
of which of the many important 
and economically feasible ideas we 
are going to work on. There's 
plenty of ideas; what we need in 
research igs more people and 
money.” 

ok * * 
E ASSERTED that because in- 
dustry is and will continue to 
be competing with the government 
for scientists, it’s vitally important 
that private companies establish a 


sure scientists continuity of their 
work, regardless of the ups and 
downs of sales. 

In talking about the future op- 
portunities of the auto industry, 
the visionary Huebner gives one 
the impression that he sees some 
other type of personal vehicle, pos- 
sibly some kind of an air car, sup- 
planting the automobile, 

“Personal transportation is our 
business,” he said. 


capabilities 

in the field of personal transpor- 
tation. We want to help people 
advance over the’ earth in a di- 


rection they choose, as simply, 
comfortably and saf » &s pos- 
sible.” 


Huebner and almost every other 
automotive research executive has 
a favorite moth-eaten saying — 
“You have to watch out for the 
electric shaver, too”’—a reference 
to the millions of dollars spent on 
improving the safety and straight 
razors, only to be overtaken by a 
completely new concept of shaving. 

Talking about research in the 
auto industry, he said one of the 
chief advantages that it offers a 
scientist is that the annual model 
changes provides an ample oppor- 
tunity for the introduction of in- 


guaranteed budget that would as-| novations, He added that the model 








Turbine Tester— 


An engineer at Chrysler Corp.'s research 
laboratories watches a console during a 
“burner test’ in connection with gas tur- 
bine engine research. 

Se -'@ 
changes also give the scientist or 
research engineer an inducement 
to get his developments out quick- 
er. 

* ¢* ® 


Public Resistance 
ARADOXICALLY, he said that 
one of the problems for the 

scientist is that the public resists 

change to a certain extent, al- 
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automatic transmissions 
fuel pumps 
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line— 
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voltage regulators 
carburetors 
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oil pumps 
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torque convertors 
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though change has been more ac- 
ceptable in the last 40 years. Hueb- 
ner agreed that much of the tech- 
nological progress in this country 
was due to the average American’s 
willingness to try something new. 

Asked about his favorite re- 
search project, the gas turbine, 
Huebner said: 

“It looks terrific. The more we 
see of it the better it looks, Our 
preliminary guess was that it 
would compete with the reciprocat- 
ing engine in efficiency and fuel 
consumption, but that it would be 
more expensive. 

“Now, it also looks like the 
turbine will be competitive cost- 
wise with the current engine, on 

the same volume, Later, the tur- 
bine should be cheaper, after the 
‘blood, sweat and tears’ of more 
complete development has oc- 
curred.” 


Among the most promising re- 
Search areas at the Chrysler Lab- 
oratories is the work being done 
on optics—how well the driver sees 
out of his car. Big things might be 
coming here in the next six to 24 
months. 

+ * ok 

| THE Chrysler physics depart- 

ment a large portion of the ef- 
fort is being focused on thermo- 
electric power and thermoelectric 
cooling. This is a two-way scientific 
field in which electricity, heat or 
coldness can be produced by sub- 
jecting two dissimilar metals to 
heat or electricity. 

When heat is applied to these 
metals, electricity is produced. 
When electricity is applied, heat or 
coolness can be produced, 


Thermoelectricity is also being 


Pointing up the significance of 
metallurgy was a company memo- 
randum which noted: 

“Our cars are about 92 percent 
metal, of which steel constitutes 
67 percent by weight. In 1955 we 
made over 1% million vehicles 
which would correspond to a 
weight of about 1.8 million tons of 
steel in finished parts. 

* * + 


Brings Big Savings 
# IS not difficult to see that a 
saving of 1/10 cent per pound 
of steel on this annual production 
could result in saving $3.6 million. 
By applying the principles of hard- 
enability, which was developed by 
research and in which Chrysler 
Research is recognized as a world 
leader, savings of much more than 
1/10 cent per pound have been ac- 
complished. Although this cannot 
be applied to all the steel we buy, 
it still has resulted in very large 
sa’ , 

A couple of years ago a human 
engineering section was added to 
the basic science effort. Huebner 
said that this was an effort to 
evaluate the product from the 
standpoint of the human being by 
putting numbers or values on his 
likes and 


equipment 
with fuel cells, an area of rising 
interest in the past couple of 


years, 

Huebner said that his group is 
getting increasing use out of the 
company’s automatic computers 
and that better equipment is be- 
coming available all the time, 

* * a 


A™ THIS point, Dr. Clayton 
Lewis, chief engineer of Chrys- 
ler’s basic science. laboratories, 
ruefully commented: 

“I once spent two years on @ 
desk computer, acquiring some 
very detailed data. Now this same 
information can be acquired from 
an automatic computer in 1% 
hours,” 

Summing up Chrysler’s research 
objectives, Huebner said it seeks 
to find answers to two main tech- 
nical questions—how materials be- 
have and how energy can be con- 
verted from one state to another. 
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Service Management 


Huge Turnout Indicated 
For 61 NADA Exhibit 


Fh wen ae registrations for the 
National Automobile Dealers 
Assn. convention and exhibition in 
San Francisco Jan. 28-Feb. 3 indi- 
cate one of the largest attendances 
ever, and might well even surpass 
the turnout for the last convention 
in Washington. 

Normally, a dealer convention 
on the West Coast, so far from 
the heart of mass dealer popula- 
tion, isn’t expected to draw as 
many dealers as conventions 
closer to the center of the nation, 





Plymouth Dealers Assn. of 

the Los Angeles region is doing 

a mighty good job of following 

through on its “Trouble Shooting” 

contest and its dealers’ service de- 
partment needs. 

The group’s latest service to the 
dealers in its “area of influence” 
is to finalize an arrangement with 
the Los Angeles Trade-Technical 
College to make available trained 
graduate automotive mechanics. 

These graduates will have con- 
cluded 1,500 hours of actual me- 
chanical training in the Auto 
Shop Division of the college. 
Their training during the two- 
year course is of a general na- 
ture, which covers all phases of 
automotive servicing. 

Only the top men of each gradu- 
ating class will be selected by the 
instruction staff of the college to 
be made available to Plymouth 
dealers under this plan. Immedi- 
ately prior to graduation, the 
names of these top technicians, 
based on their skill and degree of 
learning, their aptitude and favor- 
able employment characteristics 
will be recommended. 

Lew Jabro, secretary-manager of 
the Plymouth Dealers Assn., has 
sent out a postcard to every Plym- 
outh dealer in the area asking 
what type of mechanic they have 
need for. This will give them the 
necessary locations to which each 
graduating pool can be distributed. 

The dealer then can decide if 
he wants any of the graduates 
“as is,” or whether he would like 
to have the graduate take a spe- 
cialized course in the Chrysler 
Training Center before taking him 
on. Or if the dealer wishes, the 
graduate can take this specialized 
instruction at the center after he 
is employed by the dealer. 

* * * 


It’s a Healthy Sign 


vos program looks very en- 
couraging to me from two 
angles, both vital to dealer welfare. 
First, it indicates that the dealers 
at the top in this association rea- 


- lize that much of the dealer’s situa- 


tion today is a direct result of not 


A Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 





but the convention held in San 
Francisco in 1957 drew 10,231. Last 
year at Washington the attend- 
ance was 11,227. 

All convention sessions will be 
held at the San Francisco Civic 
Auditorium and the exhibition, in- 
cluding both factory consultation 


areas, will be located in Brooks 
Hall, which is connected with the 


auditorium. 


of a panel presentation, with three 
service experts handling the sub- 
ject: “A Formula for Profit Through 
Service.” 

Moderating the panel will be 
Vern Richards, general manager of 
Val Strough Chevrolet Co., who 
started as a mechanic’s helper. In 
addition, he has operated his own 
independent service shop and been 
the service manager of dealerships. 
























He will be joined by Larry Swim, 
general service and parts manager 
for Korick Buick, Erb Motors 
(Plymouth) and Carmichael Stude- 
baker, Sacramento, Calif., and Jack 
Sullivan, service manager and vice- 
president of Oakmont Motors, Oak- 
land, Calif. 


For the first time since the fac- 
tory service and used-car consulta- 
tion areas have become a part of 
the convention activity, both will 
be held on the exhibition floor. This 
has been made possible because of 
the more than 80,000 square feet 
available in the new Brooks Hall 
exhibition building. 

Even though both consultation 
areas, manned by factory depart- 
ment heads and experts have had 
a good play from visiting dealers 
in the past, it is expected that be- 
cause of the greater interest in the 
past year in both service and used- 
car merchandising, these areas will 
draw an even bigger attendance this 
year. 

* 


* * 
HIS also will be attributable in 
some measure to the fact that 
both areas are located on the same 
exhibition floor as the display of 
tools, equipment and promotional 
services, which will occupy every 


+ * * 


Compacts to Be Topic 


ANOTHER program scheduled for 
Sunday afternoon (Jan. 29), 
“The Impact of Compacts on Deal- 
ership Profits,” also may be of in- 
terest to many service-minded deal- 
ers and their service managers. 
Among service experts from the 
various factories who will be in 
their factory’s consultation areas 
throughout the convention will 


Layout for the NADA Show— 


: bottom are the service-consultation areas. 

AMERICAN Morors: C. M. Tilling- 
hast, general service manager; F’. H. 
Brodek, technical service manager; 
J. S. Krider, general parts and ac- 







Ford Hails Trend... 


available foot of display space. 
Only one afternoon session will 
be devoted this year to service 
and service merchandising. It will 
be held Saturday afternoon (Jan. 
28) in the Civic Auditorium. 
This session will take the form 





Joplin Dealers Sponsor 


Scout Repair Class 

JOPLIN, Mo. — Joplin new-car 
dealers are sponsoring a group of 
Explorer Scouts who are inter- 
ested in auto mechanics, accord- 
ing to George Booth (Buick), 
president. The decision was made 
at a recent meeting and it is ex- 
pected that expansion of the idea 
will help in reducing the short- 
age of good mechanics. 

The group consists of 15 boys 
and it meets every two weeks in 
a warehouse. The dealers will al- 
ternately furnish a trained me- 
chanic to attend each meeting, 
and some dealers will also attend. 
Dealers will supply surplus parts, 
blocks, engines and other equip- 
ment, The boys will work on their 
own cars only. 





cessories manager; K. E. Kuel, 
quality engineer; R. L. Martinson, 
regional parts and service manager, 
and R. F. Deiler, parts and service 
manager, San Francisco zone, 
Curyster Corp.: P. S. Hopkins, 
corporation director of service de- 
velopment and training; H. A. 
Schweppe, assistant to Hopkins; 
Dopce Division: W. M. Spencer, 
Dodge service director; R. H. Kline, 
manager of field operations; W. M. 
Warmack and P. H. Baker, regional 
service managers; J. Nunes, Dodge 
truck service representative, 
PiymoutH Division: G. J. Cutler, 
Plymouth service director. 
E. A. Wilson, Western field serv- 
ice operations manager; R. L. 
Packer, regional service manager; 
R.-E. McDaniels, Plymouth region- 
al manager; MoPar Division: T. E. 
Waterfall, MoPar director; S. J. 
Wall, MoPar sales manager; L. W. 
Piot, assistant sales manager; H. D. 
Costello, parts, service and exchange 
manager, C. A. Crain, area sales 
manager; E. K. Sipling, Simca parts 
and service representative. 
Forp Moror Co.: Carl Doman, Ford 


Division general service manager; 
(Continued on Page 24, Col, 1) 


Service Upturn Reported 
In Metropolitan Areas 


SOME surveys and reports from 
the field indicate a slight de- 
cline in dealer customer labor sales 
during the three months since new- 
car announcement. However, a 
check of dealer repair orders from 
200 dealers in nine metropolitan 
centers indicates an upturn. 

In the case of these 200 repre- 
sentative dealers, repair orders 
written held up all through the last 
six months. The normal seasonal 
drop-off occurred only in Decem- 
ber, when it is customary for the 
owner to conserve his Christmas 


keeping his profit income from cus- | SPending money unless bad weath- 


tomer labor and parts in line with 


the growth of car population in the | 


area and with his increased sales 


activity. 
Second, 


(Continued on Page 25, Col. 1) 


there is an indication 


| er or some other drastic happening 


forces him to have some work 
| done on his car. 

The report from the John E. 
Wolf Co. indicates two important 
factors in this year’s service sales 


by franchised dealers. The first 
is that November sales by the 
dealers checked were the high- 
est of any of the six months 
since June, with the one excep- 
tion of August, which topped any 
month for the year. 

The second factor is the basis for 
a belief that dealers who make an 
effort to get as much service busi- 
ness as they can on a continuing 
promotional basis have not been 
hurt in their customer labor and 
parts sales as much as those deal- 
ers who fail to give their service 
departments the same “push” they 
give their new-car and used-ve- 
hicle departments. 

The repair orders written by the 
200 dealers totalled 80,651 in June, 
92,375 in July, 101,844 in August, 

(Continued on Page 38, Col, 1) 














































AYT™= 20 years in the business, 
Ford Motor Co.’s authorized 
reconditioners are said to have be- 
come the largest distributors of re- 
conditioned engines and small 
parts in the country. 

A spokesman for Ford Division 
views with optimism continued in- 
dustry sales of remanufactured 
engines, assemblies and small 
parts, Reason for this, according 
to William G. Liebig, supervisor -of 
reconditioning, parts and service 
marketing, is the growing .num- 
bers of high mileage fleet accounts. 

The reconditioning story began 
in 1911 when Ford Motor Co. 
began reconditioning connecting 
rods and magnetos for the Model 
T. In 1932, the company com- 
menced rebuilding engines, along 
with selected. small parts at the 
Rouge plant, servicing all deal- 
ers. 

In 1940, Ford established a sys- 
tem of authorized reconditioners. 
Today there are 30 niembers; three 
are exclusive engine rebuilders, five 
exclusively remanufacture small 
parts, and the remaining 22 recon- 
dition both engines and small parts 
in addition to Fordomatic trans- 
missions. 
ag * * 

GAA. parts that are recondi- 
tioned include automatic trans- 
missions, starters, generators, ar- 
matures, carburetors, ‘fuel pumps, 
distributors,» voltage regulators, 
water and oil pumps, cylinder 
heads, brake shoes, brake boosters 
and power steering. 
Only reconditioned Ford engines 
and small parts are sold under the 
red, yellow and blue decal of the 
authorized reconditioner, who war- 
rants them against defects in 
workmanship and materials for 90 


NEW PRODUCTS 
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This is the layout of Brooks Hall in San Francisco, where the NADA equipment 
exhibition will be held 8:45 a.m. to 5:30 p.m. Jan. 28-31. In the center are the exhibi- 
tion booths. At the top are the used-car consultation areas of the various makers. At the 


Reconditioning Booms 


days or 4,000 miles, whichever 
comes first, the same national war- 
ranty as new service engines and 
small parts. 

Adjustments are made at the 
local level by any of 6,300 Ford 
dealers. Ford reconditioners also 
offer a full line of competitive- 
make engines. 

Ford believes it has the ideal dis- 
tribution setup. Its reconditioners 
sell engines and small parts direct 
to authorized Ford dealers for 
merchandising to the retail, fleet 
and wholesale. customer, enabling 
Ford dealers’ customers to buy 
reconditioned engines and parts at 
lowest cost, officials state. — 

* oa ok 

UALITY of authorized Ford re- 

conditioned engines and small 
parts is reviewed at frequent in- 
tervals. Samples are selected at 
random from production lines by 
Ford field sales personnel. These 
are sent to Dearborn for disassem- 
bly by qualified engineering per- 
sonnel whose laboratory tests 
measure conformity against new- 
engine standards in such areas as: 

Crank and cam grinding toler- 
ances, cylinder reboring, valve 
clearances, bearing alignment and 
connecting rod tolerances. 

Another item Ford engineers 
check is to verify that genuine 
Ford Motor Co. parts are used 
in rebuilding. Each engine is 
checked out to insure that horse- 
power, displacement and com- 
pression ratios meet the same 
standards as when the assembly 
was new. 

“Ford Motor Co.’s principal ob- 
jective, working through its au- 
thorized reconditioners, is t0 
provide low cost, economical-func- 
tioning assemblies for high mileage 
users,” says Liebig. “This will help 
assure continued growth in a busi- — 
ness which was founded on product ~ 
quality backed by a reliable Wat 
ranty.” th 
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At Big Show Next Month... 


ASI to Salute West 





HE International Automotive 

Service Industry Assn. parts 
and equipment show, to be held 
in the Los Angeles Memorial 
Sports Arena Feb. 16-19 is already 
being hailed as the West’s largest 
aftermarket show. This year’s show 
will be held under the auspices of 
the Pacific Automotive Show. 

And for the first time since 
the merger of MEWA and NSPA 
as the Automotive Service Indus- 
tries Assn., this association and 
the Motor and Equipment Manu- 
facturers Assn. will hold their 
meetings in the west. 

Activities leading up to the show 
will start with the Automotive 
Booster Club International conven- 
tion at the Hotel Statler, Feb. 13- 
14. On the 13th, ASIA will also 
hold a warehouse distributors 
breakfast, a luncheon for past 
presidents, a reception and a din- 
ner for parts rebuilder members. 

MEMA will hold its annual ban- 
quet on Feb, 14, The Affiliated Au- 
tomotive Representatives will 
hold their meetings in the Biltmore 
Hotel on Feb. 12-13 and their an- 
nual breakfast the morning of Feb. 
15 in the same hotel. 

* * Ba 


Banquet for Boosters 


7 oe Booster Kick-Off Banquet, 
sponsored by the Southern 
California Automotive Booster Club 
No. 20, will be held in the Beverly 
Hilton Hotel in Beverly Hills the 
evening of Feb. 15. 

The show, said to be the largest 
booth show in the world, is a man- 
ufacturer - through-wholesaler-to- 
retailer event that draws top serv- 
ice personnel from all over the 
world. 

More than 1,100 booths will 
exhibit the newest in automo- 
tive replacement parts, acces- 
sories, tools, shop equipment, 
supplies and merchandising ma- 
terial for the retail trade. Spon- 
soring wholesalers from the 13 
Western States, Western Canada 
and Mexico will be hosts, 

These sponsoring wholesalers, 
exhibiting manufacturers, members 
of the two trade associations, guest 
wholesalers from other areas, for- 
eign visitors and special guests 
will be in attendance on the first 
day of the show, Feb, 16 and on 
Feb. 17 until 6 p.m, At that hour, 
the exhibition will be opened to 
thousands of retail service trades 
personnel in the Los Angeles and 
West Coast area. The show will 
remain open until 4 p.m. on Sun- 
day, Feb. 19, 
ok * * 


S usual, the ASIA will hold its 

annual convention with the 
first session starting at 9 a.m. 
Tuesday, Feb. 14, in the Biltmore 
Hotel Theater with Los Angeles 
Mayor Norris Poulson giving the 
welcome. 

Walter B. Cooper, first vice- 
president of the National Auto- 
mobile Dealers Assn. and a fran- 
chised dealer from Fort Collins, 
Colo., will be the featured speaker 
at the second convention lunch- 
eon at 12:15 p.m., Feb, 15, in the 
Biltmore Bowl. 

Other speakers on the “Design 
for Dividends” program for the 
ASIA convention include: 

_ “Your Convention Program,” Wil- 
liam J, Barron sr., president, Bar- 
ron Motor Supply, Cedar Rapids, 
Ia., and chairman, convention pro- 
gram committee; “The Patific Au- 
tomotive Show presents the 1961 
I.A.S.I. Show,” J. K. Wilkinson, 
Pomona Motor Parts, Calif., and 
president of 1961 PAS; “60’s Won— 
Now ’61,” Les A. Thayer, vice- 
president—sales, Belden Mfg. Co., 
Chicago, and president of ASIA. 
“Keynote to Dividends,” Leo 
Cherne, executive director of Re- 
Search Institute of America, New 
York, (keynote address for conven- 
tion). 

* * a 


Rooney Will Speak 

“WV ORKING TOGETHER,” John 
W. Rooney, president of 

AWTAE and executive secretary, 

Automotive Wholesalers Assn. of 

Alabama, Montgomery, Ala.; “Ex- 





plosion in the Automotive Market 
Place,” John Nerlinger jr., execu- 
tive secretary, National Congress 
of Petroleum Retailers, Detroit; 
“Your Rich Relations,” Dr. Tenny- 
son Guyer, Findlay, O.; “Positive 
Thinking Pays Off,’ Dr. Norman 
Vincent Peale, pastor of Marble 
Collegiate Church, New York City. 

“Are You Looking for the An- 
swer?”’, Earl W. Kintner, Federal 
Trade Commission, Washington; 
“Are Your Customers A.C. or 
D.C.?”, William E, Wilkinson, 
Pomona Motor Parts, Pomona, 
Calif.; “Cooperation Means Prog- 
ress Plus Profits’, Henry Soren- 
son, state director of LG.O. Cali- 
fornia and national director of 





L.G.O. of America, An independent 
garageman from Belmont Motor 
Clinic, Long Beach, Calif.; “Do You 
Belong in the Equipment Busi- 
ness?”, E. N. Robinson, Stewart- 
Warner Corp., Alemite & Instru- 
ment Division, Chicago. “Organized 
Confusion,” an informative and 
humorous skit especially written 
and produced to depict life in an 
automotive wholesaler’s place of 
business; “Highway Safety is Your 
Business,” L. S. Hollins, president, 
Signal-Stat Corp., Brooklyn, and 
chairman of ASIA safety commit- 
tee; “You Can Get an Extra 30 
Off,” Arthur Wolff, general sales 
manager, National Auto Supply 
Co., East St. Louis, Ill. 

“Re: Distribution Dividends,” D. 
D. Minshall, manager, automotive 
sales, Gates Rubber Co., Denver; 
“Inventory Control for Profit,” 
Vern K. Yoho, Yoho Automotive, 
Inc., Salt Lake City; “Your Com- 
petition and You,’ Harold T. Half- 
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Fla. Poll Finds 83 Pct. 


For Inspection Law 


ST. PETERSBURG, Fila. — A 
compulsory aute inspection pro- 
gram for Florida was endorsed 
by Pinellas County residents in 
a survey conducted by the St. 
Petersburg Times. 

More than four out of five 
adults favored a yearly inspection 
plan in which a dollar per car fee 
would be charged. Eighty-three 
percent of all persons polled were 
in favor of the plan, 14 percent 
were opposed and 3 percent were 
undecided. 





Halfpenny & Hahn, Chi- 


counsel for ASIA. 
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Rebuilders to Discuss 


Tax, Legal Problems 
LOS ANGELES. — Explanations 


21° 





of Federal Trade Commission dis- 
closure regulations, plus discus- 
sions on two new excise tax prob- 
lems which affect every firm in the 
rebuilding industry and some per- 
tinent portions of the Robinson- 
Patman Act will be on the agenda 
Feb. 15 when the Automotive Parts 
Rebuilders Assn. conducts a re- 
gional meeting. 

APRA Legal Counsel Richard A. 
Mehler of Mehler, Goldsborough & 
Ives, Washington, will explain in 
detail the FTC disclosure (label- 
ling) requirements. Mehler has 
been close to this problem for 
some time. 

As APRA’s counsel, he has been 
working with the FTC on labelling 
problems since early in 1960. 

The two excise tax problems in- 
volve every rebuilder in the coun- 
try and all industry committees are 
now working on them. 


For light on dealer thinking, read Dealer 
Forum each week on Page 3 





Helps you sell more MONROE Super Load-Levelers’ 


Terrific merchandising idea that will help you 
ring up more sales than ever before! With each 
assortment of the 6 most popular Super Load- 
Levelers, you get the new Monroe “Bell 
Ringer.” It’s a handy car level gage that you 
put under a rear bumper, like a bumper jack. 


Call your jobber now. Get all the details about this terrific MONROE BR-6 ASSORTMENT! 















FREE 





MONROE AUTO 


In Canada, MONROE-ACME LTD., Toronto, Ontario «¢ 


$5 Bell Ringer 

$3 Outdoor Plastic Banner (10') 

$3 Display Board and Rack 
Window Banners 

100 Hand-out Leaflets 


EQUIPMENT COMPANY e 












BR-6 Assortment—6 Super Load-Levelers 


MONROE, MICHIGAN 
In Mexico, MEX-PAR, Box 28154, Mexico City 


Set the gage to fit the customer’s car. Add 
weight to the rear seat or trunk. The buzzer 
sounds... and the indicator rod clearly shows. 
whether your customer needs Super Load- 
Levelers for a safer, more comfortable ride. 


Your selling price . 
Cost . 
YOUR PROFIT . 





$131.70 





88.50 
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WORLD’S LARGEST MAKER OF RIDE CONTROL PRODUCTS 











GET YOUR FREE 
COPY OF THIS 


AUTHORITATIVE, 
NEW 82-PAGE 
BRAKE CATALOG 


Brand-new from Bendix—brake 

headquarters of the world—this 

valuable, free reference book for brake 
engineers! The book’s 82 pages distill 

40 years of Bendix brake experience 

and discuss the engineering features 

of: 

e Duo-Servo® and non-servo 
hydraulic and mechanical 
brakes. 

e Twinplex® and uni-servo 
hydraulic brakes. 

e Auxiliary mechanical brakes. 


e New band-disc brake. 


Brake engineers will appreciate the 
logical arrangement of vital data on 
sizes, loads, torque capacities, and 
lining area, as well as complete in- 
stallation information. You can de- 
pend on this data from Bendix en- 
gineers, who have developed more 
brakes for all types of vehicles and 
for other applications than anyone 
else in the world—supply is limited 
—send for your free copy now. 





BRAKE HEADQUARTERS OF THE WORLD <> 





Shows brakes for virtually all applications 


Pmmnecss i piesa poiteepascte 
: Beg. hake Pah eo + Ge 





Gives complete axle load rating data 
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Details brake torque capacity ratings 
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Provides installation data 


Bendix tivision South Bend, inp. 
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Please rush my free copy of “Bendix Brakes”. 
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Turnout at San Francisco May Exceed ’60... 


Top Crowd Due at NADA Parley 


(Continued from Page 20) 


R. I. Rice, assistant service man- 
ager; L-M Division: Paul Hoffman, 
parts and service marketing man- 
ager; E. A. Erickson, parts and 
service sales promotion manager, 
and R. E. Sutherland, parts and 
service representative. 

General Motors: For the corpo- 
ration, Merle St. Aubin, manager; 
E. L. Lape, P. E. McDonald, R. J. 
Massey and T. A. Dykstra. For 
Chevrolet, R. L. Siegrist, service 
operations director; J. C. Purcell, 
technical service director; M. J. 
Mikan, regional service manager; 
C. R. Wilkins, Oakland zone serv- 
ice manager, and F. C. Reno, Los 
Angeles zone service manager. 

For Pontiac, H. J. Hales, general 
service manager and West Coast 
representatives. For Oldsmobile, W. 
J. Buxton, general service manager; 
A. R. Beaudion, Western assistant 


and William Morrow, Oakland zone 
service manager. For Cadillac, 
R. M. Phillips, general service man- 
ager; H. P. DeYoung, San Francisco 
branch service manager, and D. Mc- 
Clinton, San Francisco wholesale 
service manager. For Buick, E. J. 
Krause, general service manager, 
and E. V. Bjurman, San Francisco 
zone service Manager. 
SrupEBAKER-PACKARD: Roy B. 
Bender, general manager of parts 
and service; E. J. Challinor, assist- 
ant general manager of parts and 
service; V. J. Del Coma, San Fran- 
cisco zone parts manager; R. D. 
Feick, chief product engineer; C. W. | 


Free Taxi to Work 


ROCHESTER, N, Y.—Bonenblust 
and Buckman (Oldsmobile) has 
solved the problem of maintaining 
an adequate number of courtesy 
cars, Free taxi service is offered 





service manager, and G, S. Ritten- 
ger, Eastern assistant service man- 
ager. 

For GMC Truck & Coach, J. C. 
Marek, general service manager, 





In addition, Eastern offers freight space on over 400 daily passenger 
flights — including DC 8-B Jets and Prop-Jet Electras—to 128 cities 
in the United States, Canada, Bermuda, Puerto Rico and Mexico. 


For Information and Freight 


Freight Forwarder, Cargo Agent or Eastern Air Lines. 


EASTERN AIR LINES 











Now—EASTERN’S Flying Freighters offer 


OVERNIGHT 
DELIVERY 


NEW YORK—MIAMI—SAN JUAN 
NEW YORK—ATLANTA—NEW ORLEANS—MOBILE—HOUSTON 
CHICAGO— ATLANTA—MIAMI—SAN JUAN 


@ Reserved space on every Freighter flight. 

@ Pressurized and temperature-controlled. 

® Flights daily except Saturday and Sunday nights. 
® Pickup and delivery service available. 


to all service customers between 
7 a.m. and 10 a.m. Customers may 
leave their cars while on their way 
to work. B & B pays the taxi fare 
to the customers’ destinations. 








Reservations, call your 














Hackler, manager of parts ware- 
housing; A, J. Kinnine, manager of 
parts and service sales promotion; 
Jerry Lashin, manager of the San 
Francisco parts depot; V. P. Schoet- 
zow, Western region parts and 
service manager; M. L. Weaver, 
manager of field parts and service; 












F.. R. McBride, parts manager, Mer- 
cedes-Benz Sales, Inc.; W. F. Schei- 
degger, Western regional parts and 
service manager, and B. D. Wood, 
field parts and service, Mercedes- 


Benz Sales. 
* * + 


Used-Car Experts 


Axo those who will represent 
various factories in the used- 
car consultation area will be: 

H. E. Cardoze and Clinton A. 
Stewart, American Motors; Roy 
Fedderson, Charles Johnson and 
Ken Bunecker, Buick; Clarence 
Staufenbiel, Cadillac; Ed Cowan 
jr. G. A. Greig and R. F. Bur- 
dette, Chevrolet; C. H. Van Steen- 
berg, Chrysler Sales Division; 
Burt Carter and T. S. Simon, 
Dodge. 

Walter J. Oben, Ed J. Taub and 
Ken A. Bemish, Ford Division; 
E. B. Rebban, Roy Lumsden, Tom 
Helm and John B. Hodges, Lincoln- 
Mercury; John B. Treanor, Oldsmo- 
bile; C. B. Hogan and John S. Ma- 
hony, Pontiac; J. P. DeMolet, Plym- 
outh, and E. W. Dalton, Studebaker- 
Packard. 

Suppliers of service tools, equip- 
ment and promotional material, who 
will be exhibiting in this year’s 
NADA exposition, and their booth 
numbers include: 

Allen Electric & Equipment Co. 
(402-403); Ammco Tools, Inc. (301- 
302); Arndt-Palmer Lab., Inc. (531); 
Associated Co., Inc. (544); Automo- 
tive Market Report (303); AuTomo- 
tive News (101-102); Barrett Equip- 
ment Co. (231-232); Bear Mfg. Co. 
(241-242-243); Benmatt Industries, 
Inc. (204); Big Four Industries, Inc. 
(333-334); Bishman Mfg. Co. (103- 
104); Blackhawk Automotive Divi- 
sion (431-432-433-434). 

Bumpa-Tel Sign Co. (314); Bur- 
roughs Corp. (208-209-210); Capitol 
Refrigeration, Inc. (201-202); Cedar 
Rapids Engineering Co. (308-309); 
Chapman & Associates, Inc. (244); 
Dow Chemical Co, (512-513-514); 
Doyle Vacuum Cleaner Co. (537); 
Draw-Tite Co. (203); Dualmatic 
(532-533-534); Electronics, Inc. 
(211); Executone, Inc. (707-708); 
Globe Hoist Co. (436-437); John 
Bean Division (429-430-515-516) ; 
Frigikar Corp. (443-444). 

Jack P. Hennessy Co. (401); 

Heyer Industries, Inc. (106-107) ; 
Ernest Holmes Co. (701-702-703- 
704-705-706) ; Hunter Engineering 
Co, (234-235-236-237); C. P. Hunt 
Co. (411); Inland Mfg. Co. (115- 
116); Inter-Communication Sys- 
tem of America (105) ; Joyce-Crid- 
land Co. (223-224-225); Kendall 
Refining Co. (311); Kent-Moore 
Organization, Inc, (215-216). 

Lincoln Engineering Co. (408-409- 
410); Local Trademarks, Inc. (322); 
Marquette Mfg. Co. (218); Master 
Addresser Co. (222); John E. Mitch- 
ell Co. (412-413-414); Mirror Bright 
Polish Co. (240); Monroe Calcu- 
lating Machine Co. (118-119-120); 
NAD Used Car Guide Co. (108-109) ; 
National Cash Register Co. (329- 
330); National Market Reports, Inc. 
(238-239); Norick Brothers, Inc. 
(206-207); Pacific Auto Air Condi- 
tioning Co. (535-536). 

Ryan Distributing Co. (304); 
Pennzoil Co. (342); Perfect Circle 
Corp. (319-320-321); Perfection Steel 
Body Co. (212); Stewart-Warner 
Corp. (488-439-440); Ditzler Color 
Division (110); Quaker State Oil 
Refining Co. of California (233); 
Reynolds Metals Co. (538-539-540) ; 
Reynolds & Reynolds Co. (111-112- 
113-114); Rotary Lift Co. (229-230); 
Saturday Evening Post (117); Shure 
Mfg. Corp. (335-336-337); Snap-On 
Tools Corp. (331-332); Star Machine 
& Tool Co. (339); Stokes Tax Con- 
trols, Inc. (407). 

Steinman Enterprises (341); Sun 
Electric Corp. (121-122); This Week 
Magazine (343-344); Time, Inc. (508- 
509); Tyrex, Inc. (423-424-425-426) ; 
United States Steel Corp. (323-324- 
325-326-419-420-421-422); Van Nor- 
man Machine Co. (507); Walker 
Marketing Corp. (501-502); Wash- 
mobile (213-214); Weaver Mfg. Co. 
(305-306-307); Willys Motors, Inc. 
—— John E, Wolf Co. 
(338). 
























AEA Elects Officers— 









New officers of the Automotive Electric Assn. include, seated from left, C. W. 


Crawford, Los Angeles, a vice-president; 


P. H. Neville, Cleveland, vice-president; 


J. E. Bickel, Monroe, Mich., president; C. J. Boland, Cleveland, vice-president; A. H. 
Knorr, Detroit, secretary-treasurer; standing, first row, all those standing are directors, 
E. V. Oehler, Milwaukee; T. A. Kreuser, South Bend; E. N. Robinson, Chicago; R. L. 
Jones, Bakersfield, Calif.; G. Z. Spencer, Buffalo; J. H. Reed, Detroit; standing, second 
row, H. R. Yeary, Laredo, Tex.; T. D. Rhodes, Chattanooga, Tenn.; B. S. Kimber, Syra- 
cuse; F, A. Johnston, Birmingham, Ala.; 
Callahan, San Antonio. 


Capsule Reports... 


CHICAGO.—The Freedom Coun- 
cil of the Automotive and Petrole- 
um Inter-Industry Committee will 
act as a clearing-house to assist 
Service station operators on com- 
plaints of lease domination or can- 
cellation or pressure on products 
handled. 

The council, established by the 
National Congress of Petroleum 
Retailers, also will investigate com- 
plaints and refer “flagrant or unre- 
solved complaints” to antitrust en- 
forcement agencies. The group will 
try to strengthen antitrust laws to 
prevent “unfair pressure tactics 
which close the service station mar- 
ket to competing wholesalers.” 

* * * 


Israel Parts Rebuilder 


Puts $500,000 Into Plant 


NEW YORK.—Construction of a 
$500,000 plant expansion by Me- 
chanico, Ltd., manufacturers and 
rebuilders of automotive parts, has 
been completed in Hadera, Israel, 
with the help of long-term loans 
granted by the Export-Import 
Bank, of Washington, and Pales- 
tine Economic Corp., New York. 

Established eight years ago by a 
group of five young engineers from 
the United States and one South 
African, Mechanico last year alone 
sold over $600,000 worth of auto- 
motive parts in Israel and countries 
in Asia and Africa. 

cs * + 


Black & Decker ASI Exhibit 


To Stress Reconditioning 

TOWSON, Md.— Emphasis on 
maintaining and restoring auto ap- 
pearance will be the feature of 
Black & Decker’s exhibit in the 
Automotive Service Industries Show 
at Los Angeles Memorial Coliseum 
Feb. 16-19. 

Black & Decker products devoted 





The 'Lucky’ One— 


First draw at the 1961 Pacific Automotive 
Show space drawings in Los Angeles was 
made by Sealed Power Corp., Muskegon, 
Mich. William W. Strong, who made the 
draw, is congratulated by J. K. Wilkinson, 
show president. The International Auto- 
motive Service Industries show will be 
held at the Los Angeles Memorial Sports 
Arena, Feb. 16-19. 


Service Briefs 


R. B. Roberts, Washington, and C. H. 










specifically to appearance recondi- 
tioning include the new “9-in-the- 
Line” group of vacuum cleaners, 
“Servicemaster” and heavy-duty 
polishers, disc-and-belt sanders and 
other body reconditioning equip- 


ment, 
* * aa 


Show Registration High 


PHILADELPHIA.—A high vol- 
ume of registrations for the 34th 
annual exposition of the Automo- 
tive Accessories Manufacturers of 
America is reported by H. L. 
Erlichman, show manager. The 
show is scheduled for Jan. 30 to 
Feb. 2 in the New York Coliseum. 





Sun Electric 
Offers Courses 


On Equipment Use 


CHICAGO.—Sun Electric Corp, is 
accepting registrations for its me- 
chanic training courses featuring 
the use and application of Sun 
scientific test and service equip- 
ment, 

The course covers testing of the 
battery and starting system, igni- 
tion primary and secondary sys- 
tems, distributors, compression 
factors, fuel systems including car- 
buretion, the charging system and 
coverage of the construction and 
operation of these components. 

Training features instruction on 
the use of the Sun Oscilloscope, 
Tune-Up Tester, Master Distribu- 
tor Tester, Motor Tester, Battery 
Starter Tester, Volt-Ampere Tester 
and others, 

Classes are limited to 12 persons 
and are held on Monday and 
Wednesday nights or Tuesday and 
Thursday nights. They run for four 
consecutive weeks, starting on the 
first Monday or Tuesday of each 
month. Course totals 32 hours. 

Classes are held in several cities. 
Additional information is available 
from Sun Electric Corp., Technical 
Training Division, Chicago 31, Ul 


Phoenix Office 
Opened by Chevy 


DETROIT.—Chevrolet has open- 
ed a sales office in Phoenix to serve 
the rapidly growing population cen- 
ters in southern Arizona, it is an- 
nounced by K. E. Staley, general 
sales Manager. 

Fiank D. Arentz, an assistant 
manager of the Chevrolet zone 
which has headquarters in El Paso, 
has been assigned to take charge 
of the Phoenix office, located in one 
of the city’s new skyscrapers, the 
Guaranty Bank Bldg. Arentz 
be in charge of sales operations 
with 40 dealers in Phoenix, Tucson 
and vicinity. 

Arentz has been with the Chev- 
rolet organization since 1946. John 
A. Flynn, district manager, and 
Henry C. Sitton, service representa 
tive, will continue to work in 
Phoenix area. 
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(Continued from Page 20) 


that these dealers realize the 
need for bringing new blood into 
the service shops of dealers, The 
best. way to pave the way for 
better workmanship, more cour- 
tesy in handling customers and 
developing better dealer-cus- 
tomer relations is by training 
young minds how to cope with 
the current problems. 

This brings up a point I have 
thought about expressing in this 
column for some time, Basically, 
it is that by far the majority of 
sound money-making dealers whom 
I know personally, and with whom 
I delight in discussing the dealer 
problems of the day, are those who 
are very service-minded and who 
spend as much time or more check- 
ing their service operation as they 
do any other phase of their busi- 
ness, 

Most of these dealers too are of 
the old school who learned their 
basic ruleg of dealer operation 
during the struggling days im- 
mediately following the depression 
in the early ’30s. 

One, for instance, was broke 
when Motors Holding bailed him 
out. Now he operates four money- 
making dealerships, Another 
was an ex-factory man (now re- 
tired from business) who had 
watched the good dealers in his 
command continue to prosper year 
after year, regardless of how “hot” 
their line happened to be or what 
the business climate was. Another 
still boasts that 85 percent of the 
owners of his make of vehicle in 
his area are active service cus- 
tomers, 

+ a * 

COULD go on for hours, analyz- 

ing the backgrounds of these top 
dealers with whom I make it a 
point to keep in fairly close con- 
tact. Every one is convinced that 
a customer taken in at the rear 
door sets the stage for a satisfied 
customer coming in the front door. 

So many dealers seem to have 
forgotten that principle lately. In 
fact, now that we are entering a 
new year beset with many prob- 
lems, I'll throw caution to the 
winds and give you hardy readers 
two very short stories to illustrate 
the point I am trying to make, 

A number of years ago I wrote 
about one of these good dealers 
who was afraid that because he 
had been an ex-factory man, the 
other dealers in his town would 
accuse him of blowing his horn 
to show off. Imagine his surprise 
to have one of his most bother- 
some competitors call him up the 
day after the story came out and 
say he wished that he could get 
his business in the shape my 
friend’s was in, 

My dealer friend bluntly told him 
that if he would spend as much 
time on his service floor as he did 
in his clubs and was as nice to 

his service customers as he was to 
the waiters and others at his clubs, 
his business would be in just as 
good shape. 

And the other extreme, One day 
last year in Washington during 
the NADA convention, a dealer 
asked me what he could do about 
his service operation. At least he 
knew he wasn’t making money in 
his shop and that it wasn’t being 
run right even though he had 
changed service managers several 
times, 

I told him the best thing he 
could do would be to get out in the 
shop and watch how his service 
manager and the order writers took 
care of his customers, and to talk 
to some of his service customers 
each day. 

He said “I wouldn’t dare. My 
Service manager would know then 
I didn’t know anything about the 
running of a service department 
and would have me over a barrel,” 

” ok * 
Dealers to Get Chance 


MANY dealers who would like 

to know how to improve their 
service operations but don’t know 
where to start, will have the oppor- 
tunity to talk with many experts 
at the upcoming NADA expositicn. 

In addition to the factory serv- 
ice managers and their aides, 
who by the way are practically 
all dedicated men with a real 
desire to help their dealers make 








money and increase their custo- 
mers, there will be hundreds of 
men among the exhibitors who 
are specialists in their vari- 
ous fields, and thoroughly com- 
petent to advise dealers on “how 
to do it best” questions that may 
be bothering them. 

That is why these guys will be 
there, and no dealer should feel the 
least hesitation in “picking the 
brains” of any of these men who 
he feels can help him, 

T'll go on record right now as 
saying that by far the great ma- 
jority of them will love it. And 
I’ve known most of them for more 
than a decade. 

The National Joint Committee on 
Uniform Traffic Control Devices is 
making great strides toward stand- 
ardization of signs, signals and 
markings that should make our 
streets and roads much safer to 
drive on in these days of fast, 
crowded traffic, 

They have brought out a new 








manual that will be approved for 
the federal-aid highway systems. I 
suggest that dealers should get this 
manual from the committee at 
Washington 25, D.-C., so that they 
can make suggestions to the au- 
thorities in their own communities 
where the local marking doesn’t co- 
incide with the standard code. 
* * * 


HE importance of uniform 

markings was brought home to 
Mme years ago by Bill Cotton, who 
used to represent us in Chicago. 
Bill was color blind, and driving 
out one of the main.Chicago streets 
one day, he asked me to tell him 
when the crossing lights were red 
or green. 

It seemed that on that particu- 
lar street, the red light was the 
top light at some corners and the 
bottom light at others. He could 
tell which light was on, but could 
not distinguish the colors, so on 
that street he had to be guided 
by what other drivers did. 

As one can readily appreciate, 
this in itself was a distinct traffic 
hazard that was multiplied thou- 
sands of times across the nation. 

If all of the red lights had been 
at the top, he would have had no 











“Too bad your competitor went 
broke—he aiways gave me terrific 
deals.” 





trouble, on that street or any other 
street in any other city. 

Some of the things advocated in 
the new manual include that all 
“no-passing” zones are to be mark- 
ed with a solid yellow stripe to 
right of the white center stripe, In 
the past some states have used 
yellow and others white. 

An aid to night driving provides 
for the use of a white line to de- 
lineate the edge of the pavement 
from the shoulder. This can save 








many wrecks and lives under foggy 
conditions. This I know, too, from 
sad experience. 

For freeways and expressways 
the new manual provides for larger 
and higher signs than for conven- 
tional roads and streets, so that 
those who run fast may read. 

* - aad 


Other Provisions Listed 


i ewe new manual also provides 
for a solid white channelizing 
line to discourage lane changing 
on the part of drivers. 

To foster the widest and earli- 
est possible application of the 
new manual, the Bureau of Pub- 
lic Roads has stated that federal- 
aid funds may be used for sign 
modernization on a statewide or 
selected system basis. Funds also 
may be used for engineering 
studies to determine needed 
changes in signing practices, 

If you are going to the NADA 
convention we will be glad to see 
you at our headquarters in the St. 
Francis Hotel or at our booth in 
the exposition. If you attend ASIA, 
we will have a headquarters in the 
Hotel Biltmore and a booth in the 
Pacific Automotive Show. 

And a happy and prosperous 
year to all! 


...A BUTLER PRE-ENGINEERED BUILDING 


As efficient as the cars it sells and services, a Butler dealer- 
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Before you build your dealership 
building, call your Butler Builder for 
details on Butlerib, Monopanl and the 
many other Butler features. Ask him 
about Butler financing, too. He’s listed 
in the “Yellow Pages” under “Build- 
ings” or “Steel Buildings”. . . or write 
direct for further information. 





ship building is truly a star performer. Both day and night it 
attracts sales with its bright, roomy display area. In back, 
the column-free interior offers maximum maneuverability 
for cars, minimum hazard of fender damage, and complete 
freedom for the placement of service equipment. And, all at 
a price that conserves your capital. 
The key to this performance is a Butler clear-span struc- 
tural system with a Butlerib roof. Add to this a curtain wall, 
: designed with materials of your choice. For example, this 

=e handsome building features Butler Lite * Panl, the acrylic- 


fortified plastic panel that gives you more light years per 
dollar. Daylight streams in, highlighting the display; spot- 


BUTLER MANUFACTURING COMPANY 


Manufacturers of Metal Buildings + Plastic Panels » Equipment for Farming, Transportation, Bulk Storage, Outdoor Advertising + Contract 
Manufacturing. Sales offices in Los Angeles and Richmond, Calif. « Houston, Tex. « Birmingham, Ala. « Kansas City, Mo. » Minneapolis, Minn. 


lighting the service area. 
Butler, and only Butler, offers a choice of two superior, 
pre-engineered exterior wall panels. Butlerib, the new 
precision-formed standard wall and roof panel, offers new 
strength and bold beauty. Monopanl, Butler’s exclusive 
factory-insulated wall panel lets you build with architectural 
beauty and maintenance-free economy. Both panels are 
available in attractive, durable, factory-applied colors. 


7432 East 13th Street, Kansas City 26, Missouri 


Chicago, Ill. * Detroit, Mich. « Cleveland, Ohio « New York City and Syracuse, N.Y. « Washington, D.C. + Burlington, Ontario, Canada 
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FORD FAMILY OF FINE CARS CLEARINGHOUSE 
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|NO ONE IN THE WORLD 
-FACTORY-PROVES PERFORMANCE 
LIKE LINCOLN CONTINENTAL 


Ford Motor Company’s Lima, Ohio engine plant is the site of a series of critical performance tests that reflect 
the new accuracy and precision that Lincoln Continental brings to the luxury car field for 1961. Here, 
for example, the technical excellence of America’s most exactingly built automobile engine is proved out — like no 
other similarly used power plant in the world! 
To provide your customers with maximum quality, every Lincoln Continental V-8 engine is subjected to 
this demanding final examination before installation: 

e@ All engines are operated in the test department for more than three hours under laboratory conditions. The test 
includes electronic balancing, operation at varying speeds, and a more than 2-hour break-in at high speeds. This 
is done at 3400 rpm — equivalent to about 100 miles per hour. 

e At the conclusion of the test, the oil pan is removed. This exposes the interior of the engine, permitting thorough 
examination of all basic operating parts. Finally, fresh oil, a new filter, and a new gasket are installed. 

e Lincoln Continental transmissions also receive extreme testing during a thorough break-in with 
frequent gear shifts to check on smoothness, timing and over-all performance. 

e During an exhaustive road test, engineers repeatedly check for irregularities. A new and unique “black 
light” is.used to detect the slightest leak of fluids or lubricants. 

Severe tests? Yes. But these are only two steps in a continuous chain of checks and inspections designed to 
safeguard Lincoln Continental quality. Another quality measure is a complete electrical system 
inspection with an electronic testing machine developed specifically for Lincoln Continental. And every 
Lincoln Continental receives a 12-mile road test before delivery to your showroom. This test — unmatched in the 
industry — covers 189 check points, involving components of chassis, engine, suspension and running gear. 
This painstaking care and critical concern for every moving part is a principal reason why the 1961 Lincoln is 
| preferred by discriminating buyers everywhere — the first of the future’s luxury cars. 

Another reason why it’s great to be a dealer in the Ford Family of Fine Cars. 
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FOR THE AMERICAN ROAD; THE FARM; AND INDUSTRY. Fora « Faicon « Thunderbird « 
Comet « Mercury « Lincoin Continental « English Ford Line « Ford Trucks « industrial Engines « 
Farm and Industrial Tractors and Equipment « Aeronutronic—Products for the Space Age « 

Ford Motor Credit Company « The American Road insurance Company 





MOTOR COMPANY 






The American Road, Dearborn, Michigan 


Watch the Leonard Bernstein Show 
on Sunday, January 22, CBS television network, 
4:00 PM to 5:30 PM EST. 





Every electric circuit is checked with excl sive elec- : Performance of a new Lincoln Continental is clocked 
tronic testing machine. The tester even applies “over- by precise electrical speedometer connected to a 
loads” to detect potential weaknesses, so they can towed wheel. This wheel is also used with a fuel 


be corrected. burette to provide an accurate mileage check. 
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"59 '60 59 '60 "59 '60 
dan, Feb. March 


Prices of 


Prices marked with an asterisk 
indicate a unit equipped with an 
automatic transmission or over- 
drive, and (ps) indicates power 
steering. 
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NEWINGTON, CONN. 


Newington Auto Auction, Sale every 
Thursday. Prices are for sale of Jan. 5. 
Sold 50 cars from 83 consignments, Prices 
firming up especially on clean cars, 


BUICK—’57 Super 2-dr., $550*. 
56 RM 4-dr. Riviera, $330* (ps). 
'55 Special 2-dr. Riviera, $185°*. 
CHEVROLET—’'59 Parkwood (6) 4-dr., 
$1,300*; Bel Air (6) 2-dr., $1,080*, 
$1,075*; Biscayne (6) 2-dr., $960. 
'58 Bel Air (8) sport coupe, $960*; Bel 
Air (6) 4-dr., $900*, 
'57 Two-ten (8) station wagon 4-dr., 
$645*; Bel Air (8) 2-dr., $750". 
56 Two-ten (8) 4-dr., $550°. 
'65 Bel Air (6) 2-dr., $425; Two-ten (6) 
4-dr., $300*, 
'54 One-fifty station wagon 4-dr., $175. 
CHRYSLER—’55 Windsor 2-dr. hardtop, 
$325 (ps). 

DODGE—’57 Coronet (8) 4-dr., $465". 
’55 Coronet (8) 2-dr, hardtop, $300*. 
FORD—’'59 Custom 300 (8) 2-dr., $910; 
Fairlane 500 (8) 4-dr, Victoria, $870* 

(ps). 
’58 Fairlane 500 (8) 2-dr., $625*, $465 


(ps). 
'57 Custom 300 (8) 4-dr., $410, $475°*; 
Ranch Wagon (8) 2-dr., $405* (ps). 
’55 Fairlane (8) conv., $250*. 
’54 Ranch Wagon (8) 2-dr., $120*, 
LINCOLN—’56 Premiere 4-dr., $700* (ps). 
’55 Capri 4-dr., $155* (ps). 
MERCURY—’57 Monterey 2-dr. hardtop, 


$575*. 
’56 Monterey 4-dr., $275*. 
OLDSMOBILE — '56 (88) 4-dr. Holiday, 
$370* (ps), 


PLYMOUTH—'56 Savoy (8) 2-dr., $160; 
Belvedere (8) 4-dr, hardtop, $375*. 
PONTIAC—'58 Chieftain 4-dr., $710* (ps). 
'5S Chieftain Safari 2-dr., $365; 2-dr., 

$230*, $200°. 
RAMBLER—’'59 Super (6) 4-dr., $975. 
’54 Custom station wagon 2-dr., $150. 


LOS ANGELES 


Harold Henry’s Los Angeles Dealer Auto 
Auction. Sale every Tuesday. Prices are 
for sale of Jan. 3. 

BUICK—’59 LeSabre 4-dr. hardtop, $1,675* 


(ps). 

’58 Special 2-dr., $675*. 

57 RM 4-dr. Riviera, $890* (ps); Spe- 
cial 2-dr. Riviera, $810* (ps), $640°*; 
4-dr. Riviera, $770* (ps); Century 2- 
dr. Riviera, $690*. 

56 Century 2-dr. Riviera, $560*° (ps), 
$460*; Special 4-dr. Riviera, $465* 
(ps). 

55 Century 2-dr. Riviera, $310*; Special 
2-dr. Riviera, $285*; Super 4-dr., 
$210* (ps). 

CADILLAC—’'60 de Ville 2-dr. hardtop, 
$4,850* (ps), $4,350* (ps); (62) conv., 
$3,975* (ps). 

59 de Ville 4-dr. hardtop, $3,350* (ps); 
2-dr. hardtop, $3,330* (ps), $1,250* 


(ps). 
'57 (60) Special 4-dr. hardtop, $1,860* 


(ps). 

"56 (62) 2-dr. hardtop, $995* (ps). 

"55 (62) Coupe de Ville, $1,075* (ps); 
4-dr., $835* (ps); conv., $765* (ps); 
(60) Special 4-dr., $750* (ps). 

‘653 (62) 2-dr., $420* (ps); Eldorado 
conv., $200° (ps). 

"48 (75) 4-dr., $435*. 

CHEVROLET—’60 Parkwood (8) 4-dr., 
$2,050*, $2,000* (ps); Impala (8) 2-dr. 
hardtop, $2,000* (ps), $1,850* (ps); 
Impala (6) 2-dr. hardtop, $1,975* 
(ps); Kingswood (8) 4-dr. (9 pass.), 
$1,885* (ps); Corvair (700) (6) 4-dr., 
$1,495, $1,310; Biscayne (6) 2-dr., $1,- 
400°. 

*59 Impala (8) conv., $1,700* (ps), $1,- 
700*, $1,550*, $1,500, $1,500* (ps); 
Biscayne (8) 2-dr., $1,135; 4-dr., $975. 

58 Corvette (8) cony., $1,890*; Impala 
(8) conv., $1,385*, $1,290° (ps); 
Brookwood (8) 4-dr., $1,005; Bel Air 
(8) sport sedan, $1,000*; Biscayne (8) 
4-dr., $900*, $900, $875*; Biscayne (6) 
4-dr., $850". 

’57 Bel Air (8) sport coupe, §$1,000* 
(ps), $835*; Two-ten (8) 2-dr., $685", 
$620*. 

’56 Two-ten (8) 4-dr., §$590*; One-fifty 
(8) utility sedan, $450*. 

'655 Bel Air (8) 4-dr., $525; conv., $290*; 
One-fifty (6) utility sedan, $385; Two- 
ten (8) 4-dr., $325; Two-ten (6) Del- 
ray, $285*. 

"64 Two-ten 4-dr., $175, $150. 

CHRYSLER—’'59 Windsor 2-<dr. hardtop, 
$1,805* (ps). 

’57 NY 2-dr. hardtop, $1,110* (ps); 4- 
dr. hardtop, $935* (ps). 

DODGE—’'57 Coronet (8) 2-dr. hardtop, 
$715*; 4-dr., $630*. 


Average Price of Used Cars Sold at Auction 





PLYMOUTH—’59 Suburban (8) 2-dr., $1,- 


PONTIAC—’'59 Bonneville 4-dr. Vista, $2,- 


RAMBLER—’59 Super (6) 4-dr., $1,110*. 
STUDEBAKER—’57 Silver Hawk (6) 2- 


‘53 Commander Regal 2-dr. hardtop, 
ee Warehouse Point, Conn. EXCLUSIVELY FOR AUTO DEALERS 
‘ELLA? F evroile ) e 
58 GMC tncton pickup. 8600: Ford. i FLORIDA INSURED PICKUP AND 
; : DELIVERY SERVICE 
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$1,160*. 
STUDEBAKER—’59 Lark (6) 2-dr., $885. 


FONTANA, WIS. 


Fontana Auto Auction. Sale every Thurs- | 
day. Prices are for sale of Jan. 5. Our | 
first sale since Dec. 15th after closing | 
down for the holidays. Very good activity 
on all sharp cars. Sold 187 cars from 313 
consignments. 

BUICK—’58 Super 2-dr. Riviera, $1,120* 
(ps); Special 4-dr. Riviera, $905* (ps). 

’57 Special conv., $780*; 4-dr., $635* 
(ps); 2-dr., $610*. 

‘56 Super 4-dr. Riviera, $555*; 2-dr., 
$435*; Special 4-dr., $385*. 

’655 Century 2-dr, Riviera, $460* (ps); 
Super 4-dr., $325*; Special 4-dr., 
$440*, $430°; 4-dr. Riviera, $380*; 
conv., $260*. 

CADILLAC—’58 (62) 4-dr., $2,400* (ps). 

"57 (62) 4-dr., $1,300*. 

’55 (62) 4-dr., $800* (ps), $700* (ps) 

‘54 (62) 2-dr, hardtop, $590* (ps). | 
CHEVROLET—’60 Impala (8) 4-dr., §$2,- | 

210* (ps); Nomad (8) 4-dr., $1,765" | 
(ps); Biscayne (8) 4-dr., $1,285*; Cor- | 
vair (500) (6) 4-dr., $1,225, 

"59 Impala (8) 2-dr. hardtop, $1,430* 
(ps); Parkwood (8) 4-dr., $1,410*, 
$1,365*; Bel Air (8) 2-dr., $1,275*; 
4-dr., $1,210*; Biscayne (6) 2-dr., 
$950". 

58 Impala (8) conv., $1,245* (ps); 4- 
dr., $1,185*; 4-dr. hardtop, $1,125*; 

Bel Air (8) 4-dr., $1,100*; 2-dr., $1,- 





(Compiled by Automotive News from Auction Reports.) 









es 









"59 =’60 "69 *60 "se '60 "59 °60 "59 °60 "59 =+'60 "59 '60 "59 °60 "59 =°60 "60 61 085*, $1,040%; Bel Air (6) 4-dr., 
April May June duly Aug. Sept. Oct. Nov. Dec. Jan. $800*; Nomad (8) 4-dr., $950*; Bis- 
cayne (6) 4-dr., $965* (ps), $890", 





$780, $750*; 2-dr., $800. 

’57 Two-ten (8) 4-dr., $1,055* (ps), 
$780, $710*; station wagon 4-dr., $1,- 
000*; Bel Air (8) 2-dr. hardtop, $855*; 
One-fifty (8) 4-dr., $650*. 









’61s added and '53s dropped in November, 1960. Prices of '60s and '52s dropped in December, 1959. 
Figures alongside bars represent dollars. 





© 1961, by Automotive News 





















‘55 Royal (8) 2-dr. hardtop, $345*; Cor- wagon 4-dr. (9 pass.), $420. ’54 Main (6) 4-dr., $155. '56 Two-ten (8) 4-dr., $710*; Two-ten 
: onet (6) 2-dr., $265*. ; CHRYSLER—’56 Windsor 4-dr., $310* | LINCOLN—’56 Capri 4-dr., $500* (ps). (6) 4-dr., $575*; Bel Air (8) 4-dr., | 
54 Royal (8) 4-dr., $145*. (ps). OLDSMOBILE—'61 (88) Super 2-dr. Sce- $700*, $610* (ps). | 


’55 Two-ten (6) station wagon 4-dr., | 


’53 Coronet Sierra, $185. ‘55 Windsor 2-dr, hardtop, $340* (ps). nic, $2,400* (ps). 


FORD—’'61 Thunderbird (8) conv., $4,-| nonpGE—’'5s6 Coronet (8) 2-dr, hardtop, 59 (88) Fiesta 4-dr., $1,730* (ps). $445*; 4-dr., $400*; Two-ten (8) 2- 
550* (ps). $360* (ps). PLYMOUTH—’59 Fury (8) 4-dr., $1,190*; dr., $335; Bel Air (6) 4-dr., $380*, 
60 Thunderbird (8) conv., $3,150" (ps); | FoRD—'60 Galaxie (8) 4-dr, Victoria, $1,- 2-dr, hardtop, $840; Belvedere (6) 2-|_'54 Bel Air (6) 2-dr. hardtop, $225. 
Country Sedan (8) 4-dr., $1,805* (ps), 750* (ps) dr, hardtop, $985*; Suburban (6) 4- | DeSOTO—'5S7 Fireflite 2-dr. hardtop, $620* 
$1,735*, $1,730*; Galaxie (8) starliner, | +59 Thunderbird (8) 2-dr, hardtop, $2,- dr., $725*. (ps); 4-dr., $575* (ps). 
$1,785* (ps); Falcon (6) 2-dr., $1,- 280* (ps), $2,200* (ps); Galaxie (8)| ‘58 Suburban (6) 4-dr., $620*%; Savoy|_ ‘55 Fireflite 4-dr., $325*. 
430. skyliner, $1,645* (ps); Country Sedan (6) 2-dr, hardtop, $620; Plaza (8) | DODGE—’57 Royal (8) 2-dr. hardtop, 
’59 Thunderbird (8) conv., $2,435* (ps), (8) 4-dr., $1,350*; Country Sedan (6) 4-dr., $615*. $690* (ps). 
$2,345* (ps); Country Sedan (8) 4-dr. 4-dr., $1,070*. F 56 Plaza (8) 4-dr., $220*. FORD—’60 Thunderbird (8) conv., §$2,- 
(9 pass.), $1,505* (ps); 4-dr., $1,420" | +55 Fairlane (6) 2-dr, Victoria, $300* | PONTIAC—'55 Chieftain 2-dr., $300*. 500* (ps); Fairlane 500 (8) 2-dr., 


* . . 

(pa); Fairlane 500.'(8) 2-dr,” Vietoria RAMBLER—'SS Ambassador (8) 4-dr., (Continued on Page 29, Col, 1) 
$1,365* (ps), $1,325* (ps), $1,255* 
(ps); 4-dr. Victoria, $1,210* (ps); 
Fairlane (8) 4-dr., $1,185*; Galaxie 
(8) 4-dr., $1,240*, $1,230*; Custom 
300 (8) 4-dr., $985*; Custom 300 (6) 
4-dr., $975°*. 

’58 Thunderbird (8) conv., §2,220* (ps), 
$2,175* (ps), $2,110* (ps); Fairlane 
500 (8) conv., $885* (ps), $800* (ps); 
4-dr., §$875* (ps), $725*; DelRio (8) 
2-dr., $875* (ps). 

’57 Fairlane 500 conv., $990* (ps), $600* 
(ps); Fairlane (8) 4-dr., $585* (ps); 


(ps). 































































Country Sedan (6) 4-dr., 3685*; Ranch 
Wagon (8) 2-dr., $555°. ALABAMA MICHIGAN NEW YORK 
’56 Country Sedan (8) 4-dr. (9 pass.), 
$600* (ps), $435*; Country Squire (8) 
NEW YORK STATE'S OLDEST 
4-dr., $450*; Custom (8) 4-dr., $435*, 
$360°; Fairlane (8) 2-dr. Vietoria, JOHNSON AUTO ee TIM ANSPACH INC 
$375*; Main (6) 2-dr., $270. 
‘55 Country Squire (8) 4-dr. (9 pass.), A 8 T @) ys U S i | @) | m 
$530* (ps); Custom (6) 2-dr., $300*; AUCTIONS Dealer Auto Auction 
Custom (8) 2-dr., $285*; Fairlane (8) Albany 5, N. Y. 
conv., $230*. Huntsville, Ala.—Friday 19745 RALSTON Eve Monday — It O'Clock 
’54 Country Sedan (8) 4-dr. (9 pass.), 80 car sale average 
$310°; Ranch Wagon 0 2a. Sat6: 100% Insured—Ne Registration Fee (Rear of 19600 Woodward, Detroit) All Titles and Checks Guaranteed 
Crest (8) 2-dr. ctoria, of o, 
IMPERIAL—'57 Grown Imperial 4-dr. TWO SALES WEEKLY 

hardtop, $1,285* (ps); conv., $1,175* . 

(ps); Imperial 4-dr., $1,235* (ps). COLORADO LAFAYETTE—Syracuse Auto Aucti 
LINCOLN—'S6 Premiere 4-dr., $595° (ps). DETROIT’S ONLY Center of Empire State. Check 
MERCURY—’56 Montclair 2-dr., $600*, Title Protection (Wed.) 

S Mon Colorado Auto Auction DUAL LANE AUCTION 


‘55 Monterey station wagon 4-dr., $360* 
NORTH CAROLINA 











{ Ps); panty / oa $280°; Montclair 4285 So. Santa Fo, Latietes, Colorado 
OLDSMOBILE — '59 (98) 4-dr. Holiday, evant viene Running 250 Cors—Tues., 12:30 P. M.; | RALEIGH — Mann’s Auto Auction 
ee tee Genes ae, ee Cad. SALE EVERY TUESDAY Friday, 1:00 P. M. Sale, Rt. 5. Ph. 3-1564, Titles & 
56 (98) 4-dr. Holiday, $720* (ps); (88) 11:00 A.M. Phone TO 9-4660-—C. Simpson, Owner checks guaranteed. Mon. 10 A. M. 
2-dr. Holiday, $710* (ps), $680*, $610° 
(ps). , N a iteinmene 
55 (88) 4-dr, Holiday, $370* (pe); (as) | CO? © Lamb... Norman Barly NEW JERSEY OHIO 


General Manager AKRON—A-1 Auto Auction, U. S. 224, 

— ap Mi t N York Ci PL 3-6643, Titles, Checks guaran- 

whiten ‘ae cee a nutes from New Yo fy| teed. Ea. week, Tues., Thurs., 12:30. 
PENNSYLVANIA 


4-dr. Holiday, $315. 
‘64 (98) 2-dr. Holiday, $275* (ps). 





075* (ps). 

'57 Suburban (8) 4-dr., $700* (ps), 
$610* (ps); Belvedere (8) 4-dr. hard- 
top, $485* (ps), $460* (ps). 

’56 Belvedere (8) 2-dr. hardtop, $335*. 

‘55 Belvedere (8) 2-dr., $315*. 








CONNECTICUT 


NEW ENGLAND'S OLDEST 
AND BEST 


Dealers Auto Exchange in our |4th year 
of inuous operation. 


Sele every Wednesday - 11:00 A.M. 
SOUTHERN AUTO SALES, INC. 








175* (ps), $1,875* (ps). 

’56 Chieftain 4-dr. Catalina, $450* (ps); 
Star Chief conv., $450* (ps). 

'55 Star Chief 2-dr. Catalina, $395*. 





AUTO AUCTION 


'57 Super (6) Cross Country 4-dr., $750*. 


dr., $490*. 
’56 Power Hawk 2-dr., $500*. 








ton pickup, $865; F-100 %-ton pickup, 


$825*, $630. DAYTONA BEACH — Florida Auto 






















'56 GMC %-ton panel, $300* : : : MINIMUM RATES 

‘5S Ford (8) %-ton pickup, $350; Ford a City ae rt. Tues. 10 
(6) M-ten peekup, $345; GMC %-ton .M. Dealer-owned. Dealers only. We issue auction checks— 
eet : Guarantee titles. 

’54 Ford (6) %-t take, $250. ‘ 

‘St Chevrolet aston Batbed, $156; Wes MARYLAND Dual Lane see Auctioneers . 
ernationa -ton pickup, 5. sada i i ‘. 1 

wR tt = Bal AIR—Bel Air Auto Auction, Ti sacnen TE coast ... With a balanced 

guaran Car Birmingham, Alabama 

DAYTONA BEACH, FLA. ed. Thur., 12 noon. Established 1947. sou selene Ay Wine inventory! 

Florida Auto Auction, Sal Tues- Overstocked on hardtops? Need late- 
day. Prices ane - mis of aa 3. = MICHIGAN ON ROUTE 46 model wagons? Balance your inven- 
hss oil — — vn noi! 8.9 0 for Ras : : i 

viera, 0*; Century conv., $100* 
(ps). ie re) CApito! 8-0100 for Reservations Sal 
OCADILLAC—’59 (62) 2-dr. hardtop, $2,- M every Friday © 10 A.M. 


Guaranteed Titles 
Auction Checks Issued 


MANHEIM AUTO 
AUCTION, INC. 


DETROIT'S 


Oldest, Largest and Very Best 
Wednesday at Noon | PA A * D cy | ¥ 


825* (ps). 

58 (62) 4-dr, hardtop, $1,690* (ps), 
$1,600 (ps); 2-dr. hardtop, $1,525* 
(ps). 

'S7 (62) 4-dr., $1,125" (ps); 2-dr,. hard- 













top, $1,025* (ps). 

'51 (62) conv., $200* (ps). ~ 

CHEVROLET—’'61 Corvette (8) conv., ce O aT A WEDNESDAY Bl fs M Revte 72 ae Manheim, Pa. i 
onene (ps); Impala (8) sport sedan, : MOhawk 5-240! 
,330* (ps), OVER 

'60 Corvair (6) 4-dr., $1,215*. 19241 Dix—Toledo Highway—Route 25 “Adis 

’59 Impala (8) conv., $1,450* (ps); Bel Just 2 mile from Detroit City Limits 600 ek 
‘m), B ik te tae Gee MELVINDALE, MICHIGAN Yat tole) . 






(ps); Bel Air (6) 4-dr., $1,200*; 


Brookwood (8) 4-dr., $1,000*. a4 8 Aa: 
‘6 Bal Ain (8) eas bee TOON PHONE: DUnkirk 3-0150 eh abd Dealers! Consult this Page for 


snes” (ps); Biscayne (6) 4-dr., $820* we Fast, Accurate Directions to : ' 
'57 Corvette (8) conv., $1,500; Bel Air Nee O Leading U. S. Auto Auctions. 
(8) 4-dr., $790*; Two-ten (6) station TS 











1 Peel 


i 





Used-Car Auction Prices 





(Continued from Page 28) 


$1,525*; Falcon (6) 2-dr., $1,285. 

'59 Thunderbird (8) conv., $2,300* (ps), 
$2,225* (ps); Custom %300 (8) 4-dr., 
$1,180* (ps); Custom 300 (6) 4-dr., 
$980*; Ranch Wagon (8) 2-dr., $1,- 
160*, $1,045; Fairlane (8) 4-dr., $1,- 
000* (ps); Country Sedan (8) 4-dr. 
(9 pass.), $750* (ps). 

‘58 Thunderbird (8) 2-dr. hardtop, $2,- 
000* (ps); Fairlane 500 (8) 4-dr., 
$950*; Fairlane (8) 4-dr., $810*; 2- 
dr., $700*; Custom (8) 4-dr., $640*. 
57 Fairlane 500 (8) skyliner, $1,075*; 
conv., $795*; 5-dr., $660*; 4-dr. Vic- 
toria, $650* (ps); 2-dr., $625*; Coun- 
try Sedan (8) 4-dr., $700*; Custom 
(8) 2-dr., $540*, $510*, $400*; Custom 
(6) 4-dr., $500; 2-dr., $405. 

°56 Country Sedan (8) 4-dr., $595* (ps); 
Fairlane (8) 2-dr., $410* (ps); Cus- 
tom (8) 2-dr., $350*; 4-dr., $315*. 

55 Country Sedan (8) 4-dr., $475*; 
Fairlane (8) 4-dr., $440*, $375*; Fair- 
lane (6) 2-dr., $280*; Custom (6) 4- 
dr., $300*; Custom (8) 2-dr., $240*, 
$230* (ps); Ranch Wagon (8) 2-dr., 
$210*. 

MERCURY—’58 Monterey 2-dr. hardtop, 
$840* (ps); 4-dr., $695* (ps). 

’57 Monterey 2-dr, hardtop, $740*, 

56 Custom 4-dr., $340*. 

’55 Montclair 4-dr., $420*%; Monterey 2- 
dr. hardtop, $360*, $335*, 

OLDSMOBILE — '59 (98) 4-dr. Holiday, 
$1,740* (ps); 4-dr., $1,610* (ps). 

58 (88) Super 2-dr. Holiday, $1,295* 

(ps). 

57 (88) Super 2-dr. Holiday, 
(88) 4-dr., $735* (ps), 

’56 (88) 4-dr. Holiday, $525* (ps); 
dr., $400*; 2-dr, Holiday, $400*. 

55 (88) 2-dr., $290", 

PLY MOUTH—’59 Suburban (8) 4-dr., 
025* (ps); Belvedere (8) 2-dr. 
top, $1,000*. 

’58 Savoy (6) 4-dr., 

’57 Savoy (8) 4-dr., $620*. 

’55 Belvedere (8) 4-dr., $325*. 
PONTIAC — ’'59 Catalina 2-dr., $1,700* 
(ps); 4-dr. Vista, $1,425* (ps). 

’57 Chieftain 2-dr., $660*, 

56 Star Chief 2-dr. Catalina, $600*; 2- 
dr., $550*;. 4-dr., $545*°; Chieftain 4- 
dr. Catalina, $490*, 

55 Star Chief 4-dr., $415*; Chieftain 
4-dr., $410*, $215*; 2-dr. Catalina, 
$340* (ps), $325* (ps); 2-dr., $320*. 

RAMBLER—’59 Custom (6) Cross Coun- 
try 4-dr., $1,285, 

’56 Custom (6) 4-dr., $525. 

STUDEBAKER—’59 Lark (6) 
tion wagon 2-dr., $900*; 


WEST PALM BEACH, FLA. 


West Palm Auto Auction. Sale every 
Thursday. Prices are for sale of Jan. 5. 
Market steady with both new and used-car 
dealers buying. Consignment lower due to 
holidays, but sales were a strong 72 per- 
cent. 

BUICK—’58 Century conv., $1,050* 
Special 4-dr, Riviera, $980* (ps). 

’57 Special Estate Wagon, $830* 

4-dr, Riviera, $710* (ps), $700* (ps). 

’56 Century Estaté Wagon, $525* (ps), 

$490* (ps); Super 4-dr. Riviera, $460* 
(ps). 

’55 Super 2-dr. Riviera, $420* (ps). 
’54 Century 2-dr, Riviera, $225*. 
CADILLAC—’'59 (62) 4-dr. hardtop, 
950* (ps). 
’58 (62) conv., 

’5T (62) 4-dr., $1,225* (ps). 

’56 (62) 4-dr., $900* (ps), 

’5S (62) 4-dr., $675* (ps). 

’54 (62) Coupe de Ville, $520* (ps); 4- 

$295* (ps). 


$840*; 
4- 


$1,- 
hard- 


$640; 2-dr., $610*. 


Deluxe sta- 
4-dr., $810. 


(ps); 
(Ps) ; 


$2,- 
$1,835* (ps). 


r., $510, $400. 

’53 (60) Special 4-dr., 
’52 (62) 4-dr., $155. 
CHEVROLET—’60 Impala (6) sport sedan, 

$1,555*; Biscayne (6) 2-dr., $1,525*, 
$1,380*. 

’59 Impala (8) sport sedan, $1,375* (ps), 
$1,350* (ps); 4-dr., $1,250*; Bel Air 
(8) sport sedan, $1,295* (ps), $1,200* 
(ps); 4-dr., $1,225* (ps), $1,185*, 
$970, $915; Brookwood (8) 4-dr., $1,- 
250*, $1,125*; Biscayne (6) 4-dr., 
$855; 2-dr., $775. 


’58 Impala (8) conv., $1,000* (ps); Del- 
tay (6) 2-dr., $730. 

'57 Two-ten (8) station wagon, $760*; 
Two-ten (6) 2-dr., $720*. 

"56 Bel Air (8) 4-dr., $500*; Bel Air (6) 
conv., $425*; One-fifty (8) 2-dr., $325. 


’55 Two-ten (6) 4-dr., $410; Bel Air (6) 


conv., $385; Bel Air (8) 4-dr., $350*. 
’54 Bel Air (6) 2-dr., $370; Two-ten 
(6) 4-dr., $260* (ps), $205; 2-dr., 
$225. 


’53 One-fifty station wagon, $200. 
DeSOTO—’59 Firesweep 2-dr. hardtop, $1,- 
210*. 
’57 Firesweep station wagon, $455*. 
DODGE—’57 Coronet (8) 4-dr. hardtop, 
$725*; Custom Royal (8) 2-dr., $600*; 
Royal (8) 4-dr., $530*. 
"53 Coronet (8) 4-dr., $240*, 
FORD—’60 Thunderbird (8) 2-dr. hardtop, 
2,975* (ps); Galaxie (8) 4-dr., $1,- 
690* (ps); 2-dr., $1,550* (ps); Fair- 
lane 500 (8) 2-dr., $1,475* (ps); Cus- 
tom 300 (6) 4-dr., $1,165*, 

’59 Country Sedan (8) 4-dr., $1,460* 
(ps); Galaxie (8) conv., $1,350* (ps), 
$1,310* (ps), $1,305* (ps); Fairlane 
500 (8) 2-dr. Victoria, $1,325*; Ranch 
Wagon (8) 4-dr., $1,060* (ps); Fair- 
lane (8) 4-dr., $1,005*; Custom 300 
(8) 2-dr., $880, $840* (ps); Custom 
300 (6) 2-dr., $780. 

‘58 Fairlane 500 (8) 
$980*; 2-dr. Victoria, 
Country Sedan (8) 4-dr., $860*, $770*; 
Fairlane (8) 4-dr, Victoria, $775*; 2- 
dr, Victoria, $680; Ranch Wagon (6) 


4-dr., $710. 
"57 Fairlane 500 (8) 2-dr. Victoria, 
$710*, $605; 4-dr. Victoria, $680*; 

Fairlane (8) 2-dr, Vic- 


4-dr. Victoria, 
$810* (ps); 


conv., $590*; 
toria, $635*. 
‘56 Ranch Wagon (8) 2- dr., $505*, 
$190; Country Sedan (8) 4- -dr., $475; 
Main (6) 2-dr., $330; Main (8) 2-dr., 
$235*; Custom (8) 2-dr., $280; 4-dr., 


$200, $155*, 

‘55 Fairlane (8) 2-dr. Victoria, $435* 
(ps); Main (8) 2-dr., $305*, $210*; 
Ranch Wagon (8) 2-dr., $230. 

‘54 Custom (8) 4-dr., $240°, 

IMPERIAL—’'58 Imperial conv., 


(ps) 
57 Crown 4-dr., $880* (ps), 
—'58 Premiere 4-dr, hardtop, 


LINCOLN 
(ps). 
$1,030* (ps), 


$1,700* 


$1,950* 
‘57 Premiere 4-dr., 


’66 Premiere 4-dr. hardtop, $550* (ps). 
MERCURY—’59 Monterey 2-dr. hardtop, 
$1,230*. 
’57 Montclair 2-dr. hardtop, $750* (ps); 
Commuter 2-dr., $600*. 
’54 Monterey 4-dr., $360*; conv., $100*. 
’53 Monterey 2-dr, hardtop, $240. 
OLDSMOBILE — '58 (88) 4-dr. Holiday, 
$1,150* (ps). 
’ST (98) 4-dr., (ps); (88) 4-dr. 
Holiday, $710*. 
’55 (98) 4-dr. Holiday, $425* (ps); 2-dr. 
Holiday, $380* (ps); (88) 4-dr., $375*. 
'54 (98) 2-dr. Holiday, $280. 
PLYMOUTH—’59 Fury (8) 2-dr. hardtop, 
$980* (ps). 
"58 Savoy (8) 2-dr., $570*; 
(8) 2-dr., $500* (ps). 
$425* (ps). 
$450". 


’57 Belvedere (8) 4-dr., 
‘55 Belvedere (8) 2-dr. hardtop, $330. 


$825* 


Suburban 


’56 Suburban (8) 2-dr., 


’41 Deluxe 2-dr., $175. 
PONTIAC—’54 Chieftain 4-dr., $175. 
RAMBLER—’59 Custom (6) 4-dr., $875. 


’56 Custom (6) 4-dr. hardtop, $585*. 


MISCELLANEOUS—’57 Ford (6) Ranch- 
ero, $550. 
‘56 Ford (6) %-ton pickup, $440. 


’54 Ford (6) %-ton pickup, $275. 
50 Chevrolet (6) %-ton pickup, $235. 


COLUMBUS, O. 


Capital Auto Auction, Inc. Sale every 
Thursday. Prices are for sale of Jan. 5. 
Steady increase on '59, '60 and ’61 models. 
Sold 189 cars from 295 consignments. 
BUICK—’60 Electra 4-dr. hardtop, $2,375* 


(ps). 
’59 LeSabre 4-dr. hardtop, $1,625* (ps), 
$1,610* (ps); 2-dr. hardtop, $1,475*. 


‘58 Super 4-dr. Riviera, $1,100* (ps); 
Special 4-dr., $1,085*, $810*, $800. 
’57 Century 4-dr., $920* (ps); RM 4-dr. 
Riviera, $760* (ps). 

’56 Special 4-dr., $505*. 

"55 Special 4-dr., $265*. 

CADILLAC—’60 (62) 4-dr. hardtop, §$3,- 

435* (ps). 

*59 (62) conv., $2,850* (ps). 

’58 (60) Special 4-dr. hardtop, $2,025* 
(ps). 

’57 (62) 2-dr. hardtop, $1,380* (ps); 


Coupe de Ville, $1,320* (ps). 
CHEVROLET—’60 Bel Air (6) 4-dr., $1,- 
595*. 

’59 Impala (8) sport sedan, $1,500* (ps), 
$1,460* (ps); 4-dr., $1,490" (ps), $1,- 
325*; conv., $1,400* (ps); Bel Air (8) 
4-dr., $1,385* (ps), $1,310* (ps), $1,- 
280*, $1,230*, $1,225*, $1,150*; 2-dr., 
$1,105*; Bel Air (6) sport sedan, $1,- 
225*; 2-dr., $1,190*, $1,115, $1,095; 
4-dr., $1,100, $1,050; Biscayne (8) 4- 
dr., $1,095; Biscayne (6) 2-dr., $1,- 
065; 4-dr., $985. 

‘58 Impala (6) sport coupe, $1,000; 
Brookwood (8) 4-dr., $1,000*; Brook- 
wood (6) 4-dr., $905; Bel Air (6) sport 


coupe, $955*; Bel Air (6) sport sedan, 
$890* (ps); Biscayne (6) 2-dr., $785*, 
$710; 4-dr., $750*. 


Used Imported 


Cars 


BORDENTOWN, N. J. 
Hililman—’60, $950. 
dJaguar—’57 2-dr., $1,125*. 
Volkswagen—'58 2-dr., $870. 


CHICAGO 
Mercedes-Benz—’58 4-dr., $1,350. 
Metropolitan—’60 2-dr. hardtop, $860. 

’59 2-dr. hardtop, $675. 
Peugeot—’'60 4-dr., $825. 
Renault—'59 Dauphine, $550. 
Volkswagen—’60 sunroof, $1,280. 


DAYTONA BEACH, FLA, 


MG—’58 2-dr., $850. 
Triumph—'60 conv., $1,450. 


DETROIT 

Opel—’59 2-dr., $765. 
Volkswagen—'58 sunroof 2-dr., $755. 

FLINT 
Fiat—'59 200 4-dr., $670; 2-dr., $425. 
Hiliman—’'58 4-dr., $290. 
Metropolitan—’58 2-dr., $555. 
Volkswagen—’56 4-dr., $400. 


FONTANA, WIS. 
Volkswagen—’59 sunroof, $1,100. 


LOS ANGELES 
Renault—'58 Dauphine 4-dr., $385. 
Simea—'56 Aronde 2-dr. hardtop, $250. 
Volkswagen—’61 sunroof 2-dr., $1,650; 2- 

dr., 2 at $1,650. 
"57 2-dr., $745. 


MANHEIM, PA. 
Alfa Romeo—’59 roadster, $1,650. 
Austin-Healey—’60 conv., $1,035, 
Ford (English)—’60 Anglia 2-dr., $820. 
Goliath—’60 2-dr., $1,310. 
Hillman—’59 Minx 4-dr., $675; Deluxe 4- 
r., $635. 
MG—’60, $1,395. 
Mercedes-Benz—’58 4-dr., $800, 
’57 4-dr., $1,435. 
Metropolitan—’59 2-dr. hardtop, $735. 
Morris—’60 Minor, $225. 
Porsche—’59 2-dr., $1,900. 
Renault—’60, $725. 
Simea—’'59 4-dr., $485. 
Volkswagen—’61 2-dr., $1,580. 
’60 2-dr., $1,275; sunroof 2-dr., $1,100. 
’59 2-dr., $920. 
’57 Karmann-Ghia 2-dr., $1,010, $780. 
'66 2-dr., $600. 


NEWINGTON, CONN. 
Renault—'57 4-dr., $220. 


WAREHOUSE POINT, CONN. 
Morris—'59 Minor 100 station wagon, $425. 
Renault—’59 Dauphine 4-dr., $485. 
Volkswagen—'56 2-dr., $435. 


WEST PALM BEACH, FLA. 
Ford (English)—’60 Prefect 4-dr., $700. 
"59 2-dr., $485; station wagon, $485. 

MG—’59 roadster, $1,030. 
Renault—’60 4-dr., $640. 
"58 Dauphine 4-dr., $395. 
"ST 4-dr., é 
Volkswagen—'57 2-dr., $740. 
’56 sunroof 2-dr., $545. 


57 Bel 
$805"; 
$645*; 
ten (6) 

4-dr., 


Air (8) sport sedan, $955*, 
Bel Air (6) sport coupe, $755*, 
Two-ten (8) 4-dr., $800*; Two- 
2-dr., $695*; sport coupe, 
$625*; One-fifty (6) 2- 


Air (8) 2-dr., $600*; Bel Air 
(6) 4-dr., $570*; Two-ten (8) 2-dr., 
$480, $470* (ps); Two-ten (6), 4-dr., 
$415; 2-dr., $375*. 

’55 Bel Air (8) 2-dr., $425; Bel Air (6) 


sport coupe, $425*; 4-dr., $360*, $315; 
Two-ten (8) 4-dr., $400. 
’53 Two-ten 4-dr., $280*, 
’51 Bel Air 2-dr., $200*, 
CHRYSLER—'’59 NY 4-dr. hardtop, $1,- 


915* (ps). 
’56 Windsor 2-dr. hardtop, $490* (ps). 
*55 NY 4-dr., $345* (ps). 

DeSOTO—’56 Firedome 4-dr., $525*; Ad- 
venturer 2-dr. hardtop, $510° (ps). 
DODGE—’59 Royal (8) 4-dr. hardtop, $1,- 
450* (ps); Sierra (8) 4-dr., $1,340* 

(ps). 
’BS Royal (8) 4-dr., $850* (ps). 


57 Coronet (8) 4-dr., $580*, 

EDSEL—’58 Pacer 4-dr. hardtop, $600* 
(ps). 

FORD—'61 Thunderbird (8) 2-dr. hard- 
top, $3,750* (ps); Falcon (6) 4-dr., 
$1,705. 

°60 Galaxie (8) starliner, $1,675* (ps); 
Fairlane 500 (8) 4-dr., $1,520*, $1,- 


450* (ps), $1,380; Falcon (6) 2-dr., 
$1,345; Falcon (6) 2-dr., $1,330. 

*59 Country Sedan (8) 4-dr, (9 pass.), 
$1,500*; (6 pass.), $1,360* (ps); Coun- 
try Sedan (6) 4-dr., $1,210; Fairlane 
500 (8) 4-dr. Victoria, $1,310*; 4-dr., 
$1,280*; Galaxie (8) 4-dr., $1,295* 
(ps); Ranch Wagon (8) 4-dr., $1,225*; 
Ranch Wagon (6) 4-dr., $965; Fairlane 
(8) 4-dr., $1,170*; 2-dr., $1,150*, $1,- 
140*; Custom 300 (8) 2-dr., $1,055*; 
4-dr., $1,005*; Custom 300 (6) 2-dr., 

25. 


$825. 
58 Thunderbird (8) conv., $2,065* (ps); 
Fairlane 500 (6) 2-dr. Victoria, $800* 


(ps); Fairlane (6) 2-dr. Victoria, 
$755* (ps); Ranch Wagon (6) 2-dr., 
$725*; Custom 300 (6) 2-dr., $690. 


"57 Country Sedan (8) 4-dr., $900* (ps); 
Fairlane 500 (6) 4-dr, Victoria, $755* 
(ps); 2-dr. Victoria, $640*, $510* (ps); 
conv., $615, $510* (ps); 4-dr., $500*; 
2-dr., $495*, $450; Fairlane 500 (8) 2- 
r., $720; Custom 300 (8) 4-dr., $685* 
(ps); Country Squire (6) 4-dr., $680*; 
Fairlane (6) 4-dr., $605*. 

’56 Fairlane (6) 4-dr., $570; 2-dr. Vic- 
toria, $480* (ps), $275; 4-dr. Victoria, 
$275*; Parklane (6) 2-dr., $500. 

54 Main (6) 2-dr., $105, 

LINCOLN—’58 Continental Mark III 2-dr, 
hardtop, $1,830* (ps); Premiere 4-dr. 
hardtop, $1,600* (ps). 

’54 Capri 4-dr., $490* (ps), 

MERCURY—’59 Monterey 4-dr., 
(ps). 

’58 Turnpike Cruiser 2-dr. hardtop, $965* 
(ps); Commuter 2-dr., $850* (ps); 
Monterey 4-dr., $675*. 

’57 Montclair 2-dr. hardtop, $550* (ps). 

56 Custom 4-dr. hardtop, $500*. 


$1,275* 


OLDSMOBILE — ’60 (98) 4-dr., $2,290* 
(ps); (88) Super 4-dr. Holiday, $2,- 
275* (ps), $2,140* (ps), 

’59 (88) 4-dr. Holiday, $1,660* (ps), 
$1,600* (ps); 2-dr., $1, _ — 

’58 (88) 2-dr., $800* (ps), $77 

"57 (88) Super 2-dr., $650*; (88) 4-dr., 
$510*. 


’56 (88) Super 4-dr. Holiday, $730* (ps); 
(88) 4-dr., $440*; 2-dr., $325* (ps). 
PACKARD—’58 Patrician 2-dr. hardtop, 
$560*. 
PLYMOUTH—’'59 Fury (8) 2-dr. hardtop, 
$1,320*; Belvedere (6) 4-dr., $1,070*. 
’58 Savoy (6) 4-dr., $735*. 
’57 Belvedere (6) 2-dr. hardtop, $675*; 
4-dr., $600*, $520*; 2-dr., $460; Sub- 
urban (6) 2-dr., $490. 


’5S Belvedere (6) 4-dr., $300*; Savoy 
(6) 2-dr., $260*; 4-dr., $230; Plaza 
(6) 2-dr., $180. 


PONTIAC—’60 Bonneville 4-dr. Vista, $2,- 
510* (ps); sport coupe, $2,260* (ps); 
Ventura 4-dr. Vista, $2,350* (ps), 
$2,315* (ps); Catalina 4-dr. Vista, $2,- 
150* (ps). 

"59 Catalina 4-dr. Vista, $1,600* 
$1,455*; 4-dr., $1,390*, 

’58 Chieftain 4- ‘ar., $850*, 

’57 Chieftain 4-dr., $680*. 


(ps), 


RAMBLER—’59 Custom (6) 4-dr., $1,- 
375*; Super (6) 4-dr., $1,250. 
’57 Super (6) 4-dr., $675. 
STUDEBAKER—’60 Lark (6) 4-dr., $1,- 


250. 
’55 Champion (6) 2-dr., $290. 
MISCELLANEOUS—’59 Chevrolet %-ton 
pickup, $905. 


WAREHOUSE POINT, CONN. 


Southern Auto Sales, Inc, Sale every 
Wednesday. Prices are for sale of Jan. 4. 
BUICK—’59 Invicta 4-dr., $1,480* (ps). 

’55 Special 2-dr, Riviera, $319*, $250*, 

$185*. 

'54 Special 2-dr. Riviera, $135*. 
CADILLAC—’58 (62) 4-dr., $1,780* (ps). 

’56 (62) 4-dr. hardtop, $975* (ps); 4-dr., 

$800* (ps); 2-dr. hardtop, $850* (ps). 

*54 (6) Coupe de Ville, $365* (ps). 

’53 (6) 2-dr. hardtop, $140°, 
CHEVROLET—’60 Corvair (6) 2-dr., $1,- 

400*. 


59 Impala (8) 4-dr, hardtop, $1,495* 
(ps), $1,475* (ps); 4-dr., $1,360*, 
$1,275*; Parkwood (6) 4-dr., $1,410* 
(ps), $1,375* (ps), $1,325* (ps); Bel 
Air (6) 4-dr., $1,125*, $1,100*; Bel 
Air (8) 2-dr., $1,125* (ps), $1,060*, 
$1,050, 

’58 Bel Air (6) 2-dr. rardtop, $975*; 


2-dr., $855*; Yeoman (8) 4-dr., $600*. 

'S7T Bel Air (8) 4-dr., $875* (ps); Bel 
Air (6) 2-dr. hardtop, $755; Two-ten 
(8) 2-dr., $650; 4-dr., $380*; One-fifty 
(6) 2-dr., $555. 

56 Two-ten (6) station wagon 4-dr., 
$630*; 4-dr., $425*, $310. 

’55 Bel Air (6) 2-dr. hardtop, $505*; 
Bel Air (8) 4-dr., $300; Two-ten (6) 


4-dr., $245. 
"57 Windsor 4-dr., $610* 


CHRYSLER — 
(ps). 

DODGE—’57 Coronet (8) 2-dr., $505*. 

FORD—’59 Fairlane 500 (8) 2-dr. Vic- 
toria, $1,400*; Fairlane (8) 4-dr., $1,- 
110*, $980*; Custom 300 (6) 2-dr., 
$880, 

’57 Fairlane 500 (8) 2-dr. Victoria, $860* 
(ps); Country Sedan (8) 4-dr., $615* 
(ps), $510* (ps). 

’56 Main (8) 2-dr., $325*; Main (6) 
4-dr., $275; Custom (8) 2-dr., $175. 

MERCURY—'56 Custom 2-dr. hardtop, 
$375*, $250*. 
‘54 Monterey 2-dr. hardtop, $150. 


OLDSMOBILE — ‘56 (88) 4-dr., $375*, 
$270*. 
"55 (88) 4-dr., $205*, $140*; 4-dr. Holi- 
day, $190 


PLYMOUTH ss Savoy (8) 2-dr., $595*, 
$545*, $505°. 
57 Suburban (8) 4-dr., $605, $515, 








900* (ps); LeSabre Dstate Wagon, 
$1,425* (ps); 4-dr., $1,275* 
’58 Special conv., $1,050* (ps); 
975* (ps). 
‘S57 Century Estate Wagon, $885* (ps); 
Special 2-dr, Riviera, $625* (ps). 





2-dr., 


Model Breakdown 
Of Auction Averages 














Jan., 1961 Dec., Nov., , ad 
To Date 1960 1960 55 Super - dr, Riviera, $315* (ps), 
CADILLAC—’58 (62) Sedan de Ville, $1,- 
pcwaebenons $2,653 — yo ft aele talk 
coed 2,02 ni conv., 4 ps). 
ee ia a CHEVROLET—’60 Impala (8) conv., $1,- 
busssbisdais 1,348 1,423 1,519 . ° pee 
950° (ps), $1,885* (ps), $1,815; 4-dr., 
‘ 865 983 1,016 $1,675* (ps); Parkwood (8) 4-dr., $1,- 
643 6716 7103 890*; Biscayne (6) 4-dr., $1,375; 2- 
dr., $1,375; Corvair 500 (6) 4-dr., 
435 464 480 $1,150". 
332 349 357 ’59 Impala (8) sport coupe, $1,480* 
iia devabiine 220 242 228 (ps); Bel Air (8) 4-dr., $1,170* (ps); 
2-dr., $1,000*; Brookwood (6) 4-dr., 
$1,150*. 
Average $1,053 $1,114 $1,082 58 Biscayne (8) 2-dr., $950*; 4-dr., 
$725; Biscayne (6) 2-dr., $910*, $730, 





$675; Yeoman (6) station wagon, 
$900*, $875*. 
’57 Bel Air (6) sport coupe, $800*; Two- 
ten (6) sport coupe, $625°*. 
’56 Bel Air (6) 4-dr., $600*. 
CHRYSLER—’57 Windsor 2-dr, hardtop, 
$750* (ps); 4-dr, hardtop, $590* (ps); 
Saratoga 4-dr, hardtop, $625* (ps). 
COMET—’60 Comet 2-dr., 600 


ae 904 57 Star Chief 4-dr. Catalina, 
$610* (ps). 
'55 Chieftain 4-dr., $170. 
RAMBLER—’59 Custom (6) 2-dr., $700. 


STUDEBAKER—’57 Scotsman (6) station 


wagon 2-dr., $300. 
’5S President (8) 4-dr., $225*. 


wee 58 Ford (8) ©-500 | DoDGE—'59 Coronet (8) 4-dr., $1,250° 
: x (ps). 

EDSEL—'59 Corsair 4-dr. hardtop, $1,- 

DETROIT 000* ’ 


FORD—’60 Thunderbird (8) 2-dr, hardtop, 
$2,675* (ps); Country Sedan (8) 4-dr., 


(Continued on Page 31, Col. 1) 


Aptco Auto Auction, Sale every Wednes- 
day. Prices are for sale of Jan, 4. 
BUICK—’59 Electra 4-dr. hardtop, $1,- 


SO 
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THE 
YEAR 
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The Man Behind the Wheel... 


Sales Testing the Saab Wagon 


rear wheel housings, where width 
is reduced to about 40 inches. 

The spare is located under the 
rear seat, but slides out easily. 

This wagon, according to the fac- 
tory, will carry 950 pounds, plus the 
driver, and still handle well, We 
loaded it as close to the figure as 
possible, and it retained.its unload- 
= appearance without rear drag. 

ven on rough, rutted roads, the 
rear springs did a fine job of cush- Saab Power Plant— 
ioning the load. And performance  sweden's Saab is powered by a three- 
was almost ms good = unloaded. cylinder, two-cycle engine that uses a 
y gas-oil mixture. It has only seven moving 
Rear-Facing Seat parts. Access to the engine is excellent, 
He Saab sedan has a fantastic and the hood may be removed to make 

amount of load space for its the mechanic's job easier. 
style, and the wagon has even more 
since it can be loaded up to the 
roofline when necessary. 

This wagon will seat seven per- 
sons when the extra seat for two 
folds up from the rear. It faces the 
rear as does the third seat in many 
domestic wagons, It is quite com- 
fortable for children, although the 
average adult would be hard press- 
ed to sit here for a long drive. 

Heating in the front seat is 
more than adequate even in the 
coldest weather, although getting 
some of this heat farther back in 
the vehicle is something of a 
problem, Opening the rear win- 
dow slightly helps, although it 
does not solve this problem which 
seems peculiar to many wagons. 

The engine and gearbox are rela- 
tively silent, although a dull rolling 
sound can be detected when the 
vehicle is under way, with the 
sound becoming more apparent as 
the road roughens. 

In expressway high-speed travel, 
the sound level approaches the dis- 
tant high screech of a jet engine 
about to take off. Perhaps the 
Saab’s jet background is responsi- 
ble, but some prospects may find 
this objectionable. 

The 42-horsepower engine will 
perform nicely, although the three- 
gear transmission lacks a certain 
amount of zip at low speeds. 

ok * + 


Front-Wheel Drive 

INCE this is a front-wheel-drive 

car, the steering wheel display- 
ed a certain amount of vibration on 
accelerating in low. This, however, 
is indigenous to all front-wheel 
drives, and the customer, if he is 
looking for the quick steer, sure- 
footed advantages of front-wheel 
drive, will have to accustom him- 
self to this small problem, 

At high-speed, this vibration is 
nonexistent. 

Incidentally, like most small ve- 
hicles, the Saab shows up best 
at high speeds. This is when the 
two-cycle engine purrs, and its 
maximum ability shows, This is 
when the vehicle flexes its mus- 
cles and hugs the road, showing 
its versatility on curves and 
bends. This is when it suddenly 
assumes the characteristics of a 
car more than twice its size and 
weight. 

Steering, as mentioned earlier, is 
precise, with minimum wheel move- 
ment required to execute driver’s 
commands. Moving from almost 
any domestic vehicle to the Saab 
makes one appreciate the joy of 
precise steering. 

Cornering is excellent. The Saab 
pulls around sharply in almost 
(Cuntinees on Pees 36, Col, 1) 
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floor, and there are cross members 
under the seats. 

Rectangular tubes of the finest 
steel are encased in windshield pil- 
lars which provide tremendous 
strength. It is possible to roll the 
Saab and suffer little damage. 

The corrugated steel panels in the 
engine compartment, which can be 
shown to a customer, help cushion 
shock in the event of impact. 

cd +. * 


‘A Prince to Park’ 


RIVING this car can be a pleas- 

ure. Shift lever movements are 
short and exact, although we did 
feel that the four-speed gearbox 
would add to the performance 
characteristics. 

The car ducks in and out of city 
traffic like a magic carpet, and its 
quick-steer characteristics make it 
a prince to park. 

The rear bench seat, which is 
reached from either side by fold- 
ing the front seat back flat, re- 
quires a bit of bending and hip 
swinging, but will comfortably 
accommodate three Metrecal ad- 
vocates. 

The seat folds away easily, When 
the seat is folded into position, 
there is a smooth plastic covered 
metal floor, 63 inches long and 53 
inches wide, except between the 


Eprror’s Note: This is another 
in @ series of reports on the sell- 
ing features of imported cars, 

ck * * 


By Ed Brown 

Staff Correspondent 

EW YORK.—The Saab station 

wagon is a useful tool. It is 

compact and agile, yet it’s sur- 

prisingly able to accommodate 

extra passengers, luggage or large 

pieces of garden or household 

equipment, or almost anything 
which needs to be transported. 

The wagon squares the rear lines 
of the sedan, making it look more 
like a conventional car. Still it is 
extremely compact. Esthetic reac- 
tion to the wagon, from the yoke 
grille to the clean simple lines of 
the rear, is usually good, with typi- 
cal remarks pointing to its func- 
tional appearance, 

At $2,265 the wagon should have 
wide appeal to various groups 
due to a combination of items 
such as sleeping room, perform- 
ance and its three seats for seven 
passengers. However, it is im- 
portant to test drive or demon- 
strate this vehicle, 

The pushbutton door opens wide 
and clicks into an open position, 
allowing easy entrance and exit for 
front-seat passengers. There is @ 
step-down design which encases 
passengers inside the framing, an 
important point for safety-consci- 
ous customers, 

Floors and projecting wheel hous- 
ings are covered with easily cleaned 
rubber matting, Front seats are 
foam-covered bucket type, and 
seats and backs are adjustable. 

* & * 


























































For Make Servicemen 


DETROIT.—Here is the schedule 
of field service schools for the next 
month—a regular feature of AvuTo- 
MoTives News. 

AMERICAN MOTORS SALES 
CORP.—Five mobile training units, 
with their respective instructors, 
will be conducting classes in the 
following states Jan. 20-Feb. 17: 
Unit 101, Lester F. Howard, Ten- 
nessee, Kentucky and Indiana; 
Unit 102, LeRoy Roberts, Connecti- 
cut, Massachusetts, Maine and New 
Hampshire; Unit 103, Harvey Ditt- 
berner, Ohio and Michigan; Unit 
104, Harry Rowe, Nebraska, Iowa 
and Wisconsin; Unit 105, Henry 
Shafer, Oregon, Washington and 
Montana. 

CHRYSLER CORP.—During the 
period Jan. 20-Feb. 17, the five 
Chrysler Corp. training centers will 
offer comprehensive service-train- 
ing courses covering the latest fac- 
tory approved service procedures 
for 1961 models. In addition to serv- 
ice procedures, instruction will 
cover theory, diagnosis methods, 
corrective measures, and the cor- 
rect use of the latest special tools 
and equipment. These service train- 
ing courses are offered tuition-free 
to service personnel sponsored by 
Chrysler Motors Corp. dealers and 
MoPar outlets. Chrysler training 
centers are located at: 26001 Law- 
rence Ave., Center Line, Mich.; 
5500 Howard St., Skokie, Ill; 2930 
Forrest Hill Drive, S. W., Atlanta, 
Ga.; 401 Theodore Fremd St., Rye, 
N. Y., and 1111 N. Brookhurst St., 
Anaheim, Calif. 

FORD DIVISION — During the 
period of Jan, 20-Feb. 17, the 36 
Ford district school instructors will 
be completing a body maintenance 
course and starting new courses 
according to local requirements. 

GMO TRUCK & COACH DIVI- 
S1ION—Instruction in the approved 
overhaul, maintenance and diag- 
nosis procedures is available (free 
of charge) to all service personnel 
sponsored by a GMC truck dealer, 
or a GMC truck fleet operator. The 
following courses are offered: 1. 
rear axles, 2. front-end alignment 
and wheel balancing, 3. power steer- 
ing, 4. air suspension, 5. hydraulic 
brakes, 6. air brakes, 7. standard 
transmission, 8. Hydra-Matic and 
Torqmatic transmissions, 9. four- 
wheel drive, 10. carburetion, 11. 
basic automotive electricity, 12. gas- 
oline-engine tuneup, 13. gasoline- 
engine overhaul, 14. diesel-engine 
tuneup, 15. diesel-engine overhaul, 
16. diesel driver training, 17. ad- 
vanced vocational training, (a five- 
week course for training new me- 
chanics. GMC maintains classrooms 
in the following cities: Atlanta, 
Jacksonville, Boston, Charlotte, 
"|\Chicago, Milwaukee, Cincinnati, 
Dallas, El Paso, Houston, Denver, 
Salt Lake City, Detroit, Cleveland, 
Kansas City, Oklahoma City, 
Omaha, Los Angeles, Memphis, New 
Orleans, New York (two centers), 
Oakland, Philadelphia, Washington, 
Pittsburgh, Buffalo, Portland, St. 
Louis and Minneapolis. Address in- 
quiries to Service Training Activ- 
ities, GMC Truck & Coach Division, 
Pontiac 11, Mich. 

INTERNATIONAL HARVEST- 
ER—Technical training centers 
located in Atlanta, Dallas, and 
Harrisburg, Pa, are conducting 













































Car Tested: 
SAAB WAGON 


Engine: Two-stroke, gas-oil 
mixture. 

Cylinders: Three. 

Bore and stroke: 2.76 inches 
by 2.87 inches. 

Displacement: 51.3 cubic 
inches. 

Horsepower: 42 at 5,000 revo- 
lutions per minute, 

Compression ratio: 7.3 to 1. 

Torque: 60 pounds-feet at 3,000 
RPM. 

Gears: Three forward, one re- 
verse, all forward gears syn- 
chronized. 

Steering: Rack and pinion 
ratio 14 to 1, 

Brake-lining area: 105 square 
inches. 

Tires: Tubeless, 5.60x15. 

Front-wheel drive. 

Suspension: Coil springs and 
hydraulic shock absorbers on all 
four wheels. 

Wheelbase: 98 inches. 

Track, front and rear: 48 
inches. 

Overall length: 162 inches, 
Overall width: 62 inches. 
Height: 58 inches. 






















Interior Easily Cleaned 


LASTIC covering on doors and 

seats should be pointed out for 
ease of cleaning. Likewise the dull- 
finish (to avoid night reflections) 
metal dash and plastic foam-rubber 
sun visors. 

Sitting slightly on the bias, be- 
cause of a wheel-housing projec- 
tion into the passenger compart- 
ment, the driver can easily reach 
his brake, clutch and accelerator 
pedals. The brake and clutch are 
sized well, although the man wi 
especially large feet may find them 
a bit too close together. 

A blind is fixed behind the 
grille, as in the Rolls-Royce. It is 
regulated from the passenger 
compartment, and it controls the 
cool air directed against the radi- 
ator and engine. This means 
quicker warmup in cold weather 
and increases the efficiency of op- 
eration through better regulation 
of temperatures. 

Defroster vents, about two inches 
long, are cut into the top of the in- 
strument panel at regular intervals 
so that the entire windshield is 
cleared in. a matter of minutes in 
case of frost or mist. 

In addition, two small air-jet 
holes are pierced into either end of 
the dash panel, which allow heat 
to reach the side windows and de- 
frost an area big enough to see 
both outside rear-view mirrors. 

cd * *K 


Two-Cycle Engine 

TARTING the car is easy. The 

ignition key is turned to the 

right. In cold weather, the choke 
is pulled about three-quarters out. 
The starting handle, just beneath 
the ash tray, is pulled forward and 
with no pressure on the accelerator, 
the car kicks over. 

Since this is a two-cycle engine 
with a gas-oil mixture, the initial 
start is accompanied by a cloud 
of exhaust smoke. Some customers 
may object or think the engine 
is burning oil. If they are unfamil- 
iar with the two-cycle principle, 
this is a good time to give them a 
short rundown. 

The test car had a three-speed 
transmission. A four-speed is avail- 
able at extra cost. 

Body work shows the care that 
Sweden boasts of, No need to take 
the customer over the exterior or 
interior finish hurriedly. Note 
how the joints are fitted together 
with care and precision. me 

For the safety minded, there is 


much to talk about. The unisteel ee — 
body uses good, heavy-gauge stee!.| Saab Wagon Called Roomy, Economical— 

As mentioned earlier, passengers The Saab station wagon is compact, yet it is roomy enough to carry almost any- 
thing that needs to be transported, according to Ed Brown, who. sales-tested the car 


and driver sit inside the strength- 
ening members at the sides of the/for Automotive News. Brown averaged 32 miles per gallon on his test run. 










































































capaci 
people plus 310 pounds luggage; 
two people plus 770 pounds 
freight, or seven people, 

Freight space volume: 39 cubic 
feet. 

Turning circle diameter: 36 
feet. 

Standard equipment: Padded 
sun visors, windshield washers, 
ashtrays on instrument panel 
and in rear seat, dual horns, 
heater-ventilator-defroster unit, 

» foam-rubber up- 
holstery, gas-gauge warning 
light, outside rear-view mirrors, 
third seat, 
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~| Monroe Building 


-.|Plant in Nebraska 


Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 



























































MONROE, Mich.—A $3.5 million 
Monroe Auto Equipment Co. plant 
designed to meet present and fu- 
ture demand for shock absorbers in 
the West is under construction in 
Cozad, Neb., Brouwer D. McIntyre, 
president, has announced. 

The new factory will supplement 
the company’s present manufactur- 
ing facilities in Monroe, and Hart- 
well, Ga., McIntyre said, 

“Our steady growth in sales, with 
the prospect of continuing in- 
creases, makes the new plant a 
logical step in our long-range 
plans for company expansion,” Mc- 
Intyre declared. “Its location will 
enable us to better serve our cus- 
tomers in the Midwest, Southwest 
and West, where population and 
car registrations are both climbing 
at record rates.” 















training for dealer and fleet serv- 
icemen, Five different courses are 
offered. They are: Dealer service- 
men, dealer service management, 
diesel service, light-duty fleet serv- 
icemen and heavy-duty fleet serv- 
icemen. Correct diagnosing, main- 
tenance and service procedures are 
emphasized in each service opera- 
tion. For further information, con- 
tact your nearest International 
truck district or branch. 

MACK TRUCKS, INC.—Two one- 
week courses are being offered, 
tuition-free. Diesel engine, Jan. 23, 
Feb. 6, 13 and clutch, transmission, 
carrier and bogie, Jan. 30. For 
further information contact: Plain- 
field Service School Supervisor, 
Mack Trucks, Inc., 935 S. Second 
St., Plainfield, N. J. 

STUDEBAKER-PACKARD — 
Courses covering all phases of Stu- 
debaker-Packard, Mercedes-Benz 
and Auto Union vehicles are being 
given at the following technical 
training centers by their respective 
instructors: New York City, F. X. 
Coghlan; Atlanta, W. N. Hall; Kan- 
sas City, W. N. Hall; Los Angeles, 
L. J. Young; South Bend, A, §. 
Kidder. 


For All Servicemen 
ALLEN ELECTRIC and EQUIP- 
MENT CO., Kalamazoo, Mich— 
The Allen Power-Tune course, cov- 
ering diagnosis and electrical 
performance troubles, includes 
training on regulators, generators, 
batteries, distributors, ignition cir- 
cuit and use of Allen scope. Also 
offered is the Allen PM Tune-Up 
school for learning the fundamen- 
tals of the tuneup business includ- 
ing servicing and merchandising. 
A nominal fee is charged. For 
starting dates, contact the local 
Allen representative or write di- 
(Continued on Page 32, Col. 3) 


Stronger Tyrex 
Is Announced by 
Industrial Rayon 


CLEVELAND.—Introduction of @ 
stronger Tyrex rayon tire cord is 
reported by Industrial Rayon Corp, 

The company said the new cord — 
is the result of more than two ~ 
years of research and added that — 
“there is sound basis for the ex-— 
pectation that even more improved 
Tyrex tire cord products will be 
developed in the near future.” Re 

Industrial Rayon said the new 
cord is “particularly well-suited” 


be 10 percent stronger than 
present cord and has improved — 
characteristics which will enable — 


tires with greatly increased resist 
ance to impact failure and fatigue, 
the company stated. 

Intensive testing of the new cord 
by tire companies igs reported t 
have produced highly favorable re 
Sults, it was said. 

Frederick L, Bissinger, president 
of Industrial Rayon, said commer- 
cial production of the new cord — 
will be started early this year. He — 
said the cord will be offered at — 
regular prices and will be a 
in all deniers for use in car, heavy> 
duty truck and bus tires. - 


for heavy-duty tires, It is ssid 


the manufacture of Tyrex cord if 
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Used-Car Auction Prices 


(Continued from Page 29) 


$1,780* (ps), $1,620*; Galaxie (8) 4- 
dr. Victoria, $1,710* (ps); Fairlane 
500 (8) 2-dr., $1,630* (ps), $1,425"; 


Falcon (6) 2-dr., $1,375, $1,325. 

'59 Galaxie (8) skyliner, $1,500* (ps); 
2-dr. Victoria, $1,430*; conv., $1,290* 
(ps); 4-dr. Victoria, $1, 075*; Fairlane 
500 (8) 2-dr, Victoria, $1, 270°; Coun- 
try Sedan (8). 4-dr., $1,180; Ranch 
Wagon (8) 4-dr., $1,140* (ps); Ranch 
Wagon (6) 4-dr., $1,060; Fairlane (8) 
2-dr., $975*%; Custom 300 (8) 2-dr., 
$910*, $880*. 

'58 Fairlane 500 (8) conv., $1,015* (ps); 
2-dr., $850*; 2-dr. Victoria, $850° 
(ps); Ranch Wagon (6) 2-dr., $770*. 
57 Fairlane 500° (8) 4-dr, Victoria. 
$475*; Custom 300 (8) 4-dr., $450. 

*56 Fairlane (8) Crown Victoria, $410*. 
54 Crest (8) 2-dr. Victoria, $225*, 

IMPERIAL—’ 57 Crown 4-dr. hardtop, $1,- 
250* (ps); 2-dr. hardtop, $940* (ps). 

MERC URY—’60 Montclair 4-dr, hardtop, 
$2,025* (ps). 

’58 Monterey conv., $910* (ps); 2-dr., 
$860*, $790*; Commuter 4-dr,, $825* 

4-dr. 


(ps). 
$7 Montelair conv., $640* (ps); 
hardtop, $600* (ps); Monterey 2-dr., 
$555*; 4-dr., $500° (ps). 
’56 Monterey 2- dr, hardtop, $325*, 


OLDSMOBILE—’61 (88) 2-dr, Scenic, $2,- 
790* (ps). 
"60 (88) 2-dr, Scenic, $2,160* (ps). 
°59 (88) 4-dr., $1,330", 
58 (88) 2-dr. Holiday, $1,040* (ps). 
’56 (88) 2-dr, Holiday, $425*; 2-dr., 
$350". 


PACKARD—’53 Clipper 4-dr., $140. 
PLYMOUTH—'59 Suburban (8) Sport 4- 
dr., $1,325* (ps); Custom 4-dr., $1,- 
190* (ps); Savoy (8) 4-dr., $825*. 
’58 Belvedere (8) 2-dr, hardtop, $675*; 
Suburban (8) Custom 4-dr., $210*. 


PONTIAC—’59 Catalina 4-dr. Vista, $1,- 
465* (ps). 
’58 Bonneville conv., $1,300* (ps); Su- 


per Chief 2-dr, Catalina, $1,080* (ps); 
Star Chief 4-dr., $990* (ps), 

’56 Chieftain Safari 4-dr., $480*, $395*; 
2-dr., $245*. 

RAMBLER—’60 Super (6) station wagon, 
$1,475; 4-dr., $1,375*; American (8) 
4-dr., $1,100. 

59 Super (6) $1,060; Super (8) 
4-dr., $1,005. 
’58 Custom (6) Cross Country, $875*. 


FLINT 


Flint Auto Auction, Sale every .Wednes- 
day. Prices are for sale of Jan, 4, Prices 
showed a slight gain over previous weeks. 
Percentage was also better than it has 
been, Sold 162 cars from 233 consignments. 


4-dr., 


BUICK—’60 Invicta Estate Wagon, $2,- 
615* (ps); 4-dr., $2,405* (ps); Le- 
Sabre 4-dr. hardtop, $2,375* (ps), $2,- 
300* (ps); 4-dr., $2,105* (ps); 2-dr., 


$2,200* (ps), $2, ‘115* (ps); Electra 4- 
dr., $2,350* (ps). 

’59 Invicta 2-dr, hardtop, $1,615* (ps); 
LeSabre 4-dr., $1,550* (ps), $1,370* 
(ps); 4-dr, hardtop, $1,250*. 

’58 Super 4-dr. Riviera, $1,150* (ps). 

’57 Special Estate Wagon, $790*; 4-dr. 
Riviera, $740* (ps); RM 4-dr., $755* 
(ps), $740* (ps); Super 2-dr, Riviera, 
$725* (ps). 


’56 RM 4-dr., $480* (ps); Super 2-dr. 
Riviera, $475* (ps); Century 4-dr., 
$300* (ps). 


’55 Super 2-dr., $160* (ps). 


CADILLAC—’59 de Ville 2-dr. hardtop, 
$2,965* (ps); 4-dr, hardtop, $2,850* 
(ps); (62) 4-dr. hardtop, $2,700* (ps). 

*58 (62) 4-dr., $1,800* (ps), $1,700* 
(ps). 

’57 (62) conv., $1,585* (ps); 2-dr, hard- 
top, $1,550* (ps). 

"54 (62) 4-dr., $315* (ps), $180* (ps). 

CHEVROLET—’60 Impala (8) conv., $2,- 
000* (ps); sport coupe, $1,725*, $1,- 
630; Parkwood (8) 4-dr., $1,750* (ps), 
$1,595*; Parkwood ‘6) 4-dr., $1,750* 
(ps); Corvair (6) 4-dr., $1,405*, $1,- 
175. 


‘59 Impala (8) conv., $1,475* (ps), $1,- 
415* (ps); sport coupe, $1,435* (ps); 
Parkwood (8) 4-dr., $1,405* (ps), $1,- 


305*; Brookwood (8) 4-dr., $1,400* 
(ps); Bel Air (8) sport sedan, §$1,- 
295* (ps); 4-dr., $1,270*; 2-dr., $1,- 
165*; Bel Air (6) 4-dr., $1,215* (ps); 
2-dr., $1,100*, $1,035, $1,025; Biscayne 
(6) 4-dr., $975*, $915; Biscayne (8) 
2-dr., $930*. 

"58 Biscayne (6) 4-dr., $850*; Bel Air 
(8) 2-dr., $830*, $795* (ps); 4-dr., 
$790*; Bel Air (6) 2-dr., $700 


’57 Bel Air (8) 4-dr., $800*, $740* (ps); 
Two-ten (8) 4-dr., "$600*; 2-dr., $590*; 
Two-ten (6) 2-dr., $580; 4-dr., $560*. 

’56 Bel Air (8) sport coupe, $565*; 4-dr., 
$510*; Two-ten (6) 2-dr., $490*; 4- 

$130; Two-ten (8) sport 


dr., $300*, 





West Coast Greeting— 


Jack F. Wolfram, left, Oldsmobile gen- 
eral manager, and Emmett P. Feely, right, 
general sales manager, are welcomed to 
California by E. D. Ruth, center, Oldsmo- 
bile Pacific regional manager. The Olds 
top officials held a series of dealer meet- 
ings and conferences in connection with 


the General Motors Motorama in San Fran- 
cisco. 


coupe, $280; 2-dr., $245*. 
’55 Bel Air (8) 4-dr., $285°; 
(6) 2-dr., $185. 
’54 Bel Air 2-dr., $250; Two-ten station 


One-fifty 


wagon, $205; 2-dr., $175*. 
CHRYSLER—’59 NY 4-dr., $1,500* (ps). 
'57 Saratoga 4-dr., $630* (ps); (300) 

2-dr. hardtop, $515* (ps). 

— ‘57 Firedome 2-dr. hardtop, 
$525*; Fireflite 2-dr. hardtop, $490* 
(ps). 

56 *Pirefiite 4-dr., $585* (ps). 
DODGE — '59 Coronet (6) 4-dr., $925* 
(ps). 
"58 Coronet (6) 2-dr., $625, 
"S57 Coronet (8) 2-dr., $565*. 
’55 Custom Royal (8) 2-dr, hardtop, 
$110* (ps). 
"54 Coronet (6) 4-dr., $125*. 
FORD—'60 Fairlane 500 (8) 2-dr., $1,- 


425* (ps), $1,305; Custom 300 (8) 2- 
dr., $1,310; Falcon (6) 2-dr., $1,275. 
"59 Thunderbird (8) 2-dr, hardtop, §2,- 
120° (ps); Galaxie (8) 4-dr., $1,365*; 


Country Sedan (6) 4-dr., $1,300; 
Country Sedan (8) 4-dr., $1, 150° ; 
Fairlane 500 (8) 4-dr., $1,100*; Cus- 
tom 300 (8) 2-dr., $965; 300 
(6) 2-dr., $930. 

"58 Country Sedan (8) 4-dr., $900* 


(ps); Custom 300 (6) 2-dr., $650. 

’67 Fairlane (8) 2-dr, Victoria, $575*; 
Custom (8) 2-dr., $510*, $400; 
tom (6) 2-dr., 

°56 Ranch Wagon (8) 2-dr., $440* (ps); 
Country Sedan (8) 4-dr., $360; Cus- 
tom (8) 4-dr., $175; 2-dr., $175. 

‘56 Custom (8) 4-dr,, $175; Custom (6) 
2-dr., $165; Country Sedan (8) 4-dr., 
$175; Ranch Wagon (8) 2-dr., $105. 

IMPERIAL—’57 Imperial 2-dr, hardtop, 
$1,250°*. 
LINCOLN—’58 Premiere 4-dr., $1,600°*. 


a 59 NY 2-dr. hardtop, $1,925* 


(ps 
"57 NY 4-dr. hardtop, $975* (ps); (300C) 
2-dr. hardtop, $950* (ps); Windsor 2- 
dr. hardtop, mg op 4-dr., $545*° (ps). 
COMET—’60 Comet 2-dr., $1,435. 


DesOTO—'59 Firedome 4-dr. hardtop, $1,- 
310* (ps). 
’58 Fireflite conv., $680*. 
‘57 Firedome 4-dr., $525* (ps). 
DODGE—'60 Dart (8) Phoenix 4-dr. hard- 
top, $1,750* (ps); Seneca station wag- 
on, $1,750*; 4-dr., $1,600*. 
"59 Sierra (8) 4-dr., $1,200*. 
’57T Coronet (8) 2-dr. hardtop, $675* (ps) ; 


4-dr. hardtop, $310*, $240*; Coronet 
(6) 4-dr., $485*. 
EDSEL—’59 Corsair 2-dr. hardtop, $635* 


(ps). 

FORD—'61 Thunderbird (8) 2-dr. hardtop, 
$3,925* (ps), $3,800* (ps); Galaxie (8) 
conv., $2,625* (ps). 

60 Thunderbird (8) conv., $2,775* (ps); 
2-dr. -hardtop, $2;700* (ps); 
(8) Starliner, $1,680* (ps), $1,545°, 
oo? Fairlane 500 (8) 4-dr., $1,- 

"59 Thunderbird (8) 2-dr. hardtop, $2,- 
370* (ps), $2,215* (ps), $2,010* (ps), 
$1,850; conv., $2,355* (ps), $2,150* 
(ps); Country’ Sedan (8) 4-dr,, $1,325°, 
$1,235*; Country Sedan (6) 4-dr., $850, 
$845*; Galaxie (8) Skyliner, $1, 315° 
(ps), $1,290*, $830* (ps); 2-dr, Vic- 
toria, $1,305* (ps), $1,255*; conv., $1,- 
180°; 4-dr., $1,145* (ps); Fairlane 500 
(8) 4-dr., $1,060*; Fairlane (8) »4-dr., 
$990°; Costom 300 (8) 2-dr., .$935*; 
4-dr., $870*, $670°. 

"58 Thunderwied 4 (a) 2-dr. hardtop, $1,- 
845* (ps), $1,810* (ps), $1,780* (ps); 
Country Squire (8) — $1,040* (ps); 
Country Sedan (8) 4-dr., $855* (ps); 
Fairlane 500 (8) conv., $750* (ps); 
2-dr. Victoria; $745*; Fairlane (8) 4- 
ar. Victoria, $735*; Custom 300 (6) 
2-dr., $400. 

"57 Country Sedan (8) 4-dr., $815* (ps); 
Fairlane 500 (8) Skyliner, $790* (ps); 
2-dr. Victoria, $700; conv., $680* (ps); 
Custom (6) 2-dr., $285. 

’56 Thunderbird (8) conv., $1,295*; Fair- 


MEROURY—’59 Commuter 4-dr., $1,290* lane (8) 2dr. Victoria, $475*; Country 
(ps). Sedan (8) 4-dr., $275. 
’56 Monterey 2-dr. hardtop, $290, IMPERIAL—’ 59 Crown 2-dr. hardtop, $2,- 
OLDSMOBILE—’60 (88) conv., $2,150* 300° (ps), $2,135* (ps); Imperial 4-dr. 
(ps); 4-dr., $2,095" (¢ hardtop, $1,475* (ps). 
"5S (98) 4- ar. Holiday, $1, 150*; (88) 4-| LEINCOLN—’61 Continental 4-dr. hardtop, 
dr., $1,075*; (88) Super 4-ar. , $1,- $5,650* (ps). 
010°. *59 Continental 4-dr, hardtop, $2,125* 
’57 (88) Super Fiesta 4-dr., $610*. 2 (ps), $1,930* (ps), $1,710* (ps). 
’56 (88) 2-dr. Holiday, $495* (ps), *58 Premiere 2-dr. hardtop, $1,280* (ps). 
$480*. 57 Premiere 2-dr. hardtop, $1,025* (ps); 
55 (88) Super 4-dr., $185*. we fr at., $905* (ps). 
PLYMOUTH—’59 Suburban (6) Custom 56 Continental Mark II 2-dr. hardtop, 
4-dr., $915*. $2,900* (ps), $2,825* (ps); Capri 2-dr. 
’58 Belvedere (8) 4-dr., $510* (ps). hardtop, $440* (ps). 
’57 Suburban (8) 4-dr., $540*; Belvedere | MERCURY—’'60 Monterey 4-dr. hardtop, 
(8) 2-dr, hardtop, $415* (ps); Savoy ‘ $2,000* (ps). 
(6) 2-dr., $330*, $315*; Savoy (8) 4- 59 Monterey 4-dr., $1,175* (ps), $1,155*, 
dr., $310*; 2-dr., $160*, ‘ $1,030* (ps). 
PONTIAC—'60 Bonneville “4-dr., $2,370* 58 Monterey 4-dr. hardtop, $845*, $815*; 
(ps) Turnpike Cruiser 2-dr. hardtop, $825* 
59 Catalina sport coupe, $1,450* (ps), (ps). 
$1,440* (ps). ’57 Turnpike Cruiser 2-dr. hardtop, $785* 
’58 Chieftain 4-dr., $845*; 2-dr. Cata- (ps); Monterey 4-dr., $645*, $625*; 
lina, $800*. 2-dr. hardtop, $500*; Montclair 4-dr. 
’57 Chieftain Safari 4-dr., $690* (ps). hardtop, $545*. 


RAMBLER—’59 Super (6) Cross Country, 
$1,160; 4-dr., $950*, 

’58 Super (8) Cross Country, $850* (ps). 
VALIANT—’60 Valiant 200 4-dr., $1,350. 
betes — °’55 Bermuda 2-dr. hardtop, 

195. 
MISCELLANEOUS—’60 Chevrolet (6) %- 
ton pickup, $1,060, 

’59 Ford (8) Ranchero, $975. 

*58 Ford (6) %-ton pickup, $690. 

’65 GMC (6) pickup truck, $355. 


CHICAGO 


Greater Chicago Auto Auction. Sale every 
Thursday, Prices are for sale of Jan, 5. 
Sharp cars found buyers-a-plenty. Market 
needs sharp units. Sold 513 cars from 794 
consignments, 

BUICK—’59 Invicta 4-dr. hardtop, $1,750* 
(ps); 4-dr., $1,430* (ps); Electra 4-dr. 
hardtop, $1,680* (ps), $1,675* (ps), 
$1,500* (ps); 2-dr. hardtop, $1,570* 
(ps); LeSabre 2-dr. hardtop, $1,435* 
(ps), $1,430* (ps); conv., $1,385; 4-dr. 
hardtop, $1,375* (ps), $1,335* (ps), 
$1,320*, $1,275*. 

"5S Special 4-dr. Riviera, $870* 
conv., $800*; 2-dr., $720*. 

’57 Special Estate Wagon, $1,115* (ps); 
4-dr. Riviera, $560*; 2-dr. Riviera, 
$540*. 

"56 Century conv., $450* (ps); Special 
4-dr., $285*; RM 4-dr. Riviera, $226* 


(ps); 


(ps). 

’55 Special 2-dr. Riviera, $300*; Century 

4-dr. Riviera, $240*. 
CADILLAC—’61 Eldorado conv., $5,750* 
(ps). 

"60 de Ville 2-dr. hardtop, $4,075* (ps), 
$3,900* (ps); (62) 2-dr. hardtop, $3,- 
875* (ps), $3,760* (ps), $3,700* (ps), 
$3,645* (ps). 

59 (60) Special 4-dr. hardtop, $3,225* 
(ps); (62) 4-dr., $3,080* (ps), $2,905* 
(ps), $2,865* (ps), $2,700* (ps); 2-dr. 


hardtop, $2,810* (ps); de Vilie 2-dr. 
hardtop, $3,000* (ps), $2,975* (ps), 
$2,855* (ps); $2,800* (ps); 4-dr, hard- 
top, $2,850* (ps). 

"5S (62) conv., $2,140* (ps), $1,985* 
(ps); 2-dr. hardtop, $1,900* (ps). 

57 (62) Coupe de Ville, $1,490* (ps); 
4-dr., $1,315* (ps), $1,130*; Sedan 
de Ville, $1,240* (ps); (60) Special 
4-dr. hardtop, $1,475* (ps), $1,375", 
$1,245* (ps); Eldorado conv., $1,400* 
(ps). 

"56 (62) 4-dr., $485* (ps). 

'55 (62) Coupe de Ville, $1,060* (ps), 


$835* (ps). 
'54 (62) 2-dr. hardtop, $800* (ps). 
CHEVROLET—’60 Corvette (8) conv., $2,- 
775*, $2,600*; Nomad (8) 4-dr., $2,- 
265* (ps); Impala (8) sport coupe, $2,- 
200, $2,190* (ps), $2.075* (ps), $2,050, 
$1,990, $1,845*, $1,830; conv., $2,085, 
$2,000*; sport sedan, $1,950* (ps); 
4-dr., $1,785*; Impala (6) 4-dr., $1,- 
800; Corvair (6) 4-dr., $1,450*. 

59 Corvette (8) conv., $1,995; Impala 
(8) conv., $1,530* (ps); sport coupe, 
$1,500: sport sedan, $1,500* (ps), $1,- 
415*, $1,365* (ps); 4-dr., $1,290* (ps), 
$1,250*, $1,170*; Bel Air (8) sport 
sedan, $1,465* (ps); 4-dr., $1,300* 
(ps); Bel Air (6) 2-dr., $1,045*. 

‘58 Corvette (8) conv., $1,855*; Impala 
(8) conv., $1,255* (ps); Nomad (8) 
4-dr., $985*; Bel Air (8) 4-dr., $980*; 
Bel Air (6) 4-dr., $935*, $855*. 

‘ST Bel Air (8) sport sedan, $960*, $900*, 
$880*; Bel Air (6) 4-dr., $800* (ps); 
Two-ten (8) station wagon, 
Two-ten (6) sport sedan, $820*; on: 
tion wagon, $735*; 4-dr., $630*; One- 
fifty (6) 4-dr., 2 at $650; $625. 












*56 Custom 2-dr. hardtop, $310*. 
OLDSMOBILE—’60 (98) 4-dr. Holiday, 2 
at $2,450* (ps); (88) Super 4-dr. Holi- 
day, $2,300* (ps). 
$1,850* (ps), $1,- 


"59 (88) Super 4-dr., 

735* (ps); (98) 4-dr. Holiday, $1,790* 
(ps), $1,680° (ps); 2-dr. Scenic, $1,- 
640* (ps); (88) 4-dr. Holiday, $1,635* 
(ps). $1,630* (ps), $1,400* (ps). 

58 (98) 2-dr, Holiday, $1,280* (ps); 4- 
dr, Holiday, $1,065*) (ps); (88) Super 
4-dr. Holiday, $1,250* (ps): 2-dr. Holi- 
day, $1,210* (ps); (88) Fiesta 4-dr., 
$1,210* (ps); conv., $1,025* (ps). 

‘57 (98) conv., $1,110* (ps), $800* (ps); 
4-dr. Holiday, $745* (ps); (88) 4-dr. 
Holiday, $670*. 

°56 (88) Super 4-dr. Holiday, $700* (ps), 
$610* (ps). 

PLYMOUTH—’60 Sport Fury (8) 
hardtop. $1,670* (ps). 

‘59 Belvedere (6) 4-dr.. $985, $965*: Fury 
(8) 4-dr, hardtop. $850* (ps); Subur- 
ban (6) 4-dr., $825. $750*; Savoy (6) 
4-dr.. $770; Sport Fury (8) 2-dr. hard- 
top, $705* (ps). 

68 Belvedere (8) 4-dr. $785*: 
2-dr.. $650*: Plaza (6) 2-dr., 

57 Belvedere (8) 4-dr., $570°*; 
4-dr.. $380* $290. 

PONTIAC—’ 61 Catalina conv., $2,735* (ps). 

’60 Bonneville sport coupe, $2,360* (ps); 
Star Chief 4-dr., $2,300* (ps), $2,190* 
(ps), $2,100* (ps), $2.100: Catalina 
4-dr. Vista, $2,140* (ps), $2.000. 

‘59 Bonneville snort coupe, $2,025* (ps), 
$1,900* (ps), $1,875* (ps): 4-dr. Vista, 
$1,670* (ps); 4-dr.. $1,635* (ps); 
Catalina conv., $1,625* (ps). 

RAMBLER—’59 Custom (8) Cross Coun- 
trv, $1,320*, $1,305*, $1,300*; Super 
(8) Cross Country, $1,235; Super (6) 


4-dr., $960. 
'58 Custom (8) 4-dr., $925,, $865*; 
$560". 


(6) 4-dr., $710. 
*57 Custom (6) 4-dr., 
STUDEBAKER—’61 Lark (6) 2-dr., 
535* (ps). 
’60 Lark (6) 2-dr., $1,051* (ps). 
59 Lark (6) 2-dr., $950*, $870*; 
$765*, $765. 
"57 Champion (6) 4-dr., $290. 
VALIANT—’60 Valiant station wagon, $1,- 
600; 4-dr., $1,400. 


DETROIT 


State Fair Auto Auction, Inc, Sale every 
Tuesday and Friday, Prices are for sales 
of Dec. 20 and Dec. 30, Sold 119 cars from 
269 consignments. Prices steady and hold- 
ing. 

BUICK—’58 Century 4-dr. Riviera, $965*. 


2-dr. 


Savoy (8) 
$415. 
Savoy (6) 


Super 


$1,- 


4-dr., 


’57 Special conv., $650* (ps); 2-dr. Rivi- 
era, $610* (ps). 

"56 Special Estate Wagon 4-dr., $425*; 
2-dr. Riviera, $370*; 4-dr, Riviera, 
$340*. 

CADILLAC—’61 de Ville 4-dr. hardtop, 
$4,450* (ps). 

59 de Ville 4-dr. hardtop, $2,845* (ps), 
$2,750* (ps). 

CHEVROLET—’'60 Corvair 700 (6) 4-dr., 
$1,270. 

*59 Biscayne (8) 2-dr., $925*. 

58 Bel Air (8) sport sedan, $1,050* 
(ps); sport coupe, $975* (ps); conv., 
$875*, $820*; Biscayne (6) 4-dr., $825. 

'57 Brookwood (8) 4-dr., $950*; Bel Air 
(8) sport sedan, $825*; Two-ten (6) 4- 
dr., $575. 

56 Bel Air (8) 2-dr., $495*, $400°; Bel 
Air (6) 2-dr., $415*; Two-ten (8) sta- 
tion wagon 4-dr., $445*. 

CHRYSLER—’58 Windsor 4-dr. hardtop, 
$885* (ps). 

’ST Saratoga 4-dr., $700* (ps); Windsor 





Galaxie 





FORD—’ 60 Falcon (6) 2-dr., $1,270*; Cus- 





‘656 Fairlane (8) 2-dr., $500*, $310°; 
Fairlane (6) 2-dr., $290*. 


IMPERIAL —'57 Imperial 2-dr. hardtop, 

par 

; ps 

MERCURY. Y—’60 Monterey 4-dr., $1,760*. 
"58 par hing conv., $960*. 

ST Colony Park 4-dr., $770*; 2-dr., 





$630*°; Monterey 2-dr. nardtop, $425°. 

*56 Monterey 4-dr., $350*, 

59 ss) 2-dr., $1,300*, 
$1,295"; conv., 050°. 

"5S (88) 2-dr., 0c 

‘58 Suburban (8) Sport 4- 
dr., $710°*. 

, Suburban ) Custom 4-dr., $650° 
Belvedere (8) conv., es ~e 
$440*; Savoy (8) 2-dr., $285°. 

"56 Belvedere (8) 4-dr., $310*; 2-dr., 
$320°; Suburban (8) Custom 2-dr., 


PONTIAG—'59 Catalina 2-dr., $1,660*. 


“To prove I’m not trying to "58 Star Chief 2-dr. Catalina, §975*; 2- 


dr., $800*. 
eee you, I'll tear up your se 4-dr., $380". 
RAMBLER—’'60 Super (8) 4-dr., 982,400": 


Super (6) 4-dr., $1,305*, — 
"59 ee (6) — Country 4 ee 
215, $1,135; 4-dr 


4-dr., $680* (ps). » $930. 
’58 Super (6) Cross Country 4-dr., $770, 


’55 Windsor 4-dr., $155*, 
Fired 


DeSOTO—’ 58 ome 4-dr., $830* (ps). $650. 
‘57 Firesweep 2-dr, hardtop, $570*, "56 Custom (6) Cross Country 4-dr., 
$545*, $510*, $470*, §360*. $350; Super (6) 4-dr., $270*. 


‘56 Firedome station wagon 4-dr., $390*. | STUDEBAKER—'60 Lark (8) 4-dr., $1,4 





DODGE—’'59 Custom Royal (8) 2-dr. hard- 150. 
top, $1,375"; Coronet (8) conv., $1,- | MISCELLANEOUS—’57 Chevrolet %-ton 
125; Coronet (6) 4-dr., $395*, pickup, $505. 
°56 Coronet (6) 2-dr., $325*. 53 Chevrolet %-ton pickup, $150. 
’55 Coronet (6) 2-dr., $305*; Coronet 
(8) Suburban 2-dr., "$190°. 


ti i 

tom 300 (8) 4-dr., $1,435* A ns in B f 

‘59 Galaxie (8) 2-dr, Victoria, $1,310*; BORDENTOWN, N., J. 
4-dr, Victoria, $1,075*; Sedan Dealers 

(6) 4-dr.; 

050*; C be and the holidays now over, action has re- 

ar., $305; Custom 300 (8) 2-dr., $785*; sumed, Buyers were here in mass and will- 
Fairlane (8) 4-dr,, $855*. ing to buy, particularly the sharp automo- 

"58 Fairlane (8) 4-dr., $705°; 2-dr., | biles. Sold 74 percent of 404 consignments. 
$475*; Custom 300 (8) 4-dr., $625; * * «& 
Custom 300 (6) 4-dr., $600. 

"57 Fairlane (8) 4-dr. Victoria, $605*; 
2-dr., $550*, $430*, $320°; Fairlane 
(6) 2-dr., $400*%; Country Sedan (8) 

(8) 2-dr., 
$500* ; 


PA, 
Manheim Auto Auction, Sale every Fri- 
day (Jan. 6). After several weeks of bad 
weather and poor sales, the sale is back to 
normal with plenty of activity, Sold 82 per- 
cent of 662 consignments, 


4-dr., $540; Ranch Wagon 
$530; Custom 300 (6) 4-dr., 
Custom (8) 4-dr., $300*, 
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“LOAD-STER"’ 
HELPER SPRING 


Extra profits are yours when you sell and install the Prior 
“LOAD-STER” Helper Spring, the only spring that takes 
effect only when needed to carry excessive loads caused 
by weight or rough roads. 12 “LOAD-STER” models fit 
most passenger cars and station wagons and all 14-ton 
and 34-ton pickup trucks. Load capacity is increased by 

1,000 to 1,500 pounds making the “LOAD-STER” ideal 
for passenger cars pulling utility trailers, for salesmen 
with heavy sample cases or for pickup trucks with an 
over-load problem. The ease of installation, complete 
absence of maintenance and nearby warehouses will 


make the “LOAD-STER” one of the most profitable and 
salable items you carry. 


mee emt 
LEAF SPRINGS 
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a 4 DALLAS, TEXAS 
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Want Ads 





CLASSIFIED RATES: GENERAL CLASSIFICATIONS: 


Car Recovery 
Cars For Sale 
Cars Wanted 
Trucks For Sale 
Trucks Wanted 


22¢ per word for each in- 
sertion. Minimum 15 words. 
Position Wanted Ilc per 
word. Add $1 per insertion 
for use of box number. 
Contract rates available on 
request. 


DISPLAY RATES: 


$12.30 per column inch for 
each insertion. Minimum 
one inch — maximum ten 
inches. Contract rates avail- 
able en request. 


Antomotive News 


Help Wanted 
Position Wanted 
Dealerships Available 
Dealerships Wanted 
Manufacturers’ Rep. 
Dealer Services 

New Lines Wanted 
Business Opportunities 
Parts For Sale 

Parts Wanted 
Antique Cars 


Accessories For Sale 
Accessories Wanted 
Miscellaneous 


965 E. Jefferson  @ WOodward 3-9520 » 





The Broadest and Most Profitable 
Consumer Credit Insurance 


Market Ever Developed 


Te Ee LL A 


Automobile 
Physical Damage Insurance 


ehensive, Fire, Theft and Collision) 


(Compr 
Credit Life Insurance 


RESOLUTE 
INSURANCE 
COMPANIES 


Established 1926 
SPECIALISTS 
IN CONSUMER CREDIT INSURANCE 


Hartford 3, Connecticut 
* : a 


i‘ 





PORTABLE ... PERMANENT 
KEY CONTROL FOR 24/36/48 CARS 


Hangs up—locks in desk—goes with you for 

selling. ew pee : 
Any position keys safe—can't fall off. eee | 
Large number on key tag matches same on J gece eee | 
panel and car sticker, 

Pat. lock—release holder for easy removal and 

replacement of keys. 

Pilfer-proof—no mix-up or tangle of keys. 

Glance tells what keys are out. 

Pat. clip-board back for writing notes/orders. 


Order Direct from 


A. N. HANNA COMPANY, INC. 
Atlantic Highlands, N. J.—AT 1-169! 


Jobbers write for prices. 


Automotive News 





Shop Equipment For Sale 
Shop Equipment Wanted 


Detroit 7, Michigan 









rectly to Educational Department, 
Allen Electric & Equipment Co., 
2101 N. Pitcher St., Kalamazoo, 
Mich. 

AMMOCO TOOLS, North Chicago 
—Brake servicing. Contact Dick 
Stevenson, Ammco Tools, Inc., 2150 
Commonwealth Ave., North Chi- 
cago, Ill. Clinic type instruction 
facilities available through 35 mo- 
bile units manned by factory-train- 
ed technicians. Five-day, complete 
brake servicing course is available, 
Jan, 23. 

JOHN BEAN DIVISION, Lan- 
sing—(A) Wheel alignment, wheel 
balance, steering systems, Jan. 30; 
(B) Advanced wheel alignment, 
steering gear service, collision serv- 
ice, suspension systems, and minor 
body-frame alignment, Feb. 6; 
(C) Collision service of suspension 
system, frame straightening and 
body alignment, Feb. 13; (D) Brake 
servicing, Jan, 23. Combined 
courses are also offered, (AB), Jan. 
30-Feb. 10; (ABC), Jan. 30-Feb. 17; 
(AD), Jan. 16-27; (BC), Feb. 6-17. 

BEAR MFG. CO., Rock Island, 
Ill.—School offers training in align- 
ment and balancing theory, start- 
ing every week. Courses from two 
to four weeks long are offered 
which include basic theory and 
practical work in alignment, frame 
correction and wheel balancing with 
special studies in manual] and pow- 
er steering adjustment, wheel 
straightening, front-axle and rear- 
housing correction, tire truing, op- 
eration of safety-check equipment, 
heavy-duty alignment and frame 
correction and customer reception. 
Three and four-week courses allow 
additional emphasis on type of 
equipment in the shop where stu- 
dent is employed, 

BARRETT EQUIPMENT CO., St. 
Louis, Mo.—Brake School—Theory, 
principles and practical application. 
Training conducted by the Barrett 
Brake Schools in St. Louis, Miami 
and Los Angeles with a new school 
opening in Philadelphia. For dates 
of scheduled classes and enroll- 
ment contact Barrett Equipment 
Co., 2101 Cass Ave., St. Louis 6, Mo. 

BENDIX PRODUCTS DIVISION, 
South Bend—Courses are offered on 
Bendix power brakes and Strom- 
berg carburetors through schools 
sponsored by authorized Bendix 
distributors, The schools provide 
the basic service and sales training 
for automotive servicemen required 
in the development of service deal- 
ers. Classes are scheduled by each 
distributor to meet local needs and 
the length of an individual course 
is three or four evenings or one 
full day. No tuition fee is charged. 
Additional information may be ob- 
tained by contacting a Bendix dis- 
tributor or writing to the Bendix 
training director in South Bend. 

BINKS MFG. CO., Chicago — 
Classes are held for a period of one 
week once a month. Anyone inter- 
ested in spray painting and spray 
equipment may attend. No tuition. 
Next classes will be held Feb. 6-10. 
Contact J. R. Adams, instructor. 

DeVILBISS CO., Toledo.—At fac- 
tory and at field schools, company 
instructors will give a complete 
course of instruction in spray 
painting, with emphasis on use of 
the new airless equipment, on 
spraying catalysts and other ad- 
ditive materials, on use of the re- 
mote cup spray outfit and other 
new systems and products. Indus- 
trial, auto refinishing, maintenance 
and jobber schools have all been 
scheduled at the factory and field 
schools for jobbers have been 
scheduled in the Midwest and on 
the West Coast. Attendance at the 
factory school in Toledo is without 
charge for instruction or equip- 
ment. However,.a nominal charge 
is made for attendance at field 
schools. 

ELECTRIO AUTOLITE CO., To- 
ledo—Specialized electronic semi- 
nars are offered for students at 
leading schools across the country. 
They are devoted primarily to the 
impact of semiconductor technology 
upon the design of ignition and 
electrical systems, related compon- 
ents and accessories. For further 
information, write to the Electric 
Autolite Co., 511 Hamilton St., 
Toledo, O. . 

INLAND MFG. ©CO., Omaha — 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


(Continued from Page 30) 







School teaches all aspects of radia- 
tor repair and takes one to two 
weeks to complete, depending upon 
the student’s prior knowledge. No 
charge for training course to grad- 
uates who buy or whose employers 
purchase equipment — $200 other- 
wise. Write to Inland Mfg, Co., De- 
partment TS-20, 1108 Jackson St., 
Omaha 2, Neb., for additional in- 
formation. 

OKLAHOMA STATE TECH., 
Okmulgee, Okla, — An 80-hour 
course in specialized auto air con- 
ditioning is being offered. The 
course will include both theory and 
practical experience on the instal- 
lation and repairing of the latest 
equipment, George Mitchell will be 
the instructor. 

RAYBESTOS DIVISION, Bridge- 
port—A complete brake service 
course will be held at the Raybestos 
Brake Service School and Work 
Shop located at Stratford, Conn. 
This course will consist of five con- 
secutive daily sessions, each session 
going from 8 a.m. to 4 p.m, All 
phases of brake service work such 
as major adjustments, minor ad- 
justments, and complete brake 
overhauls of all types of both new 
and old brake systems will be 
covered, Personal instruction is 
augmented- by a technical sound, 
color, motion picture showing ad- 
justment procedure and trouble 
shooting procedure, Individuals 
who successfully complete the 
course will receive a certificate 
showing that they are qualified 
to work on all types of auto- 
motive brakes, The course will be 
conducted by A, D’Andrea, director 
of service training. For further in- 
formation, write to J. W. Heffer- 
non, Raybestos Division, Bridgeport 
2, Conn. ; 

SUN ELECTRIC CORP., Chicago 
—Training courses are available in 
test equipment operation and 
tuneup. Two 32-hour evening 
classeg are to be held each month. 
Courses will be conducted in Sun’s 
Automotive Division Training 


Some Imports 
Most Raise in 


By Gordon McCaffrey 
Staff Correspondent 

TORONTO.—Import Dealer Brian 
Clewer, Overseas Cars, is going 
against the stream by keeping the 
price tags on his cars the same, 
despite higher taxes and duty. Most 
other import dealers here are rais- 
ing prices $20 to $160 per car. 

The higher prices are the re- 
sult of the federal government’s 
new valuation for duty purposes. 
It affects all cars from England 
and Europe entering Canada 
after Dec, 1, 

In many cases, dealers are 
charging the extra duty and tax 
on cars already in stock. 

In Ottawa, however, Finance 
Minister Donald Fleming said the 
government will not tolerate deal- 
ers taking advantage of buyers by 
marking up imported makes by an 
amount greater than the increase 
brought about by the revaluation. 

He said the whole question of im- 
ported cars is under study. 
Getting a jump on the opposi- 


12 More Dealers 
Are Signed by S-P 


SOUTH BEND. — Studebaker- 
Packard Corp. has signed 12 new 
dealerships, They are: 

Star Auto Sales, Ltd., Waukegan, 
Ill.; Phil Frates, Inc., San Fran- 
cisco; Hamer Motors, Inc., San 
Fernando, Calif.; Graff Auto Sales, 
Durham, Conn.; Patterson’s Serv- 
ice, Kodiak, Alaska and Randy’s 
Auto Sales, Murray, Utah. 

McNey Motors, Inc., Bethesda, 
Md.; O. J. Motors, Inc., d/b/a 
Ofgant Jackson, Norwood, Mass.; 
Jerry McLeod, Inc., Royal Oak, 
Mich.; Clark Buick Co., Inc., Au- 
gusta, Me.; Don Turpin Motors, 
Wilmington, Calif. and Polizzi- 
Weiss Sales & Service, Inc., Cheek- 
towaga, N. Y. 




































Center, Harlem and Avondale Aves., 
Chicago, Ill. For further details, 
write R. C. Heidrich. 

SUNNEN PRODUCTS CO. St. 
Louis—Specialized phases of engine 
rebuilding instruction for servicing 
pistons and connecting rods regard- 
ing pin fitting and reconditioning 
and alignment of rods. Cylinder siz- 
ing and finishing instructions also 
available. Instruction offered by 
factory engineers with service units 
completely equipped, For details on 
instruction available without obli- 
gation throughout the nation, con- 
tact A, Del Pico, Sunnen Products 
Co., 7910 Manchester, St. Louis, Mo. 

THERMOIDD DIVISION, H. K. 
Porter Co., Inc., Trenton, N. J.— 
Brake service school conducted at 
various times during the year, de- 
pending upon the demand. 

UNITED MOTORS SERVICE— 
Instruction in factory-approved 
service methods, using the latest 
equipment, is available in (1) auto- 
motive electricity (Delco-Remy), 
starting, lighting and ignition sys- 
tems, (2) carburetion (Rochester), 
(3) electronics (Delco auto radio, 
Guide-Matic and Twilight Senti- 
nel), (4) automatic transmissions 
(Hydra-Matic), (5) Delco standard 
hydraulic and power brakes. United 
Motors Service Classrooms operate 
in these cities: Detroit, Cleveland, 
Boston, New York (two centers), 
Chicago, Washington, Jacksonville, 
Fla.; El Paso, Tex.; Portland, Ore.; 
Dallas, Los Angeles, Memphis, At- 
lanta, Philadelphia, Charlotte, N. 
C.; Denver, San Francisco, St. 
Louis, New Orleans, Houston, Buf- 
falo, Minneapolis, Oklahoma City, 
Milwaukee, Kansas City, Salt Lake 
City, Omaha, Pittsburgh and Cin- 
cinnati. 

WALKER MFG. CO., Racine, 
Wis., is conducting clinics through- 
out the country designed to help 
independent dealers build their 
muffler business and obtain maxi- 
mum profits from installations, 
Harry Liebendorfer is conducting 
the clinics. 

WEAVER MFG. DIVISION, 
Dura Corp., Springfield, IL, offers 
a complete wheel-alignment in- 
struction course, Classes will be 
conducted in the company’s labora- 
tory garage Feb. 5-9. A one-week 
advance notice is required. Address 
all inquiries to 2171 S. Ninth St., 
Springfield, Il. 


Hold Prices, 
Canada 


tion, Overseas Cars (Hillman-Sun- 
beam - Humber - Isetta - Peugeot - 
Rover - Austin) advertises all its 
new cars in stock, showing how 
many of each are available at the 
old prices. Color selection and op- 
tions also are mentioned, 


In a newspaper ad, the company 
said: “For other colors or models 
ordered direct from factory, add 10 
percent.” 

Although. the auto industry had 
more than a month’s warning of 
the increase in valuation of im- 
ported cars, there’s widespread 
Seay on what prices should 
Some importers have jumped 
their prices, while others are stand- 
ing pat. 

And there’s confusion between 
company and dealer. Some dealers 
say they think prices are going up, 
while company officials say they 
are holding the line. Several dis- 
tributors had made no announce- 
ment by Dec, 1. 

Here’s how the various compa- 
nies and cars stood last week: 

Volkswagen has increased the 
price of its standard model to $1,645 
from $1,595. The deluxe job jumped 
$80 to $1,875 from $1,795, A com- 
pany spokesman, said the increase 
was effective Dec, 1. 

British Motor Corp. (Austin-Mor- 
ris) hag increased prices through- 
out its line from $50 to $100, ac- 
cording to C, G. Leather, general 
manager. 

Ford of Canada said there would 
be no price changes “for the pres- 
ent,” but a salesman expects a price 
increase on imported Fords. 

Renault Automobiles Canada has 
no immediate increase in mind 
said R. LeBouedec, vice-president 

Hillman dealers had received n0 
notification one way or the 
from Rootes Motors (Canada), but 
a dealer looks for a price hike soon. 
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MAGAZINE ADS-—Biggest magazine schedule 
in Oldsmobile history—more than twice as many ads 
as last year—appearing in America’s top publications! 


BING CROSBY-—Bing spreads the word about 
Oldsmobile! Two outstanding Crosby TV variety shows— 
plus the Pebble Beach Golf Tournament on January 22! 
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LOWELL THOMAS-—Most popular news pro- 
gram on radio—sponsored by Oldsmobile five times each 
ny week on over 200 stations of the CBS Radio Network. 


HAWAIIAN EYE—Drama, mystery, suspense 
—a winning combination working for Oldsmobile Dealers! 
It's seen every week on the ABC Television Network! 


MICHAEL SHAYNE—Popular de- 


tective hero tracks down hot new leads for 
Oldsmobile Dealers every week on NBC-TV! 





‘| Oldsmobile Quality Dealers have got it: a a See 


programs with out-of-the-ordinary 
- O UT ST AN D i N G appeal! That’s what Oldsmobile 
- dealers have to back up their efforts 
FS QUA LITY ADVE RTIS] NG in the quality-car market... .working 
eee i for them every day to make selling 
ny U P fr O RT ee more effective and more profitable! 
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8 NEWSPAPER ADS-—loaded with solid Olds- MISS AMERICA—One of the nation’s top DIRECT MAIL.— Advertising aimed straight at 

» mobile sell—appear in thousands of newspapers from personalities! Represents Oldsmobile Dealers all year the best Oldsmobile prospects in your community— 

, coast to coast! Local dealer advertising at its very best! long—creates interest in Olds everywhere she goes! prepared in an imaginative and effective manner. 
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OLDSMOBILE DIVISION 
GENERAL MOTORS CORPORATION 
LANSING 21, MICHIGAN 


SALES PROMOTION—FEverything to make 
selling more effective and profitable—from product 
bulletins to window trim .. . wall posters to price folders! 





ROCKET CIRCLE—One of the highest-quality 
selling tools available to a dealer for maintaining customer 
loyalty. It pays exceptional dividends in repeat sales! 





envi @ 














! 
Ht 


ied 







34 


AUTOMOTIVE NEWS, JANUARY 16, 1961 


The Man Behind the Wheel... 





Sales Testing the Saab Wagon 


(Continued from Page 30) 
every situation, with little fear of 
a breakaway or slide. Even on soft 
sand and gravel it held its own 
smartly. 

Brakes were completely satisfac- 
tory in even the hardest driving, 
and the action was not so sharp as 
to cause the wheels to lock on loose 
sand, This is an excellent recom- 
mendation for its ability on ice and 
snow, 

* * * 


Free-Wheeling Feature 


Popes springs and hydraulic shock 
absorbers on all four wheels 
make the ride pleasant, and the 
low center of gravity, plus seating 
inside the long wheelbase, helps 
create a big-car feel. 

Because all gears on the Saab are 
synchromesh, it is possible to down- 
shift into first while moving. This 
is particularly valuable in heavy 
traffic. It is also possible to shift 
down without using the clutch, 

As in the sedan, the front pas- 
senger seat can be entirely removed 
from the wagon, giving extra load- 
ing space when necessary. 

The free-wheeling attachment 
should help improve economy. It is 
essentially like overdrive, however 
the feeling is entirely different. 

When the vehicle is in free 
wheel, it continues at a sustained 

pace when the pressure is re- 
laxed on the accelerator, showing 
little engine and friction drag. 


Thus on slopes, hills or long 
country drives, economy of oper- 
ation is improved immeasurably. 

The three-cylinder, two-cycle en- 
gine has only seven moving parts. 
This means no valves to grind, no 
new valve guides, etc. This, in turn, 
means economy, and it should be an 
excellent selling point. 

Access to the engine is excellent. 
Everything is at the mechanic’s 
fingertips. The hood, as a matter 
of fact, lifts right off the car with 
ease, allowing the mechanic stand- 
up access to the engine and its vital 
parts, Such easy access means 
lower maintenance costs. 

In addition, the vehicle we drove 
gave better than 32 miles per gal- 


lon in all traffic conditions. 
ok + * 


Comfort and Safety 

([uEre are many other features 
about the Saab which combine 

to make it exciting for salesman 

and customer, 

Extra pockets for maps and 
gloves in both doors, for instance. 
Armrests on the doors, an unusual 
feature in this price class, as well 
as armrests for rear-seat passen- 
gers. 

Ash trays are provided on both 
sides of the car for rear-seat pas- 
sengers, Double interior lights, cen- 
ter and rear, operate individually 
or can be adjusted to click on when 
the door is opened: 

Care taken to assemble the car 


Twin Falls Dealers Recap ’60.. . 


Mixed Market in Idaho 





TWIN FALLS, Id.—aA survey of 
auto dealers here found some mer- 
chants reporting record sales for 
1960, while others experienced a 
disappointing year. 

Bob Carleson (Pontiac-C a dil- 
lac) said his ’60 new-car sales 
failed to match the year-earlier 
total, while used-car sales re- 
mained about the same, 

He said Cadillac sales rose in 
December, indicating an increase 
for this year. His slowest months 
were August and September. 

“December is usually a little 
slow,” Carleson said, “but in 1960, 
it was one of the best months of 
the year.” 

On the up side of the ledger, 
Robert Wills, a partner in Wills 

Motor Co. (Rambler), mentioned 
a 26 percent sales increase over 
1959. “It was a good, consistent 
year for us,” he said. 

Like Carleson, Wills said Decem- 
ber was an excellent month. He 
claimed 13 percent penetration for 
Rambler in the county last month 
and said sales were 65 percent 
ahead of December, 1959. 

Jake Roth, co-owner of Union 
Motors (Ford), said his 1960 sales 
were about the same as in 1959. 
“Falcon was good, but the big car 
let us down,” he said. 

Roth noted the usual slack-off 
in December and added that 
“things are pretty dead right 
now.” He said he sold more used 
cars last year than in 1959. 

Al Jenkins, sales manager for 
Jenkins Chevrolet, said his 1960 
sales probably would exceed those 
of 1959 when fina! reports are in. 

In the import field, Wes McKen- 
zie, co-owner of McKenzie Motors 
(Volkswagen), said his firm sold 


Chevrolet Expands 
Zone Parts Staffs 


DETROIT.—Chevrolet is increas- 
ing its field staff in parts and ac- 
cessory operations, according to 
K. E. Staley, general sales man- 
ager. 

A field administrator on parts 
operations will be appointed in 
each of the division’s 47 zones, 
They will work under the super- 
vision of zone parts and accesso- 
ries merchandising managers. 

“Our dealers will profit by more 
frequent contact and counsel by 
wholesale representatives on parts 
problems,” Staley said, “Chevrolet 
owners will benefit in improved 
product service.” 


Arizona 











Washington 


All States 


177 new cars last year despite a 
“terribly slow” September and 
October. 

He said November and December 
came back strong, and he expects 
to match last year’s mark in 1961. 

“Our big problem ig still trying 
to separate people from their 


money,” he declared, “and it’s been 


that way for six months.” 
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and make it a craftsman’s symbol 
is not to be ignored in selling this 
car. This can be illustrated inside 





New Commercial-Car Registrations, 
All States for November, 1960-1959 


oes by states are 
weekly, as —— 
Polk representatives 


Truck 


released 
by R. L. 
state capitals. 


and out by pointing to the fit and 
finish of body and interior ap- 
pointments. 

Note all the safety items, and 
remind the customer that the soft 
curves of the body are an added 
safety feature, 

Then remind the prospect that 
front-wheel drive adds superior 
handling on curves. The Saab ac- 
tually pulls through curves, giving 











extra leverage and traction when 
going is difficult. 

The customer looking for trouble- 
free driving and commodious 
hauling space in a compact car, as 
well as appealing style, should be 
ripe for the salesman. willing to 
demonstrate on the road. 

Don’t miss the Auto Dealer Changes col- 


umns, They'll keep you abreast of what 
is happening in the field. 
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AUTOMOTIVE WASHINGTON 
Inauguration Provides 
Four-Year Auto Gala 


By William Ullman 


Washington Bureau Chief 


AUTOMOTIVE NEWS, JANUARY 16, 1961 
the late President on one of these| has followed the Chief Executive 


of the automobile in both business 
and pleasure, 

In the 1920s, as Secretary of 
Commerce, Hoover called the “Na- 
tional Conferences on Street and 
Highway Safety.” It was out of 
these conferences, bringing to- 
gether all segments of American 
life concerned with the industry, 
that grew the model traffic codes 
for states and ordinances for mu- 
nicipalities. Also out of these con- 
ferences grew the basic and vitally 
important uniformity which now 


| first “national automobile show” of 1961 will open—| marks traffic regulation throughout 
4 and close—on Jan. 20 here in the nation’s capital. For | the land. 


some strange reason, however, more than a few people. prefer 


to call it “The Inauguration.” 


This spectacle of American 
automotive ingenuity, during which 
will be paraded the industry’s new- 
est and most 
sparkling crea- 
tions, also will 
feature a few 
other events of 
note. One of 
them, from which 
the day gains its 
name, is the in- 
auguration 
as President of 
" the United States 

sere of John F. Ken- 
William Ullman nedy, former 
Democratic Senator from Massa- 
chusetts. 

But car enthusiasts who are “in 
the know” have not been misled 
by the title of this once-every-four- 
years event. Every dignitary par- 
ticipating in the ceremony — they 
number in the thousands — will be 
accommodated by a product of the 
country’s car makers. The results 
are obvious—the first, and perhaps 
the greatest auto display of 1961. 

This year’s car-conscious in- 

auguration, even for those with 

interests more governmental 

than automotive, will serve as a 

landmark in the car industry’s 

increasing importance in our 
country’s political growth during 
the past half-century. For though 

the auto is now accepted as a 
full partner at conventions, in 

campaign excursions and at the 

White House, it hasn’t always 

been that way. 

In fact, the auto had a some- 
what dubious start in its relation- 
ships with Presidents and would- 
be Presidents. The distinction of 
being the first Chief Executive to 
use the new, -and then uncertain, 
mode of transportation goes to 
Grover Cleveland—who, from all 
reports, didn’t especially want it. 
President Cleveland, they say, real- 
ly preferred to put his life in the 
hands of a coachman who rode 
behind horses, not engines. 

But in 1904, Cleveland was suc- 
ceeded by Theodore Roosevelt, and 
the car got an Executive boost. 
T. R., who had learned to appre- 
ciate the innovation during his na- 
tional campaign the preceding 
year, used autos to a much greater 
extent than had Cleveland in dis- 
charging his travel responsibilities 
—and with much more enthusiasm. 

* * 7” 


Wilson’s Rolls Royce 


IS didn’t mean, however, that 

the horse-drawn carriage was 
a thing of the past at the White 
House. For many years after the 
advent of the motor car—in fact, 
into the early 1920s—the carriage 
continued to hold first place at the 
Chief Executive’s residence. 

It was during the administration 
of Woodrow Wilson that the auto- 
mobile finally took the upper hand 
at 1600 Pennsylvania Avenue, Vet- 
erans of the national capital scene 
recall that Wilson himself, how- 
ever, defied the trend somewhat 
by insisting even after he left of- 
fice on being driven in a horse- 
drawn vehicle during important 
state ceremonies. 

But in his spare time, Wilson 
enjoyed motoring as a form of 
relaxation. One of his chief 
pleasures in the later years of 
his life, when his health was 
rapidly declining, was a daily 
jaunt in Rock k Park, For 
this excursion, a group of his 
admirers provided the ex-Presi- 
dent with a majestic Rolls-Royce, 
with a high custom bedy built 
especially to give the weakened 
Wilson easy access to the vehicle. 
The first really ardent motorist 

among the Presidents wag War- 
ren G. Harding, .He brought with 
him to the White House his huge, 
open Locomobile, and even after 
becoming President he occasionally 
drove it himself .over the narrow, 





Hoover, FDR Fans 


UT this was not the case with|ing that he refused to let his phy- 
Herbert Hoover, who used|sical handicap stand between him 
extensively and was/and driving. He had especially 
considered by many to be a pioneer | constructed a car with hand-op- 
motorist. Also, Hoover interested | erated controls, which he drove at 
himself deeply and constructively | a hair-raising clip over the grounds 
in the serious problems which were | of: his spacious Hyde Park estate. 
arising out of the fast-growing use 





Franklin D., Roosevelt, a man 
of many enthusiasms and inter- 
ests, counted motoring among 










































steeply-crowned roads of that era.| his enjoyments. He had witnessed 

To Calvin Coolidge, Harding’s| the development of the automo- 
successor, an automobile was sim-| bile from the time it was a rich 
ply a vehicle in which one got| man’s toy—and he was a rich 
from place to place. He, like Cleve-| man’s son—through the period of 
land, had little enthusiasm for it.| its arrival as the nation’s prin- 


* cipal means of individual and 
mass transportation. 


So keenly did FDR enjoy motor- 


Those who had been driven by 
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cruises reported that it was some- 
what of a frightening experience. 
Included in that privileged — if 
shaken—group were the late King 
George VI of England and Queen 


Elizabeth. 
* * *@ 


Truman a Real Booster 


ARRY S. TRUMAN has had 

few equals in enthusiasm for 
motoring. In fact, after leaving of- 
fice in 1952, the former President 
and Mrs, Truman drove to and 
from their home in Independence, 
Mo., on a number of occasions, the 
President usually doing the driving 
himself. 


For years he drove daily from 
his home in Independence to his 
office in Kansas City and, later, to 
the Truman Library in his home 
town. 

President Eisenhower long has 
shown a deep interest in all things 
automotive, and early became an 
expert on motorized transport in 
the military services. He has a sta- 
tion wagon at his Gettysburg (Pa.) 
farm, and at the White House is 
served by the present fleet of autos 
there—a variety of models includ- 
ing the famed “bubbletop” car 
which has been used not only in all 
sections of the country where the 
President hag travelled but also 


KENDALL 
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on his journeys abroad, 


car was not a vital part of Amer- 
ica’s life, or when the auto in- 


same holds true for outgoing 
Vice-President Richard M. 
Nixon. 


To them, the motor car not only 
has always been “on the scene” — 
rather, it has always been an in- 
tegral part of the lives they lead 
and the careers they have followed. 
They, perhaps more than any of 
their campaigning predecessors, 
realize acutely the vast significance 
of the automotive industry in the 
economic life of the nation. 


And symbolizing this awareness, 
and the factors behind it, will be 
the January 20 inaugural parade— 
a ceremony which once doubtless 
found the auto an intolerable, 
noisy nuisance, but which now in 
large part depends on the fruits of 
that same innovation. 

Incidentally, a Look magazine 
“profile” on Kennedy reports he is 
a hotrod-type motorist who prefers 
to drive his bucket-seat Oldsmobile 
convertible himself. 
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NEW PRODUCTS 


for directional, tail, dash, license, 
parking and dome has been an- 
nounced by Robert Bosch Corp., 
40-25 Crescent St., Long Island 
City, N. Y. Each kit has been de- 
signed to specifically meet the bulb 
fit of Volkswagen, Renault Dau- 
phine or Opel cars, and two uni- 
versal kits for six or 12 volt elec- 
trical systems, 










teamed with Bar’s pelletized com- 
pound and is used to end seepage, 
to seal engine block, head gasket 
and crankcase leaks, to inhibit rust 
and scale and other corrosives, and 
to lubricate the water pump seal, 
according to the manufacturer. 
* + * 


















TIRE CHANGER — An air-powered tire 
changer has been introduced by Coats Co., 
Inc., Fort Dodge, la. Called the Bell-Aire, 
the tire changer uses neither a piston nor 
a cylinder but rather a new concept in air 
power called the Coats Air Converter. It 
takes the normal air pressure and converts 
it into a thrust that loosens even the tough- 
est tubeless tire beads without damage, it 
is claimed. All car and light truck tires— 
from eight inches in diameter and up— 
can be handled by the Bell-Aire. Mounting 
and demounting are accomplished in the 
approved manner by means of the Coats 
Combination tool, it is said. 





AUTO CLAMPS—Designed and produced 
to meet fast-assembly hose connection 
specification requirements of automotive 
equipment manufacturers, the Wittek Auto 
Clamp is available in various band shapes 
and sizes. The auto clamps are made from 
cold-rolled strip steel, plated for corrosion 
resistance. They are made with a solid 
flat band '-inch wide, of proper gauge 
to provide strength, flexibility, and a leak- 
proof seal, it is said. Standard clamps 
are furnished with a plated fillister head 
screw and nut for tightening with a screw- 
driver. They are also available with stain- 
less steel band and other screw head styles 
and materials. Wittek Mfg. Co., 4305 W. 
24th Place, Chicago 23, mM. 






DOOR PAINT GUARDS—Made of stain- 
less steel, Regal paint guards are designed 
to fit in the door handle depression of 
1961 Ford and Mercury cars—all models— 
front and rear doors. Installed in seconds 
and with nothing to take off, the guards 
are said to be an easy do-it-yourself item. 
They are packaged in pairs, with screws 
and simple instructions. Regal Motor Prod- 
ucts, Inc., 6325 Grand River Ave., Detroit 
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ENGINE HEATER—The GorDag Auto- 
Climatrol, marketed by GorDag Industries, 
Inc., 6012 Wayzata Blvd., Minneapolis 16, 
Minn., is said to keep a car warm auto- 
matically without attendance. The compact 
device fits under the dash in less than 
2 by 4 inches and requires no outside 
power of any kind. It has the same func- 
tion as a home heating thermostat, start- 
ing and stopping the motor of the car to 
regulate heat. It can be set to keep the 
interior temperature of the car 50-70 de- 
grees for short term parking, or the engine 
block 25 degrees or above for overnight 
or all day parking. Even under extremely 
cold conditions it uses less than a gallon 
of gasoline in 24 hours of operation, it is 
claimed. Auto-Climatrol operates on all 
model cars with 12-volt batteries. 

Se 





ENGINE CLEANER — An air-powered 
pump for motor cleaning has been an- 
nounced by Gray Co., Inc., 1044 Sibley 
St. N. E., Minneapolis 13, Minn. The Graco 
500" Hydra-Clean develops fluid pressure 
at the nozzle equal to five times the in- 
bound air supply for effective, one-man 
cleaning with only a small quantity of spe- 
cial cleaning powder, it is said. The pump 
can be operated in any full open 15 to 55- 
gallon drum, and also includes a flexible 
40-foot hose with spray nozzle for easy 


handling. : 

* * SPARK PLUG ANALYZER—Available to 
avtomotive servicemen is a professional 
size spark plug scope analyzer developed 
by Electric Autolite Co., Toledo 1, O., to 
provide an on-the-spot, quick reading of 
spark plug performance. The unit's big 
screen scope is said to obsolete the ‘‘peek- 
in" type scope and is designed to diagnose 
spark plug trouble. In addition, ignition 
problems involving the condenser, cap, 
points, spark plug wire or other ignition 
trouble can be diagnosed. Autolite's scope 
is powered from the car battery and oper- 
ates on either six or 12-volt systems. Elec- 
trical signals are picked up by attached 
connecting cables and transferred to the 
screen. This ignition pattern is then locked 
on the screen for close study by the serv- 
iceman, it is said. 


REGROOVER—A power driven regroov- 
ing tool, said to make installation of top - 
groove spacers a fast, easy job, has been 
announced by Hastings Mfg. Co., Hastings, 
Mich. The machine regrooves pistons of 
3 to 5 inches in diameter with the connect- 
ing rods on, according to the manufacturer. 
It requires little work bench space, and is 
powered by a % horsepower, 110 alter- 
nating current electric motor. Cutters are 
supplied to widen 5/64, 3/32, Ye and 
5/32-inch grooves. An automatic depth 
gauge assures proper depth of cut on the 


piston, it is claimed. ln ep 
ods Be Bs Be Bo Bo) 



























COLOR CHART—A wall chart (22 by 32) 
prepared by Arco Co., 7301 Bessemer Ave., 
Cleveland, O., displays color chips of all 
colors used on 1961 automobiles. Grouped 
by car manufacturer, each color chip is 
identified by manufacturer's color name 
and combination number. This wall chart is 
free. 













DYNAMOMETER — The Maxwell chassis 
electric dynamometer has been announced 
in both passenger and truck sizes. This 
unit motors the front wheels individually 
as well as the rear wheels, and measures 
road drag in terms of horsepower loss. 
It will check out faulty wheel and chassis 
alignment, static and dynamic wheel bal- 
ance, eccentricity of tires, brake perform- 
ance under all load and heat conditions, 
it is claimed. Maxwell Dynamometer Co., 


610 E. Barnard St., West Chester, Pa. 
Seo ea 




























CAR MATS—A modern design which 
complements interior design motifs of cars 
and also places rubber reinforcements in 
heavy wear areas is featured in the Cita- 
tion Kar-Rug announced by Rubbermaid, 
Inc., Wooster, O. A nubbed undersurface 
keeps the mats in place, it is said. They 
are 21% inches wide by 27%, inches long 
and available in red, black, light blue, 
white, light green, grey and brown. Match- 
ing twin Citation mats for the rear floors 
of all cars are available in the same colors, 


size 17 by 19 inches. 
gh a 























NYLON BOLTS, NUTS—Ideal Design Co., 
P. O. Box 548, Beecher, Ill., has introduced 
nylon bolts and nuts for license plates. 
Called Tagbolts, the bolts can be installed 
with a penny. They will remain tight, and 
will not rust or corrode. Tagbolts are made 
of Zytel nylon resin. 

* 












COLOR MIXING SET—Acrylic colors can 
be produced on a Duracryl Exact Weight 
Color Mixing Set developed by the Ditzler 
Color Division, Pittsburgh Plate Glass Co., 
8000 W. Chicago, Detroit 4, Mich. This 
Duracryl mixing set, complete with shelv- 
ing, has a power mixer that will agitate 
any combination of five base colors, quarts 
or gallons, at one time, it is said. The 
paint shop, equipped with the Ditzler set, 
is said to save time by having over 4,000 
colors for immediate use. 









CHARGE CONTROL—Time and expense 
of maintenance can be reduced and the 
lives of lead-acid and nickel-cadmium sta- 
tionary batteries lengthened, by coupling 
an Exide automatic charge control unit with 
one of Exide’s general-purpose, two-rate 
battery chargers, it is said. Eliminating any 
routine maintenance, the Exide control 
unit varies the charge rate of the rectifier 
as required by the battery and prevents 
overcharge or undercharge damage, it is 
claimed. The control unit is designed as 
a mate for Exide Hi-Lo Charger models. 
Exide Industrial Marketing Division, Elec-| PLUG TOOL—This four-in-one combina- 
tric Storage Battery Co., Rising Sun and| tion plug and point servicing tool is in- 





BRAKE TOOL—A universal tool to adjust 
all Bendix brakes that eliminates the need 
for numerous, specialized tools, has just 
been announced by Herbrand Division, 


WINCH—Draw-Tite Mfg. Co., Belleville, 
Mich., has introduced the DTW-3500 winch, 
guaranteed 3,500-pound pul! with 30- 












Adams Aves., Philadelphia 20, Pa. cluded in the Delco-Remy ignition parts pound handle effort. The unit features a 
* * «# “Caps Off" promotion package announced : a fs : BRAKE SHOE CLAMP—B Equi i O. With 
t . . . ‘ : s ree spring-loaded ratchet (inset) for mounting jarrett Equipment | Bingham-Herbrand Corp., Fremont, O. 
Cooling System Corrective by United Motors Service Division, General or use in any position. The unit also fea- Co., 2101 Cass Ave., St. Louis 6, Mo., has| both a standard and modified end, the 
announced its 92-015 Speed Lever Shoe|No. 300 tool is specifically engineered 






Announced by Bar's Leaks Motors Corp., Detroit 2, Mich. The tool 
Z | gages, files and gaps spark plugs and 
A cooling system tuneup and re-/| gages ignition points, it is said. Also in- 
pair product, designed to meet the| cluded in the package, designed to get 
needs of sports, foreign, and com-| ignition distributor “caps off,” are five 
pact automobiles has been an-| baseball caps for use as premiums for 
nounced by Bar’s Leaks, Holly, | customers, five ignition point sets, a win- 
Mich. dow poster, and a booklet of selling tips 
The product contains soluble oil! together with an application guide. 


tures a separate mechanical hand brake 

that controls launching speed; removable 

handle with roller sleeve and locker chain, 

and straddie-mounted, two-speed cut gears. 
e+ 6 


Replacement Bulbs 


A compact kit containing a selec- 
tion of Osram Replacement Bulbs 






Clamp, to convert earlier model B-75 series | to make it a universal Bendix tool, it is 
brake shoe grinders having screw type| said. The modified end is designed 10 
clamps to the latest model. The clamp is| clear the lower control arm of the ball- 
said to reduce the fime required to preci-| joint suspension on the 1960 Buicks, Chev 
sion fit brake shoes to the drum and speeds | rolets, and Corvairs. The tool's design is 
up brake service operations. Handles do-| said to make it easy to reach blind and 
mestic and compact cars without special| hidden locations, and provides leverage 
adapters, it is said. in close quarters. . 
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Capsule Reports .. . 
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Auto News in Brief 





SOUTH BEN D.—Studebaker is 
offering a Lark Police Marshal 
model with a 210-horsepower, 289- 


cubic-inch engine. 


Units available for the Police 
Marshal special equipment are the 
Lark Deluxe two-door and four- 
door sedans and two-door and four- 
door station wagons and the Stude- 
baker taxi. The company said the 
Lark Marshal can be customized 
for use as patrol pursuit or emerg- 


ency vehicles. 
tire Se <6 
0. Pastor, Ex-Auto Salesman, 
ae Gets Car from His Flock 


nor 
ASHEVILLE, N, C.—An auto 


air 

_ it salesman who turned his talent to 
erts the pulpit, has been awarded a 
gh- sample of the commodity he once 
, it sold. He is the Rev. Edward 
_ (Ben) Samples, pastor of the Pat- 
_— ton Ave. Baptist Church. 

ing The minister, who formerly 
the sold used autos for Deal Buick, 


ats Inc, (Buick-Opel-Mercedes-Benz), 
was presented a used car by 
members of his church in appre- 
ciation for his service to the 


church. 
Ea te * 


Dow Chemical Hikes 
Prices of Bisphenol 





1% cents a pound. 

























MIDLAND, Mich. — Increased 
prices on Bisphenol A and Bisphe- 
nol 44 have been announced by Dow 
Chemical Co. Truckload and car- 
load quantity prices will be in- 
creased one cent a pound on both 
products. Prices on less than car- 
load quantities will be increased 


tration, the Bureau of Public Roads 
and the International Cooperation 
Administration. Several other fed- 
eral agencies already use Rose seat 
belts. 

+ * * 


Alcoa Begins Production 


At New Die-Casting Plant 


EDISON, N. J.—Aluminum Co. of 
America has started operations at 
its new die-casting plant near 
Metuchen. 

Works Manager Charles G. Wis- 
tar said initial limited operations 
involved production on several die- 
casting machines, but noted that 
the new plant also would be a pro- 
ducer of permanent mold castings 
when additional facilities are in- 
stalled next spring. 

* * + 


Bendix-Westinghouse Aides 


Outline Sales Plans for ’61 


ELYRIA, O. — Bendix-Westing- 
house Air Brake Co. officials were 
hosts to more than 350 distributors 
and representatives from 49 states, 
including Hawaii, at a national 
Sales Conference in Cleveland. 

During the two-day session, com- 
pany speakers discussed sales plans 
for 1961. Subjects covered industry 
analysis and prospective, new prod- 
ucts, merchandising programs, sales 
promotion and advertising. 

a * * 


Customs to Crack Down 


On Canadian Truckers 


BUFFALO. — An intensive gov- 
ernment campaign to collect import 
duties on Canadian trucks and 


37~ 


title of the chief executive, year 
organized and the mailing address. 
Through the use of a key word 
index, all associations listed in the 













































ONE Of} 
LARGEST A 


PRODUCTION 


‘ial 


ean readily be found, the depart- 

Air Pollution Foundation 
$60,000 in cash and equipment val- 

made by the independent Air Pol- 0 | 
year. Dr. W. L. Faith, managing 

1961” and will be able to dissolve 

cash and $40,000 worth of equipment Nie 
turned over to Southwest Research 


directory in any specific field such 
as aircraft, apparel and automobiles 
ment said. _ 
* * * rT sa 1 
MUU TTI 

Awards Grants of $105,000 i 

SAN MARINO, Calif—Grants of e Ra ‘e ‘Bb u ( " 
ued at $45,000, to be used for fur- oor 
ther air pollution. research, were 
lution Foundation in announcing 
plans for its liquidation early this % a N “ 

." j | 

director, said the Foundation “will . 
have fulfilled its mission by early 
on schedule. 

The Foundation granted $50,000 
to Stanford Research Institute, and 
equipment valued at $5,000 was 
Institute, San Antonio, for contin- 
ued studies on auto exhaust. 
+ * * 


Chemical Specialties Group 


Elects Beach President 


NEW YORK.—Charles E. Beach, 
of John C. Stalfort & Sons, Inc., 
Baltimore, has been elected presi- 
dent of the Chemical Specialties 
Manufacturers Assn. 

Other officers are: Charles E. Al- TONr 
lerdice jr., Bell Co., Chicago, first 4 
vice-president; Donald J. Temple- 
ton, Stanley Home Products, Inc., 
Easthampton, Mass., second vice- 
president; Frederick G. Lodes, 
Lodes Aerosol Consultants, Inc., 
New York, treasurer and Alfred A. 
Mulliken, CSMA, secretary. 

* * + 


Ford Purchases 15 Lots 
Near Its Norfolk Plant 


THE WHELAND COMPANY 


FOUNDRY D 


CHATTANOOGA 


‘_-. Al ce 
TENNE 






















to 
: tit rices under the| equipment used in the United States} NORFOLK, Va.—Ford Motor Co. 
- Plage ak be 30% cents a| is under way here, Customs Collec-| has purchased 15 lots adjacent to 
to pound for Bisphenol A and 33% | tor Harold R, Becker revealed. its assembly plant here. They were 
of cents a pound for Bisphenol 44. The campaign came to light when | purchased from the city for $6,100. 
rig Bisphenol finds its widest usage as| Becker announced the seizure of a| A spokesman said the company is Available for the FIRST time! 
ate an intermediate in the manufacture | tractor-trailer dump t ruck owned | studying a plan to use the property 
se of epoxy resins. by a St. Catharines (Ont.) com-|in connection with the shipment of AUTOMOTIVE REPLACEMENT 
os oe ae pany. The truck was being used in| automobiles by rail. . (Q 
: : construction work at Niagara Falls, oe ' 
IP, Oldsmobile Picks Contractor N. Y., the customs collector said. |Le Roux Elected to Board its Wi Or CARGO D EC 4 ave) 
on . : ° : 
os For Engineering Building * * «8 OF Pirmeuth deen. te bt 
or. LANSING. — Oldsmobile an- | Yugoslavs, Citroen Sign Pact y ae Exactly Like Original Equipment 
ec- nounced that the general con- | paRIs.—s. A. Andre Citroen has|_ LOS ANGELES—Don Le Roux, * ous 
ed tract for construction of its new | g; fact president of Don Le Roux Motors Precision die-cut to car manufacturer's specifications. 
Z gned a manufacturing agreement (Pl th). La Joll h bee 
-foot engineering ; ymouth), olla, has n 
- cee oR eats with Yugoslav Tomos Co., under elected to the Board of Directors 
ed building here has been awarded | which Tomos will assemble Citroen of the Pl th De ai A f TAILORED-TO-FIT Each set contains all components for 
rv. to Darin & Armstrong, Inc., of | 2-cv sedans and vans at its plant a ee oo woe © complete replacement of mat panels 
Detroit and Lansing. on the Adriatic coast at Koper, ap- 7 a Region. Plymouth 
The new structure is scheduled | proximately six miles from the| 4.9) rhe a ae . a COLOR-KEYED Available in colors and patterns 
for completion next fall. “The | Italian border ogee ee orn ee to compliment interior trim. 
new two-story building will more ot re — ee — peg aren 
? ecen as expanded to include 
than double (our engine tx |Commerce Dept. Publishes | ail Plymouth dealerships in South- 
Oldsmobile general manager. — | 60 Directory of Associations Ne a gama REED COE Bart 
“Rt ee DETROIT.—The new Commerce er a Ey 
° pand Department publication, “Directory . 
Fisher Body ye Ex of National Associations of Busi-| Vewton Elected President 
Plant in Hamilton, O. nessmen, 1960,” containing data on| Of Dodge Assn. in Calif. 
HAMILTON, O—A program| More than 2,000 national associa-| | Oo. ANGELES.—The Los An- 
calling for the addition of 214,000/ tions, is now available from the geles-Orange County Dodge Dealers Low in cost. Pre-cut to save 
square feet of floor space to the| Michigan Commerce Office, 438) A.., h as N. costly labor charges. Quickly 
iq Pp Federal Buildi Detroit 26. at 50 sn. has named Steve Newton, San . 
Fisher — not a ae oe ee eo Fernando Valley Motors, as presi- installed by anyone. 
annou a , plan . i 
poe ry y vat » Information shown for each or- ie Roady, Tom INDIVIDUALLY BOXED 
ae , Roady Dodge, Complete with Clearly labeled for 
The addition will be made to the| S@nization includes number of| gq zs omplete wi easy 
o e a n b i f staff d ardena, was elected vice-president, Adhesive & Applicator identification 
t east side of the existing building} members, size of stall, mame and) and Tom Ashbrook, Tom Ashbrook, P 
. to provide space for equipment re- Inc., Southgate, secretary. In addi- 







tion to the officers, directors are 


arrangement and material storage. 
Bob Wegege, Bill Bryant, Kenny 


Completion is expected in the fall 


is of 1961. 


z All-Butyl Passenger Tire 
e Offered by U. S. Rubber 


, NEW YORK.—A new, all-butyl 
rubber passenger tire has been 
introduced by United States Rub- 
ber Co. It is called the U. S. 
Royal Butylride. The company 
claims it gives a soft and ex- 
tremely quiet ride, will not squeal 
on turns and has greater traction 
than conventional tires made of 
rene Sanaa synthetic rub- 
r. 


* *~ * 
GSA Seat-Belt Contract 


Awarded to Denver Firm 


DENVER.—The General Services 
Administration has awarded Rose 
Mfg. Co. a one-year contract to 
4 supply automobile safety belts to 
i all agencies of the United States 
i Government, including the Defense 
Department. 
Clarence W. Rose, president of 
the Denver firm, said seven agen- 
cies recently agreed to start using 
the belts. They are the Interior, 
Labor, Treasury and Postoffice de- 
| partments, the Veterans Adminis- 
) 
| 





Armco's ‘New Look'— 


Logan T. Johnston, seated, president, 
Armco Steel Corp., Middletown, O., and 
W. B. Quail, distribution, examine repro- 
ductions of their company's triangular- 
shaped trademark dating back to 1914. 
The new mark, above, designed by Lippin- 
cott & Margulies, Inc., modernizes “our 
46-year-old inverted triangle, and gives 
visual expression to Armco’s growth 
during the past 60 years through re- 
search, improved operating procedures, 
and aggressive merchandising,” accord- 
ing to Johnston. The “new look" will be 
introduced in all advertising and promo- 
tional activities of the corporation. 





Parr, Jess Myers, Larry Coffing 
and Tom Waters. 


* + ” 
Chemical Specialties Group 
Presents Award to MacNair 


HOLLYWOOD BEACH, Fla, — 
Ira P, MacNair, president of Mac- 
Nair-Dorland Co., New York, re- 
ceived the 1960 achievement award 
of the Chemical Specialties Manu- 
facturers Assn. 

The award, which is in the form 
of a scroll, was presented to Mac- 
Nair during the 47th annual meet- 
ing of CSMA here. 

+ * 
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UNDER THE GUN IN ‘61 


Dramatic, Inexpensive Western Style 


SALES CONTEST 






Bendix-Westinghouse 


To Build Plant in N. C. 


SALISBURY, N. C.—The Bendix- 
Westinghouse Automotive Air 
Brake Co. has announced plans to 
build a plant here to service cus- 
tomers in the Southeastern region. 

The plant will contain 44,000 
square feet of floor space, and will 
be located on Interstate Highway 
85. It will stock service parts, air- 
brake and accessory kits and also 
recondition air-brake devices for 
the entire Southeast, according to 
W. B. Paine, president. 






ORGANIZATION SERVICES, INC. 
mea 8259 Liverncis, Detroit 4, Mich. 
Folder Phone: TE 4-9020 
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Reports from 200 Dealers . . . 





Service Up in Metropolitan Areas 


(Continued from Page 20) 


96,643 in September, 93,306 in Octo- 
ber, 96,797 in November and 89,772 


in December, 
> * * 


E dealers from whom these 


figures were obtained are in 


New Orleans, Buffalo, Chicago, 
New York, Seattle, Cleveland, Los 
Angeles, Atlanta and Detroit. This 
indicates that the sample was not 
only nationwide but included at 
least three “hot spots” where serv- 
ice gales might be considered sec- 
ondary by most dealers in those 


cities. 


It is further considered that 
franchised dealers in single dealer 
points and in smaller communities 
do a better average job of main- 
taining a more even flow of busi- 


ness in their service operations. 

While some factory records 
seem to indicate that customer 
labor sales were off approxi- 
mately 1.5 percent for November 
as against October and for the 
last three months as compared 
with the previous three-month 
period, these sales were still 
ahead of the corresponding 
three-month period of 1959 by 
about one percent. 

In considering factory figures, 
however, one must take into con- 


sideration that the industry lost 


approximately 4 percent of its 
service outlets during the period. 

This would indicate that al- 
though factory reports of customer 
labor and parts sales by their deal- 
ers might be slightly under the 
prior three-month period, the in- 
dividual dealers involved might 
have still been doing as good or 
slightly better than in the pre- 
vious year because there were 
fewer dealers reporting. 

+ + + 


Fewer Service Dealers 


r IS estimated that the industry 
has suffered approximately a 
13.5 percent dropoff in the number 
of franchised dealer service outlets 
in the field since 1957, and any 
figures of total customer labor or 
parts sales by dealers would be 
affected by the smaller number of 
dealers remaining in business. 

By the same token, if the sales 
were approximately the same dur- 
ing this three year period, it would 
indicate that the individual dealers 
were doing a better job of selling 
their service departments on the 
average. 

Factory figures again reveal 
that during the three-year period 
customer labor sales by dealers 
increased by slightly over 1.5 
percent and parts “over-counter” 
and shop sales increased by near- 
ly 12 percent. 

Part of the credit for this show- 
ing can be laid to the “Guardian 
Maintenance” and “Car Care” pro- 
motions, it is felt, as well as to the 
outstanding service sales record 
that has been rung up by American 
Motors dealers in the same period. 

With a net increase of but 232 
dealers handling the line in the pe- 
riod since 1958, American Motors 
dealers have increased their total 
parts, customer labor and acces- 
sory sales approximately 12.5 per- 
cent in 1959 over 1958 and another 
16 percent in 1960 over 1959. 
Rambler dealer sales of these 
commodities have risen from ap- 
proximately $157 million in 1958 to 
$170 million in 1959 and over $197 
million for the first 11 months of 
1960. 
* * * 

yas record seems amply to 

justify the statement that fran- 
chised dealers can improve their 
profit positions through increasing 
their service offerings if they have 
the will to do it. Certainly the 
American Motors dealers, on the 
average, are no better equipped 
with facilities or manpower than 
their colleagues handling other 
makes. 

Partial figures seem to indicate 
that all franchised dealers im- 
proved their customer labor sales 
for the period of May through 
October of 1960, as against the 
same period for 1959, by approxi- 
mately 15 percent and parts 
sales by a little over 2 percent. 
Service experts all seem to agree 

that there should be no “softness” 
in the approach of the dealer to 
1961 service sales if the dealer 









































wishes to increase his sales and 
profits from service work. This ap- 
plies to independent shops just as 
much as it does to franchised deal- 
ers, claim industry experts who are 
studying the market potential. 

Dealers and shops that buckle 
down to doing a sound selling job 
can garner for themselves more 
business and more profits in the 
coming year than they did last 
year or the year before, say these 
men. 

7 * 


+ 
Expanded Market 
B S. BYALL, manager of sales 
* for the Dill Mfg, Co. points 
out that, “there has been a limited 


Officers Elected 

By Chevy, Ford 

Groups in Chicago 
CHICAGO —Officers have been 

elected by the Chicago Metropolitan 

Dealers Chevrolet Club, Inc., and 

the Metropolitan Chicago Ford 


Dealers Assn. 
The Chevrolet group’s officers 


are: 

Peter Medick, Chicago, president; 
Max Cohen, Chicago, vice-presi- 
dent; James R. Kozel, Chicago, sec- 
retary-treasurer; Del Townsend, 
Des Plaines; Gene Garrett, Chi- 
cago; Joe Jacobs, Chicago; Jim 
Jennings, Glenview; George Pav- 
licek, Cicero, and Walter Heiden, 
Chicago, directors. 

The Ford group’s new leaders 
are: 

T. P. Mack, Oak Park, president; 
J. J. Wright, Chicago, vice-presi- 
dent; E. Campbell, Chicago, secre- 
tary, A. Muisenga, Elmhurst, treas- 
urer; A. Gallo, Midlothian; R. L. 
Anderson, Berwyn; M. Rosen, Chi- 
cago, and W. D. Fergus, Skokie, 
directors. 

The DeSoto Dealers Assn. in the 
Chicago area has been dissolved. 


number of additional service shops |’ 


added to the nation’s total service 
outlets while the registrations of 
new cars hag been greatly increas- 
ed especially in comparison with 
the number of vehicles that are 
being scrapped.” 

“This expanding market can only 
mean greater sales for dealers who 
are willing to go after it,” accord- 
ing to Byall, who discounts the idea 
that compact cars, which use less 
fuel, will cause a general dip in the 
service market. 

“Business can be good in 1961,” 
Byall emphasizes, “but only for 
the dealérs who can prove that 
they have the kind of service, 
equipment and products that will 
bring customers back.” 

Byall could well have emphasized 
one other factor that is perhaps the 
main key to unlocking the door 
and keeping it open for increased 
service profits. That is the type of 
workmanship that adequately takes 
care of the customer’s trouble and 
avoids the necessity for “come- 
backs.” 

* * *~ 


IRANCHISED dealers must con- 

tinue to realize that any serv- 
ice promotional effort their fac- 
tories may make for them can be 
but an aid to what they do for 
themselves. 

Because the Guardian Mainte- 
nance program is aimed at bring- 
ing more people into General Mo- 
tors dealerships this alone will not 
solve any individual dealer’s serv- 
ice promotional problem. Nor will 
the Car Care promotion do the job 
for any Chrysler dealer. 

Each dealer must promote his 
own service and conduct his own 
selling campaign. Service is a per- 
sonal contact problem and the re- 
ception and treatment each dealer 
gives each individual service cus- 
tomer will determine if that dealer 
will grow in service sales and keep 
his owners as year-round cus- 
tomers. 


Romney Urges Individuals. . . 
Assume Responsibilities 


HONOLULU. — George Romney, 
president of American Motors, 
urged fulfillment of individual re- 
sponsibilities in an era dominated 
by large organizations in a talk 
before the Honolulu Chamber of 
Commerce, 

“Our future success will de- 
pend not on more production 


Assembly Plant 
Is Being Built 
By Boyertown 


BOYERTOWN, Pa.—A_ $350,000 
conveyorized truck-body production 
plant is under construction here 
by Boyertown Auto Body Works. 
The plant, which is scheduled to be 
completed in January, will have 
approximately 43,000 square feet of 
assembly-line floor space. 

Paul R. Hafer, president, said 
the plant will provide additional 
modernized production facilities and 
capacities to meet the expanding 
market for standard truck bodies 
equipped for a greater variety of 
mobile service and delivery needs. 


The plant also will make possible 
the coordination of all assembly- 
line production of the standard line 
of truck bodies into a continuous 
conveyorized production line, from 
the manufacture of small parts 
and assemblies to the finished truck 
bodies, Hafer added. 


Continuous-operating cleaning-~ 
priming-painting equipment are 
included in the new assembly line, 
he continued, and all parts and 
subassemblies will pass through a 
five-stage cleaning and rust-proof- 
ing process insuring maximum body 
protection, 

Completed body units will pass 
through a similar four-stage proc- 
ess of cleaning, drying, priming and 
bake-drying, giving each unit a 
tough, long wearing base coat of 
protective prime paint, he said. 


primarily, but on achieving a 
superior application of our basic 
principles to cur problems and 
the problems of others,” he said. 

“This is the only way the bridge 
of freedom can be fully and solidly 
built and even in this age of ex- 
ploding technology, organizational 
complexity and need for world 
order, it can be built only individu- 
al by individual.” 


After reviewing the many claims 
on the loyalty of the individual, 
Romney said: “I think citizenship 
comes first, Even in shaping corpo- 
rate and combined industry policies 
and programs, it should come 
first.” 

Romney offered this advice on 
meeting individual responsibilities: 


“We must either act with the 
conviction and exuberance of free 
individuals engaged in a purpose- 
ful collaboration with our Creator, 
our fellow citizens, our fellow in- 
dustry members—in that order— 
or risk the danger of falling short 
in our great responsibilities.” 

Romney’s talk also reviewed 
some of the factors which he re- 
gards as menacing the freedom of 
the individual and some of the 
solutions which have won his sup- 
port. He also reviewed the struggle 
of the Western world with the 
Communist bloc, noting that the 
Western world has grown on the 
foundation of individual responsi- 
bility. 


Weaver Named President 


Of Knoxville Association 


KNOXVILLE, Tenn. — Robert V. 
Weaver, president of Weaver Sales, 
Inc., is the new president of the 
Knoxville Automotive Trades 
Assn. Sam B. Beaty jr., Beaty Chev- 
rolet Co. is the retiring president. 

Other officers are David Kerr, 
vice-president; J. W. Baker, secre- 
tary; Allen Ware and Marion 
Pickle, directors. Kerr and Baker 
were reelected. 











Three Win Dodges— 


Winners have been named in the De- 
troit Area Dodge Dealer Assn. “3 Free 


Cars" contest. From left are James A. 
Mason, advertising committee chairman; 
Walter E. Malcomson, 13092 Chelsea, De- 
troit, first-prize winner; Ruel Olsen, Detroit, 
second-prize winner, and Earl Orr, DADDA 
president. The third-prize winner, David 
H. Baseshore, St. Clair Shores, Mich., was 
not present. Contestants were asked to tell 
in 10 words or less why they liked the 
1961 Dodge line. 


Suburbs Claim 
60 Pct. of Dealers 
In Cleveland Area 


CLEVELAND.—About 60 percent 


of the Cleveland Automobile Dea]- 
ers Assn.’s 124 members are located 
in the suburbs, and many of them 


have moved from the city since 
World War II, according to a sur- 


vey by the association. 


A CADA spokesman said the sur- 
vey, limited to dealers handling 
domestic vehicles, showed that 
there are 74 outlets in suburban 
areas and that at least a dozen 
more are located close to suburban 
districts. 

Six of the 10 Buick dealerships in 
Cuyahoga County are outside 
Cleveland proper, he said, ag are 
two of the three Cadillac outlets. 
Ford and Chevrolet each have 18 
dealerships in the county, each with 
11 in the suburbs, 

All but five of the 16 Chrysler- 
Plymouth dealers are in the sub- 
urbs, and seven of Studebaker’s 11 
outlets, The count for other makes 
is: Mercury, four of nine; Dodge, 
six of 11; Oldsmobile, four of eight; 
Pontiac. seven of 10, and Rambler, 
five of 10, 

The spokesman also said sev- 
eral more dealerships probably will 
leave the city for the suburbs in 
1961. 


on 


Ford Commends Kennedy, 
Sees No ‘Radical Surgery’ 


DETROIT. — Henry Ford II 
praised President-elect John F. 
Kennedy’s pre-inaugural conduct 
last week and declared “there is 
no evidence as 
yet to support 
the fear that we 
are in for care- 
less or radical 
economic sur- 
gery.” 

Addressing 
a presidents’ con- 
ference on public 
affairs, the chair- 
man and presi- ’ 
dent of Ford i 
Motor Co. com- Henry Ford II 

mended Kennedy for “the general 
excellence of his cabinet appoint- 
ments.” 

Among these appointments was 
that of former Ford President 
Robert McNamara as Defense 
Secretary. Ford admitted that 
Kennedy’s choice put Ford’s pol- 
icy of encouraging civic activity 
“to a severe test.” 

“The loss of so brilliant an ex- 
ecutive talent would be a heavy 
one for any company,” he explain- 
ed. “I know the decision was hard 
and painful for Bob McNamara as 
well, 

“Yet we must concur wholeheart- 
edly in his decision to put the na- 
tion’s interests first.” 

Ford said although the Ken- 
nedy administration probably will 
do some things he dislikes, “they 
have happened under every other 
administration I can remember.” 

Long an advocate of business 
participation in politics, Ford said 
that “perhaps in this most fateful 
time in man’s history, the best and 
only charter we need for public ac- 
tion is that we might have some- 
thing to contribute. It could be that 
the business corporation can make 
a real and measurable contribution 
to good government at a time 
when good government is probably 
synonymous with survival.” 

Business can make such a con- 


Galesburg Dealers 
Elect Officers 


GALESBURG, Ill. — Jeff Good, 
Jeff Good Chevrolet, Inc., has been 
named president 
of the Galesburg 
Automobile Deal- 
ers ASSn., suc- 
ceeding Coke 
Mills, who has 
closed Coke Mills 
Motor Co. 

Harold Inman, 
Inman Motors, 
Inc. (Cadillac- 
Z Pontiac), was 

, named secretary, 
Jeff Good replacing Will 
Puckett, Puckett Buick Co. 








tribution, he asserted, because its 
demonstrated capacity to organize 
human action to accomplish 
planned objectives can work for 
political and social ends as well as 
for commercial ends. 

Ford said a second major reason 
for participation of businessmen in 
public affairs “lies in the growing 
impingement on business by local, 
state, and national governments— 
a trend that accelerates from year 
to year.” 


Pontiac to Build 


New Pacific Home 


SAN FRANCISCO.—Pontiac will 
build a new home for its Pacific 
region and San Francisco zone ad- 
ministrative offices, according to 
A. F. Ives, Pacific region manager. 

The Pacific region encompasses 
14 Western states, including Alas- 
ka. The San Francisco zone, under 
C. L. Keyes, manager, includes ap- 
proximately 100 dealers from Fres- 
no north in California and North- 
ern Nevada. 

Ives said a $150,000 building will 
be erected in the 1800 block of 
Truesdale Ave. in the Mills Estates 
area of Burlingame. The 4,000- 


square-foot building will be of con- 
temporary brick and glass con- 
struction, he said, and is expected 
to be ready for occupancy next 
May. 





Test Engine— 


Now available to petroleum industry re- 
searchers for testing high octane experi- 
mental fuels is this 371-cubic-inch V-8 
engine from the General Motors Corp. 
engineering staff. With interchangeable 
heads, it can operate at 10-1, 12-1 and 
15-1 compression ratios, and replaces @ 
V-8 test engine of 287 cubic inches that 
GM Research Laboratories made available 
in 1950 for cooperative engine-fuel test- 
ing with cylinder heads of 8, 10 and 12-1 
ratio. At right is Darl F. Caris, engineer 
in charge of power development, GM engi- 
neering staff, and left is his assistant, 
B. J. Mitchell, 
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Used-Car Notes 





NIAGARA FALLS, N. Y.— The 
five-man zoning board of appeals 
has unanimously adopted a seven- 
point code of specifications for 
used-car lots. 

An eighth point, dealing with 
lighting on the lots, was tabled for 
further elaboration by the board 
and the office of building inspec- 
tions. 

The specifications, submitted by 
Guy L. Forcucci, acting super- 
intendent of building inspections, 
require: 

1. Ingress and egress to be lim- 
ited to the plot plan submitted and 
approved by the traffic engineer, 
director of public safety and the 
office of building inspection. 

2. Guard rails to be permanently 
installed where cars are to be 
parked perpendicular to any street 
or alley line. Such guard rails are 
to be set back three feet from any 
street or alley line and are to be 
at least six inches high. No portion 
of the cars is to extend over any 
street or alley line. 

3. When the area is to be per- 
manently surfaced, proper drainage 
facilities must be installed. Such 
installation is to be inspected and 
approved by the city plumbing in- 
spector. 

4. Signs only as permitted by the 
Niagara Falls sign ordinance. 

5. Any change in site layout must 
be re-approved by the board. 

6. No buildings erected except in 
full compliance with the building 
code. 

7. Inspection must be made by 
the building inspection division be- 
fore operations begin. Such inspec- 
tions to be requested by the pro- 
prietor of the lot. No such inspec- 
tion will be made unless a proper 
building permit has been issued. 

New lots will have a 60-day time 
limit for complying with the speci- 
fications, the board said. Lots al- 
ready in existence will be sepa- 
rately considered. 

+ * + 


Maine Plymouth Deal Plans 


Indoor U. C. Showroom 


AUBURN, Me.— Advance Auto 
Sales, Inc. (Plymouth), is construct- 
ing a new-car storage garage on 
its Washington St. sales lot, 

Shepard Lee, general manager, 


Consolidated net income of As- 
sociates Investment Co. for the first 
nine months of 1960 amounted to 
$11,323,909, compared with $12,932,- 
810 for the like period in 1959, it 
Was announced by E. Douglas 
Campbell, president. 

In commenting upon the com- 
Pany’s activities, Campbell said, 
“The lower consolidated earnings 
resulted primarily from higher in- 
terest costs on money borrowed by 
the company and a decline in prof- 
its from life insurance operations.” 

The volume of finance business 
purchased in the first nine months 
amounted to $1,361,945,529, an in- 
crease of 5.2 percent over the 
$1,294,285,656 acquired in the same 
Period of 1959, 

* 


* * 


Divco-Wayne Net 


Second H ighest 


Sales and earnings of Divco- 
Wayne Corp. during the fiscal year 
ended Oct. 31, fell below the record 
highs established in 1959. 

Sales dropped to $32,833,375 from 
the peak level of $35,956,561 reported 
in fiscal 1959, while net earnings 
were off $526,507 to $1,146,028. Sales 
and earnings were second highest 
in the history of the corporation. 

* @ ®& 


Collins & Aikman 


Collins & Aikman Corp., six- 
month report, 1960 and 1959: Sales, 
$30,699,602 and $23,421,257; net in- 
come, $451,904 and $645,731. 

” : * 


Inland Steel 


Inland Steel Co., first nine 
months’ report, 1960 vs. 1959: Profit, 
$38,202,872 and $34,723,272; sales, 
$594,345,593 and $570,079,243. 


said the facility will enable the 
dealership to remodel its present 
storage area and provide inside 
display of used cars at its down- 
town location on Franklin St. 

. 


* * 


New Lot for Bartholemew 
ALLIANCE, O. — Bartholemew 
Buick Co, has moved its used-car 
operation to a larger lot at 2300 S. 
Union in the Mount Union section 
of the city. s 
+ 


Three Oaks Motors 
ST. LOUIS—Jim and Dick In- 
gles, brothers, have opened Three 
Oaks Motors, Inc., 4050 Gravois Ave. 


* * * 


Savannah Dealers Seek 


Cut in License Fee 

SAVANNAH, Ga. — The City 
Council here has taken under ad- 
visement a request from used-car 
dealers that the license fee on their 
business be reduced. 


Pete Bunch, president of the as- 


sociation, Wag quoted ag saying, 
“Six used-car dealers are expected 
to go out of business soon because 
of sa sales. The reduction 
would help the dealers.” 

+ + 


Used-Car Deal Moves 

CLEARWATER, Fila.—A & O 
Used Cars has moved from Clear- 
water to 200 Clearwater-Largo Rd., 
Largo, Fla: Doyle Ambrose and 
James Owens, owners said the 
move gives the firm more space, 
enabling it to accommodate 25 more 
cars. 


* + * 
Strange Opens Dealership 
BIRMINGHAM, Ala. — Bill 
Strange’s New Cars, Inc., new and 
used automobiles, held its formal 
opening at Third Ave. S. and 24th 
St. Bill Strange is head of the firm. 


GMAC Issues Stock 


To Increase Capital 

NEW YORK, — meral Motors 
Acceptance Corp. has increased its 
capitalization by $15 million. Gen- 
eral Motors remains the sole owner 
of the finance company. 

Issuance of the stock resulted 
from the capitalization of GMAC’s 
paid-in surplus and a part of the 
company’s earned surplus. 





Automotive Sales Council Elects Officers— 


New officers and a board of governors for 1961 have been elected by the Auvto- 
motive Sales Council. Jack L. Roberts, Wells Mfg. Co., succeeds Richard 1. Nardi, 
Products, as president. From left are Hal Goehrig, Blackhawk Mfg. Co.; 
Colman O'Shaughnessy, executive secretary; Robert M. Cain, Kal-Equip Co.; George 
Poe, Téledo Steel Products; Robert W. Lackner, Gumout; Byron Fletcher, Hastings Mfg. 
Co.; Roberts; William F. Coulter, Rubbermaid Co., treasurer; Harold B. Harris, Union 
Carbide Consumer Products; J. W. Kern, Perfect Circle Corp., vice-president; Robert M. 
Harris, Westinghouse; Dean Stewart, Whitaker Cable; Joseph W. Greenan, World 
Bestos, and Nardi. Not shown are Jack Friedlander, Guaranteed Parts Co., and Ranson 
P. Hall, Timken Roller Bearing Co., secretary. 


SURE 





STARTS 





PROVED IN 135,000,000 INSTALLATIONS 








BENDIX STARTER DRIVES 


For nearly half a century, Bendix® Starter Drives have been the standard of dependability throughout 
the automotive industry. They have been first choice for millions of installations. Bendix drives are also 


preferred by the manufacturers of aircraft, earth movers, inboard and outboard 
marine engines. To provide sure starts for all types of internal combustion engines, 


equip them with dependable Bendix Starter Drives. 


DEALERS—FOR MAXIMUM PROFIT AND SERVICE 
SATISFACTION, USE ALL-NEW BENDIX STARTER DRIVES. 


be ae 





Bendix-Elmira 


ECLIPSE MACHINE DIVISION 
ELMIRA, N. Y. 


39 
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Sales Conditions in Various Areas. . 





Auto Market Reports 


Los Angeles 

New-car registrations in Los An- 
geles County totalled 24,037 in Octo- 
ber, compared with 20,653 a month 
earlier, according to Donnelley’s 
Motor Recorder of California. 

By makes: Ford, 3,725; Chevro- 
let, 3432; Falcon, 2,676; Corvair, 
1615; Rambler, 1,440; Comet, 
1,121; Volkswagen, 1,117; Pontiac, 
— Valiant, 916; Oldsmobile, 

; Dodge, 868; Piymouth, 692; 
Cadillne, 681; Buick, 582; Mercury, 
438; Lancer, 329; F'-85, 289; Chrys- 
ler, 219; Studebaker, 206; Renault, 
205; Special, 174; Austin-Healey, 
127; Triumph, 115; Volvo, 98; Fiat, 

and Imperial, 87. 

MG, 67; Mercedes-Benz, 63; Sim- 
ca, 62, Morris, 58; Hillman, 55; Jag- 
uar, 50; Peugeot, 46; Metropolitan, 
45; English Ford, 41; Opel, 41; Sun- 
beam, 41; Lincoln, 35; Porsche, 31; 
NSU, 29; Austin, 28; Borgward, 28; 
DeSoto, 28; Singer, 28; Taunus, 18; 
Lloyd, 16; Vauxhall, 15; Alfa Romeo, 
9; Panhard, 7; DKW, 6; Toyopet, 6; 
BMW, 5; Citroen, 5; Moretti, 5; 
Rolls-Royce, 4; Auto Union, 3; 
Humber, 3; Skoda, 3; Aston Martin, 
2; Daimler, 2; Ferrari, 2; Lancia, 2; 
Prince, 2; Tempest, 2, and miscel- 
laneous, 18. 

New-truck registrations were 
2,504, compared with 2,770 the previ- 
ous month. 

By makes, they were: Chevrolet, 
977; Ford, 828; International, 199; 


GMC, 169; Dodge, 118; Volkswagen, 
70; Willys, 38; Mack, 24; White, 19; 
Peterbilt, 8; Morris, 6; Studebaker, 
6; Divco, 4; English Ford, 4; Sea- 
grave, 4; Renault, 3; Reo, 3; Auto- 
car, 2; Diamond T, 2; Kenworth, 2, 
and miscellaneous, 18. 


—Wziu1AM CARROLL 
* * oe 


Providence 

New-car registrations in Provi- 
dence totalled 1,282 during Novem- 
ber, according to the Rhode Island 
Automobile Dealers Assn. 

By makes, registrations were: 
Ford, 318; Chevrolet, 265; Plym- 
outh, 111; Rambler, 109; Oldsmo- 
bile, 67; Buick, 58; Dodge, 58; 
Pontiac, 55; Cadillac, 44; Comet, 
35; Volkswagen, 31; Mercury, 22; 
Chrysler, 18; Studebaker, 15; 
Renault, 10; Imperial, 3; DeSoto, 
2; Lincoln, 2; Willys, 1, and mis- 
cellaneous, 58. 

New-truck registrations, which 
numbered 85, were divided ag fol- 
lows: Chevrolet, 23; Ford, 17; In- 
ternational, 16; Volkswagen, 7; 
Mack, 6; Dodge, 5; Divco, 3; Wil- 
lys, 3; GMC, 2, and miscellaneous, 3. 

—Tuomas L. Forses 
+ + 7” 


Baltimore 
New-car registrations in Balti- 
more totalled 2,178 in November, 
compared with 2,040 a month ear- 
lier, Despite the overall increase, 





New Chairman... 


Import-Car 


LFRED J. COVENTRY, man- 

aging director, S. Smith & Sons 
(Canada) Ltd., has been appointed 
chairman of the British Motor In- 
dustry in Canada, 
a group of 10 Ca- 
nadian subsidiar- 
ies of British 
automobile and 
component manu- 
facturers. He suc- 
ceeds H. Gordon 
Munro, president, 
Rover Motor Co. 
of North Amer- 
ica, Ltd. 

Coventry joined 
Smith, Britain’s 
largest producer of instrumentation 
for automobiles and aircraft, in 
1932. He has been responsible for 
the direction of the Canadian sub- 
sidiary since 1953. 

As chairman of the BMIIC, Cov- 
entry will administer activities re- 
lated to public relations, exhibitions 
and technical and service develop- 
ments. Phil Baxter, director and 
general manager, Standard-Tri- 
umph (Canada), Ltd., and Geoffrey 
H. Roost, managing director, Joseph 
Lucas (Canada), Ltd., will assist 
him as deputy-chairmen. 

+ * ” 


Volvo 


OLVO has entered 1961 in a 
strong market position, accord- 





A, J, Coventry 


ing to Ake Hogman, president of 


Volvo Import, Inc. 


“In one of the most competitive 
periods the im- 


field has faced, 


to 3.5 percent for 
the first 10 months 
of this year from 
3.2 percent in the 
same period last 
year,” he said. 

In addition, 
Volvo captured 

Ake Hogman eighth place in 
the import car market this past 
October, according to figures re- 
leased by R, L. Polk, and held 10th 
place as of that date for the year. 

“On the West Coast, while the 
import market lost 38 percent, Vol- 
vo dipped only 28 percent; in the 28 
states in the East, the import mar- 
ket fell 18 percent, but Volvo held 
to an eight percent reduction,” 
Hogman said. 





Hogman said customer satisfac- 


port automobile 


News Notes 


tion with product and service 
backed by a “solid” dealer organiza- 
tion contributed to Volvo’s strength 
during this period. 
Also adding to the picture was 
a steady climb in acceptance for 
the company’s four-door sedan, 
he said. 


The 122-S accounted for 30 per- 
cent of Volvo sales through October 
of 1960, compared to 10 percent for 
the same period of 1959, he said. 

To be introduced in dealer show- 
rooms in April, 1961, will be the new 
Volvo P-1800, a new sports coupe 
which will sell at a list of about 
$3,800 and will be carried in addi- 
tion to the full Volvo line, 

+ a * 


A. OLSHANE has been ap- 

* pointed vice-president of Auto 
Imports, Inc., distributor for Volvo 
in the 13 western states. 

Olshane joined the firm in March, 
1957, and is sales manager for the 
Western United States. He will con- 
tinue his present duties and occupy 
offices in the Auto Imports Building 
in Sherman Oaks, Calif. 





Volvo’s market/F 
penetration rose} 


Molds for Seat Cushions— 


Medieval torture press? On the contrary, 
despite its resemblance to the Iron Maid- 
en, this is a cast aluminum mold in which 
foam rubber automobile seat cushions are 
formed. Aluminum Co. of America, Pitts- 
burgh, supplies metal for the mold, which 
is used by Goodyear Tire & Rubber Co. 
plant to fabricate cushions for the Ford 
Thunderbird. The toothy-looking projections 
welded to the top half of the mold are 
aluminum pins, or lugs. When foam rubber 
is poured into the mold, it “sets” around 
the pins. The resulting holes give seat 
cushions their desired resiliency. 


imports declined from 109 to 77 
during the period. 

By makes, registrations were: 

Chevrolet, 655; Ford, 489; Plym- 
outh, 170; Dodge, 138; Rambler, 

129; Oldsmobile, 118; Buick, 110; 

Pontiac, 83; Oadillac, 51; Chrys- 
ler, 51; Comet, 46; Studebaker, 
25; Volkswagen, 22; Mercury, 21; 
DeSoto, 9; Mercedes-Be 3 
Volvo, 7; Simca, 5; Opel, 4; 
nault, 4; Fiat, 3; Imperial, 3; Lin- 
coln, 3; Morris, 3; Austin, 2; 
Hillman, 2; Peugeot, 2; Porsche, 
2; Vauxhall, 2, and miscellane- 
ous, 12. 

New-truck registrations, mean- 
while, rose to 221 from 186. By 
makes: Chevrolet, 67; International, 
36; Ford, 34; GMC, 22; Dodge, 21; 
White, 19; Mack, 3; Reo, 2; Brock- 
way, 1; Willys, 1, and miscellane- 
ous, 15, 

—Kate SAvaGEe 
* * * 


San Antonio 

A total of 1,346 new cars was 
registered in San Antonio and 
Bexar County in November, com- 
pared with 1,476 the previous 
month. 

Dealers were disappointed that 
an increase in registrations did not 
materialize in November, but they 
hope that the holiday trade may 
result in another upcurve. 

By makes, November registra- 
tions were: Chevrolet, 420; Ford, 
355; Buick, 101; Pontiac, 93; Olds- 
mobile, 75; Rambler, 65; Comet, 
62; Dodge, 49; Plymouth, 32; Cad- 
illac, 26; Mercury, 23; Chrysler, 
16; Imperial, 8; Volvo, 6; Opel, 
4; Lincoln, 3; Austin-Healey, 2; 
DeSoto, 2; Simca, 2; English 
Ford, 1, and Sunbeam, 1. 

New-truck registrations number- 
ed 156; compared with 208 a month 
earlier. By makes, they were: Chev- 
rolet, 80; Ford, 33; International, 
18; GMC, 9; Dodge, 7; Willys, 5, and 


White, 4 
—J. H. Reep 
* 


Dayton, O. 

There were 1,872 new cars regis- 
tered in the Dayton area in Novem- 
ber, compared with 1,725 a month 
earlier. 

By makes, registrations were: 
Chevrolet, 512; Ford, 259; Corvair, 
135; Oldsmobile, 131; Pontiac, 122; 
Falcon, 109; Buick, 102; Cadillac, 
63; Rambler, 56; Dodge, 46; Comet, 
38; Plymouth, 33; Special, 30; Mer- 
cury, 30; F-85, 27; Valiant, 25; 
Volkswagen, 19; Chrysler, 18; Tem- 
pest, 18; Lancer, 15; Studebaker, 12; 
Renault, 8; DeSoto, 3; Imperial, 3; 
Lincoln, 2; Saab, 2; Triumph, 2; 
Volvo, 2; Willys, 1, and miscellan- 
eous, 39. 

New-truck registrations totalled 
88 in November, compared with 81 
a@ month earlier. By makes: Chev- 
rolet, 48; Ford, 13; International, 
11; GMC, 8; Dodge, 2; Studebaker, 
1; White, 1; Willys, 1, and miscel- 
laneous, 1. 

Ed 


+ * 
Richmond, Va. 
New-car registrations in the 
Richmond area totalled 1,459 in 
November. compared with 1,499 a 

month earlier. 

By makes, they were: Chevro- 
let, 328; Ford, 270; Falcon, 128; 
Pontiac, 91; Oldsmobile, 71; Cor- 
vair, 65; Plymouth, 65; Comet, 56; 
Dodge, 


DeSoto, 3; English Ford, 3; Hill- 
man, 3; Mercedes-Benz, 8; Opel, 
3; Peugeot, 3; Willys, 3; Austin, 
+ Lincoln, 2, and miscellaneous, 
New-truck registrations num- 
bered 113, compared with 168 the 
previous month. By makes, they 
were: Chevrolet, 35; Ford, 29; GMC, 
14; International, 14; Dodge, 12; 
White, 5; Mack, 1; Studebaker, 1; 
Willys, 1, and miscellaneous, 1. 


2 New Jaguar Firms 
NEW YORK.—Duplechin Buick 
Co., West Beach Blvd., Biloxi, 
Miss., and Ed Clancy Imported 
Cars, 1402 S. Coast Blvd., Laguna 
Beach, Calif., are newly-appointed 
Jaguar dealers, 





Holiday for Salesmen— 


These salesmen and their wives are 
leaving for a three-day holiday in New 
York as a reward for selling the most 
Chrysler and Imperial cars in the Detroit 
area. From bottom to top, they are Mr. 
and Mrs. Irwin J. Foster, Oak Park; Mr. 
and Mrs. Ted Penczalski, Detroit; Mr. and 
Mrs. Palmer Hanson, Allen Park; Mr. and 
Mrs. Durward Hastings, Detroit; Mr. and 
Mrs. Don Harris, Detroit; Mr. and Mrs. Don 
Buhl, Wyandotte; Mr. and Mrs. Jack Ken- 
nedy, Roseville; Mr. and Mrs. Stanley 
Schultz, River Rouge; Mr. and Mrs. Harris 
Ross, Detroit, and Russ Henderson, tour 
guide. 


Highways 


America experienced its worst 
October on the highway since 1955 
as 3,680 persons died in traffic ac- 
cidents across the nation, the Na- 
tional Safety Council reported. 

The October toll—up 7 percent 
over October, 1959—raised the 10- 
month death total to 31,120, a 2 
percent increase over 1959’s 10- 
month toll of 30,660. 

Despite the 2 percent increase in 
deaths, the mileage death rate 
(number of traffic fatalities per 100 
million miles of travel) after 10 
months of 1960 was a record-low 
5.3—same as in 1959 at that time 
of year. 

The rate remained firm, the 
Council pointed out, because the 2 
percent rise in traffic deaths for 
10 months was offset by a 2 percent 
increase in motor vehicle travel. 

Only one other month in 1960— 
April, which was up 10 percent 
over April, 1959—showed a higher 
month-for-month increase in traf- 
fic deaths than October. 

* bd * 


Maine Slapped for Using 
Vehicle Taxes for Roads 


The chairman of the New Eng- 
land Council has called on Maine 
to abolish its use of dedicated funds 
for highway purposes. Dr. Charles 
F. Phillips, who also is president 
of Bates College, said the entire 
income of the state “should be 
assigned to the most important 
needs of the state.” 

Maine has long earmarked rev- 
enues from gasoline taxes, motor- 
vehicle registrations and the like 
for highway and bridge construc- 
tion and maintenance. Earlier, a 
citizens committee on Maine school 
problems contended that road con- 
struction in the state was being 
given priority over vitally needed 
educational improvements. 

ok * oe 


Education Students Trained 


To Teach Driving Courses 

The University of Maine offered 
a special course in driver education 
in December for seniors planning 
to enter the teaching profession. 

The university said there is a 
shortage of driver-education in- 
structors in Maine, and teachers 
qualified in the field have good op- 
portunities for jobs. Most commu- 
nities pay ¢#. stipend, in addition to 
the regular teacher’s salary, for 
driver-education instructors, the 
university's College of Education 
said. 


ae + * 
South Dakota Truck Firm 


Wins Fleet Safety Contest 
The 29th annual Fleet Safety 

Contest award was given to Rich- 

ard O, Olson, safety director, Dan 





Armco Chief Calls 
New Ideas Vital 
To Steel’s Future 


BIRMINGHAM, Ala.—‘“The fu- 
ture of the steel industry is tied 
directly to new ideas and develop- 
ments,” R. L. Gray, chairman of 
Armco Steel Corp., declared at a 
regional meeting of the American 
Iron and Steel Institute. 

Gray said that steel producers in 
this country have spent billions for 
growth and modernization, have 
produced many new steels, have ex- 
panded into new markets in com- 
petition with other materials, and 
have competed vigorously in the 
world market. 

Despite these advances, he stated, 
the steel industry is faced with 
strong competition from foreign 
steel companies who are able to 
sell steel at $30 a ton under domes- 
tic steel prices. Overseas producers 
have the advantages of lower em- 
ployment and capital costs, and 
more progressive depreciation poli- 
cies than American steel companies, 
he explained. 

“We are moving ahead on a broad 
front to counter this competition, 
but our greatest effort must come 
in a very fundamental area,” Gray 
said. “We must probe every pos- 
sible avenue in an allout effort to 
achieve greater efficiency. To me, 
greater efficiency means that we 
must learn how to reduce the num- 
ber of manhours required to make 
a ton of steel.” 


& Safety 


Dugan Oi] & Transport Co., Sioux 
Falls, S. D. 

The presentation was made by 
Howard Pyle, president, National 
Safety Council, at the National 
Safety Congress i in ners 








Rose Barrier 
Fails to Stop 
Auto on X-Way 


A rose briar patch was no match 
for a ’61 Dodge Dart driven by a 
woman test driver in Union, Conn. 
Tests were conducted to determine 
whether special rose hedges could 
prevent an out-of-control car from 
crossing a divided highway. 

The bushes came out second best 
three times in three tries. Testing 
officials said, however, that more 
mature bushes might succeed in 
stopping a speeding car. The test 
driver was Patricia Jones, 31, a 
veteran of nearly 600,000 miles of 
driving in thrill “and safety shows. 

Howard Ives, Connecticut high- 
way commissioner, was not discour- 
aged. He said he is convinced a 
double row of hedges, planted close 
together, could prevent head-on col- 
lisions—one of the major causes of 
highway deaths. 

He noted that the bushes, plant- 
ed in 1955 on the Wilbur Cross 
Parkway, were not yet fully mature 
and were planted four feet apart. 















AMC Acclaimed— 


American Motors has received an “out- 


standing engineering development” cita- 
tion for its die-cast aluminum engine block 
used on ‘61 Rambler Classic models. The 
Pure Oil special merit award is presented 
to E. W. Bernitt, left, AMC automotive 
operations vice-president, by Harry L 
Moier, Pure Oil retail marketing vice-pres- 
ident. The aluminum-block engine was 
tested in a million-mile run at Daytona 
International Speedway under NASCAR 
sanction. Bernitt claimed the test was the 
most comprehensive ever conducted on 
new engine before final production @P- 
proval was given. 
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FACT FINDER 





FOR THE AUTO INDUSTRY 


Q Why is the AUTOMOTIVE NEWS Almanac— 
for 35 years the fact-finder of the industry—impor- 
tant to you? 


A Because it’s used in every way, every day of the 
year by decision-makers at every level, in every facet 
of the industry. 


Q@ What facts does the Almanac contain? 


A Hardly the space here to be complete, but to list 
a few features: Car and truck production figures; 
photos and biographical sketches of industry leaders; 
engineering trends; comparative registration informa- 
tion; service specification data; Who’s Who Directory 
of Automotive Manufacturers; and much more. 


9 How is the Almanac helpful to the automotive 
industry ? 

A The factual information in the Almanac presented 
through statistics, charts, gtaphs, and historical data 
eliminates the guesswork and hearsay of past and 
present automotive conditions and provides a firm 
basis on which to calculate new trends. It is a com- 


plete, accurate picture of the automotive industry in 
one source, 


9 What is the distribution? 


A This year, over 47,000 car and truck manufac- 
turers, dealers and other key automotive people will 
purchase the Almanac or receive it as part of their 
paid subscription. 


9 How will I benefit as an advertiser? 


A Because the Almanac is a source book, because it 
is so useful to automotive people, because it is being 
constantly referred to YEAR ’ROUND, your ad is 
exposed over and over again. And it is exposed to 
those people you want to reach, people interested, 
able and ready to do business with you. 


Issue Date . . . . April 24 


Closing Date . . . March 17 
(first forms) 


@ 


YEAR LONG USE... 
YEAR ‘ROUND EXPOSURE! 


Don’t delay. Be a part of the most influential pub- 
lication in the automotive industry. Contact your 
AUTOMOTIVE NEWS Representative today. He’ll 
be ready to give you complete information. 


REPRESENTATIVES 


NEW YORK: Edward Kruspak, Howard E. Bradley, 51 E. 
42nd St., Murray Hill 7-6871 


CHICAGO: J. Goldstein, Bill Gallagher, 360 N. Michigan 
Ave., State 2-6273 


DETROIT: R. L. Webber, William R. Maas, Roy Holihan, 
965 E. Jefferson, Woodward 3-9520 


SAN FRANCISCO: Jules E. Thompson, 681 Market St., 
Douglas 2-8547 


LOS ANGELES: Robert E. Clark, 6000 Sunset Blvd., Holly- 
wood 3-4111 
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S-P’s Ad Program aes 


Auto Advertising 





By Martin L. Whitmyer 
Staff Writer 
Studebaker-Packard is in the 
process of altering its advertising 
from the conservative approach of 
the past to a more aggressive, 


trends and ideas. 


marketing all types of goods and 
services, outline and suggest solu- 
hard-sell type promotion, it Wwas/tions to seasonal problems and 
learned last week. changing economic conditions. 
Executives from S-P’s Fyn *_ * * 
tising representative, ry 
Agency, were in South Bend last Powell Opens Own Firm 
week to meet the corporation’s Bob Powell, currently vice-presi- 
new president, Sherwood H, Eg- | dent and general manager of the 
bert, and to go over pre Detroit office of Cunningham & 
plans for the changeover, it was | Walsh, Inc., has organized a new 
learned. ee Bob Powell, Inc., = cori 
.|a8 consultants in sales, marketing, 
co See Ss ene oe advertising and public relations. 


nique apparently is in line with 

the new-type dealer organization| Effective Jan. 1, Bob Powell, Inc., 

S-P is attempting to set up under| will be in operation at 2119 Penob- 
scot Building, Detroit. 


its new administration. 
* * * * + + 
Book for United Van Agents 
A textbook on the principles of 


local advertising as they apply to 
the moving industry has been pub- 


Tipsheet for Admen 

Molner & Co., Detroit advertising 
agency, is offering marketing execu- 
tives in the area a monthly news- 





What do they 
have in common? 


the uncommon 
motor oil! 





Motorists who care for their cars . . . and serv- 
icemen who care for their customers . . . agree 
that WoLF’s HEap Oil is truly the finest of the 
fine. There’s a reason—WOLF’s HEaD is 100% 
Pure Pennsylvania, Tri-Ex refined three impor- 
tant extra steps and scientifically fortified for 
the finest engine protection. The result is un- 
common lubrication . . . uncommonly low op- 
erating and upkeep costs . . . truly uncommon 
quality. That’s why motorists who care for their 
cars always insist on WOLF’s HEAD. Keep your 
customers coming back with WoLF’s HEAD... 
the motor oil that commands uncommon cus- 
tomer loyalty the country over. 


WOLF’S HEAD OIL REFINING CO. 
OIL CITY, PA. 


letter of advertising and marketing 


Called “Better Advertising,” the 
newsletter will provide ideas for 








by its more than 600 agents. 

Entitled “A Guide to More Effec 
tive Local Advertising for Agents 
of United Van Lines,” the contents 
are broken down into sections ex- 
plaining why and how egents 
should tie-in with United’s national 
advertising to increase the effi- 
ciency and impact of their local 
advertising; how to evaluate and 
select local advertising media; how 
to determine size, frequency, posi- 
tion and repetition of ads in news- 
paper advertising; how to select 
radio and television stations, and 
how to determirie the types and 
units of time to buy. 

Other sections cover methods of 
measuring advertising effective- 
ness; the “how-tos” of preparing 
newspaper ads and radio and tele- 
vision commercials; guide-rules for 
planning and executing successful 
direct-mail advertising, and proper 
use of telephone directory adver- 
tising. 

* * * 


L-O-F’s Hibbert Retires 


Wilfrid Hibbert after 15 years’ 
service with Libbey-O wen s-Ford 
Glass Co., most of the period as 
press relations manager, retired 
Dec. 1. 

He has been succeeded by Ever- 
ett Eakin, who has been serving 
since Jan. 1 as assistant to James 
M. Ashley, public relations vice- 
president. 

* ot * 


Record Campaign for Wynn 


Wynn’s Friction-Proofing and its 
advertising agency, Erwin Wasey, 
Ruthrauff & Ryan, Inc., have com- 
pleted plans for the company to 
launch a record $1 million promo- 
tional push in 1961 and to kick off 
its first national cooperative adver- 
tising program with distributors. 

Carl E..Wynn, president, said that 
heavy emphasis will be placed on 
national network radio and tele- 
vision advertising, with added sup- 
port in automotive trade publica- 
tions. The program was launched 
Jan. 2 when Wynn cosponsored the 
Sugar Bowl football game over the 
entire NBC television network. 

This program will be supple- 
mented by a continuous schedule 
of week-end radio programming 
and trade publication advertising. 
The radio schedule began Jan. 7 
with sponsorship of selected Satur- 
day and Sunday segments of Moni- 
tor on NBC. 

* * 


USN&WR Hits the Top 


“U. 8. News & World Report” 
carried 2,836 advertising pages in 
1960—a gain of 150 pages over the 
preceding year, according to H. L. 
Behlke, advertising director. 

The gain sent “U. 8. News & 
World Report” advertising rev- 
enue to an all-time high of $21,- 
459,650 —a 16.7 percent” increase 
over 1959, Behlke said. 


* * * 


BHIF Expands Staff 


The national staff of the Better 
Highways Information Foundation 
has been expanded with the ap- 
pointment of a director of informa- 
tion and a field coordinator. 


John J. Hassett, veteran public 
relations director, will be respon- 
sible for implementing BHIF’s $220,- 
000 public information program. 

Arthur R. Trautmann, Harris- 
burg, Pa., joined the national BHIF 
staff as field coordinator. Traut- 
mann has been field representative 
for the Associated Pennsylvania 
Constructors and the Pennsylvania 
Highway Information Assn. 

f * cg 


New Rate Base for Journal 


Ladies’ Home Journal has an- 
nounced a new circulation rate 
base of 6,700,000, average net paid, 
effective with its July issue. The 
present base is 6,500,000. 

At the same time, elimination 
of all bleed charges on all Journal 
units, effective with the March 
issue, also was announced. 

& * * 


Show Sections. for Papers 


For the first time this year, the 
Chicago Sun-Times will publish its 
annual auto show section in a 
standard-sized page format. 

The Sun-Times will publish the 
section on Sunday, Feb. 19, as part 
of its regular paper. On Saturday, 
Feb. 18, the Chicago Daily News, 
will publish its auto show section. 

The sections are timed to co- 
incide with the Chicago Auto Show, 
which will be held in Chicago’s new 
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Going-Away Gift— 


Kelso Taeger, left, vice-president, Mc- 
Cann-Erickson, Inc., receives a going-away 
gift from Detroit Radio and Television Rep- 
resentatives at the group's second annual 
party in Detroit. Taeger, who is being 
transferred from Detroit to New York, re- 
ceives the gift from Andy Gent, H-R Rep- 
resentatives, Inc., Detroit. 


$35,000,000 exhibition hall, McCor- 
mick Place, Feb. 18-26. 
* * * 


Purolator on Television 


The Purolator Automotive Re- 
search Bureau is presenting a ser- 
ies of 13 live television shows, “Car 
Care for Women,” on _ television 
stations from coast to coast. 

Fully scripted, with props and 
guest speakers for each telecast, 
the series is booked on some 40 
stations on an exclusive in-your- 
city basis. Each script stresses “Lis- 
ten to the Man,” theme of the Puro- 
lator’s 1961 advertising campaign. 

The programs cover such sub- 
jects as “Your Car,” “Packing and 
Traveling,” “Lubrication,” “Gaso- 
line,” “Tires,” “Brakes,” “Ignition,” 
“Auto Insurance,” “Car Cleanliness,” 
“Exhaust Systems,” “Cooling Sys- 
tems,” “Car Safety and Driver 
Safety,” “Service Stations.” 

* * ok 


New Plan for Post-Dispatch 

A new schedule of rates and dis- 
counts for general black-and-white 
advertising has been announced by 
the St. Louis Post-Dispatch. 

The black-and-white open rate 
now is $1.15 a line daily and $1.30 
a line Sunday. Discounts range 
from 5 percent at 500 lines to a 
maximum of 18 percent for 100,000 
lines annually or 20 percent for 50 
pages annually. 

“We believe this pattern of dis- 
counts conforms with that of most 
big-city newspapers,” Paul I. Tal- 
bot, advertising manager, said. 

* * * 


Dodge to Compare Compacts 


One million tabloid-size news- 
papers comparing all nine 1961 
American-built compact cars is be- 
ing distributed by Dodge. 

The 12-page paper, called “Facts 
’n’ Compacts,” is being made avail- 
able to Dodge dealers throughout 
the country. The special tabloid lists 
sizes, features, major specifications 
and prices of all compacts. Pictures 
are included. 

W. D. Moore, Dodge director of 
advertising, said the publication 
also has been issued as a supple- 
ment in more than 120,000 weekly 
suburban newspapers in the De- 
troit area and more than 70,000 
weeklies in the Minneapolis area. 

* * * 


Outdoor Has Record Year 


National outdoor advertising vol- 
ume for 1960 will surpass the esti- 
mated $120 million figure, accord- 
ing to Felix W. Coste, president, 
Outdoor Advertising Inc., the medi- 
um’s national sales company. 

The nearly $6% million increase 
over 1959 volume represents ‘the 
largest annual volume gain since 
1955, and makes 1960 volume the 
largest in the medium’s history, 
Coste said, 


* * * 


Record Playboy Circulation 

A high in the circulation of 
Playboy will be marked for the 
last six months of 1960, when, ac- 
cording to a publisher’s estimate, 
average net paid sales for the pe- 
riod ending Dec. 31 will show 
1,130,000 a month. 

This, Playboy noted, will rep- 
resent a 136,000 increase over the 
same .period of last year. The 
ABC-audited average net paid 


circulation for the period ending 
Dec. 18, 1959, was 993,275. 
+” ok * 
Blackhawk Names Brady 
Brady Co., Milwaukee and Apple- 


ton (Wis.) advertising agency, has 
been appointed by the Blackhawk 


Automotive Division, Milwaukee, as 
its advertising agency. 

Blackhawk Automotive manufac- 
tures automobile and truck lifting 
equipment and the Porto-Power 
line of automobile collision damage 
repair products. 

In addition to handling Black- 
hawk Automotive’s advertising pro- 
gram, Brady will offer overall mar- 
keting counselling and assistance 
in the development and preparation 
of merchandising and public rela- 
tions materials, 

ca * * 


Records for Holiday 

Holiday Magazine reports for 
the year 1960 new record highs 
both in advertising linage and 
revenues. 

Ralph W. Hench jr., advertis- 
ing director, announced that Hol- 
iday’s ad revenue for 1960 aggre- 
gates $11,104,342, am increase of 
$1,630,365, or 17.2 percent over the 
$9,473,977 total for 1959. Advertis- 
ing linage set a new high record 
of 4,991. columns, an increase of 
433 columns, or 9.5 percent over 
the total of 4,558 columns of the 
previous year. 

Eleven of the 12 1960 issues set 
new records in ad revenue for the 
months involved, Hench reported. 

* * * 


Vesely Account to Randall 


Vesely Mfg. Co., Lapeer, Mich., 
has appointed Fred M: Randall -Co., 
Detroit, advertising, merchandising 
and public relations counsel. 

Vesely is a producer of two-wheel 
aluminum camp trailers, sold na- 
tionally under the brand name 
Apache. With the introduction of 
new models in 1961, Randall is pre- 
paring a much expanded trade and 
consumer campaign featuring the 
Apache camp trailer line. 

+ * * 


Fiat Account for Meltzer 


Chrysler Corp. of Canada, Ltd, 
has appointed Richard N. Meltzer 
Advertising, effective Jan. 1, for 
Fiat automotive products. 


The Meltzer agency also will con- 
tinue to handle Simca cars in both 
Canada and the United States, as 
it has since August, 1958. 

* * * 


Personnel Changes 


Truman Stone from manager of 
special merchandising services for 
Kelvinator Division of American 
Motors Corp. to advertising man- 
ager of King-Seeley Thermos Co., 
Ann Arbor, Mich. .. . Joseph W. 
Chamberlain from Young & Rubi- 
cam to president of Million Market 
Newspapers, Inc., succeeding War- 
ner R. Moore, who will return to 
his own business in Philadelphia. 

Ray D. Eisbrenner from account 
executive in the Detroit office of 
Palmer, Codella & Associates, to 
account supervisor for engineering 
and design at Dudgeon Taylor & 
Bruske, Inc., Detroit industrial ad- 
vertising and public relations 
agency . . | Thomas J. from 
senior account executive with H-R 
Television Representatives, New 
York, to national sales manager of 
WXYZ-TV, Detroit. 

Kelso M. Taeger from media di- 
rector in the Detroit office of Mc- 
Cann-Erickson to manager of the 
media department in the agency’s 
New York office ... Elliott M. 
Sanger from executive vice-presi- 
dent and general manager of the 
New York Times radio station 
WQXR; New York, to general man- 
ager of the New York Times Inter- 
national~Edition in Paris. 


John J. Bertram jr. from assist- 
ant advertising manager for Gay- 
lord Container Division of Crown 
Zellerbach Corp., St. Louis, ta ad- 
vertising and sales promotion man- 
ager of American Hard Rubber Co, 
Butler, N. J... . William E. Me- 
Elhaney from Campbell-Ewald to 


advertising manager of World-Wide - 


Automobiles Corp: . . . James E& 





Duncan from merchandising repre= “i 


sentative on the Plymouth acc 


to group service supervisors in the = 


Detroit office of N. W. Ayer & 50 
Inc. . . . Donald Dinwiddie fro 
editor of Science & Mechanics 
managing editor of Popular ? 
chanics, 
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Sell ($4) it sells for you 


Here’s the deal in San Francisco ... for NADA Convention-goers . . . a tuneful musical comedy called ‘“‘Deal 


Me In,” starring a big cast of actors, singers and dancers. “‘Deal Me In”’ tells in song and fantasy how an auto dealer discovers a new 
way to boost car sales . . . with ideas from U. S. Steel. See it . . . the show is part of the NADA program . . . your wife is invited, too. 
You'll find that ‘“Deal Me In,” like all the NADA highlights—panel discussions, presentations, and the equipment exhibits—is a good 
investment in your business. Speaking of exhibits, the welcome mat is out for you at U. S. Steel’s Booths 323 through 326 and 419 
through 422 in Brooks Hall. Don’t miss this informative display, and don’t miss ““Deal Me In,”’ Wednesday, February 1, 10:30 AM, at 


Civic Auditorium. 


United States Steel 


TRADEMARK 
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At SAE Meeting... 
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Gordon Clarifies Trade Stand 


effect machines) attracted much in-| exclusive licensee for the engine in 
terest. These machines are used for| this country. 


(Continued from Page 2) 


ity, design and innovation and by 
stepping up U. S. productivity. 
+ x * 


a the challenge from 
the exponents of a new auster- 
ity, he said they believe that the 
U. S. is sacrificing social benefits 
for material benefits and that our 
production of consumer goods such 
as cars is using too much energy 
and too many resources that should 
be allocated to public goods such as 
schools, hospitals and missiles. 

Asserting that this is basically an 
attack on the whole free enterprise 
system, Gordon urged the engineers 
to demonstrate to the world that 
freedom provides the greatest 
strength and the most powerful in- 
centive for survival, 

This year’s SAE meeting had a 
pronounced international flavor, 
with 35 papers delivered by for- 
eign engineers and several score 
of engineers from other countries 
in attendance. 

At an international luncheon, 
Paul Hoffman, former head of 
Studebaker and now managing di- 
rector of the United Nations Spe- 
cial Fund, recommended the imme- 
diate doubling of the $200-million 
UN fund for technical assistance to 
underdeveloped foreign countries. 

He said the extra money is need- 
ed to help boost per-capita income 
in those countries by 25 percent in 
the 1960s, compared with 10 per- 
cent during the 1950s. 

. * * 


T THE technical sessions, the 
meeting on the GEM (ground 


skimming across broken land and 
water by directing air pressure on 
the surfaces below the vehicle. 

Although these unusual ve- 
hicles may actually be in serious 
production by the military next 
year, it was made clear that they 
pose no threat to the auto indus- 
try’s future, but they would be 
tremendously valuable for am- 
phibious military operations. 

A highlight of the meeting was 
the session on the rotary combus- 
tion engine, sometimes called the 
Wankel engine. Papers were deliv- 
ered by Dr. Walter Froede, chief 
of research at NSU in Germany, 
and generally believed to be the 
world’s top authority, next to the 
inventor, on the Wankel engine. 

When asked by Automotive News 
about what is generally considered 
the majer problem of the Wankel 
engine—the seal between the rotor 
and engine’s housing—he said that 
this problem is pretty well behind 
the engine’s developers, although 
work is being done to improve the 
reliability and durability of the seal. 

* 


* * 


b pew requesting that he not be 
pinned down as to when this 
engine would be in production cars, 
Froede said this might happen in 
1962, although this is a manage- 
ment decision. 

Also speaking on the rotating 
combustion engine was Dr. Max 
Bentele, chief scientist of the 
Wright Aeronautical Division of 
Curtiss-Wright Corp., which is the 


BHighteen new directors were 
elected by the SAE. 

Named to three-year terms 
were J. T. Dyment, Trans-Canada 
Airlines; H. L. Hibbard, Lock- 
heed Aircraft Corp.; R. C. Norrie, 
Kenworth Motor Truck Co.; T. L. 
Swansen, Ladish Co.; P. F. All- 
mendinger, Stewart - Warner 
Corp.; O. K. Kelley, General Mo- 
tors, and J. H. Dunn, Aluminum 
Co. of America. 

Elected for two years were W. F. 
Ford, Continental Oil Co.; M. F. 
Garwood, Chrysler Corp.; E. J. Man- 
ganiello, Aeronautics and Space Ad- 
ministration; R. R. Robinson, Cater- 
pillar Tractor Co.; M. J. Kittler, 
Holley Carburetor Co.; M. L. Frey, 
Allis-Chalmers Mfg. Co., and F. R. 
McFarland, Buick Motor division. 

Those named to one-year terms 
were Paul Ackerman, Chrysler 
Corp.; G. J. Liddell, Sun Oil Co.; 
Ralph H. Isbrandt, American Mo- 
tors, and A. L. Klein, California In- 
stitute of Technology. 

* 


Wider U. eo Seen 


For Magnesium 


DETROIT.— Volume usage of 
magnesium on large automotive 
transmission parts within the next 
three years was predicted last week 
by a spokesman for Dow Chemical 
Co. 

Robert Pittsley, magnesium sales 
manager of Dow’s Detroit office, 
also forecast that the automotive 
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industry's use of magnesium will 
exceed 10 pounds per car by 1965. 

“Large transmission parts offer 
the greatest current potential for 
increased magnesium poundage on 
Detroit-engineered cars,” Pittsley 
said. “The highly successful use of 
magnesium in the crankcase and 
transmission of the rear-engine 
Volkswagen indicates that this 
metal will perform successfully in 
corresponding parts and areas of 
American vehicles. Cooperative 
studies have already proved this 
point on similar domestic parts, 
even under highly corrosive road 
conditions.” 


Specialty Steels 


Rise to Forefront 


DETROIT. —In the quarter-cen- 
tury since steel replaced wood for 
auto frames and wheels, more than 
100 specialty steels have quietly as- 
sumed major roles in improving the 
performance and appearance of 
cars, according to Clyde G. Davies, 
general manager of the Armco Di- 
vision of Armco Steel Corp. 

Last week Armco illustrated the 
variety of specialty steels now used 
in autos at its booth at the Society 
of Automotive Engineer’s annual 
meeting in Detroit. The display 
ranged from wheel covers to gas 
tanks and included the Tyce-Taylor 
stainless steel engine. 

Davies said that in the early years 
of the auto there were only two steel 
alloys used, but that this number 
has now risen to over 100, many of 
which were developed for specific 
automotive applications. 

After listing the current compo- 
nents using the specialty steels, he 
said, “Anti-smog devices, scheduled 
to become mandatory in California 
in the near future, represent an- 
other area where specialty steels 
may solve difficult requirements 
posed by both catalytic and after- 
burner types of units.” 


Longer Billing, 
Uniform Discount 


Asked by N. Y. 


NEW YORK. — Directors of the 
Greater New York, Long Island 
and Westchester Automobile Deal- 
ers Assn. want auto makers to in- 
stitute a 30-day car and 90-day 
truck billing program and apply a 
uniform 25 percent discount on all 
autos. 

Two resolutions expressing their 
views were forwarded by Peter 
A. Gordon, association executive 
vice-president, to James C. Moore, 
National Automobile Dealers 
Assn. executive vice-president. 

Moore was urged to join with the 

chairman and vice-chairman of 
NADA’s Industry Relations Com- 
mittee in taking “vigorous” action 
to get the factories to adopt the 
proposals. 
The New York group said the 
extended-billing proposal would 
“act as a safety valve for new-car 
inventory control.” 

The makers are to blame for the 
high dealer inventories and should 
bear the cost of “overburdening 
floor-plan financing,” the directors 
said. 

They said the extended billing 
would have these advantages: 
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REG. U.S. PAT, OFF, 


P.O. Box 8817. Okla. City 14, Okla. 


HEPOLITE—Pistons & Rings KOLBENSCHMIDT—Pistons MONOPOLE-POISSY—Pistons, Rings, Valves 
WELLWORTHY—Pistons & Rings ATE—Lockheed Brake Parts CURTY & Cie.—Gaskets, Oil Seals 1, It would lead to quality deal- Wanted — Regional Distributors 
JAMES—Valves & Guides ATE—Vaives, Ring Sets ALLINQUANT—Shock Absorbers ers because the manufacturers | _ ” 
TERRY—Valve Springs F & $—Clutches COUSSINETS MINCES—Engine Bearings would know to whom they extend 
PAYEN—Gaskets & Oil Seals REINZ—Gaskets SOCIETE FERODO—Brake Linings, Clutches, Ferlec credit. 
SIMRIT—Oil Seals DES FREINS LOCKHEED—Brake Parts 2. It would tend to replace quack 1 $ a 


BORG & BECK—Ciutches 
LOCKHEED & GIRLING—Brake Parts 
FERODO-—Brake Linings, Fan Belts 


SOCIETE $.E.V.—ignition, Fuel Pumps, Wipers 
MARCHAL—Lamps, Light Units, Spark Plugs 
PARIS—RHONE—Generators, Starters, Regulators 


sales programs and create a better 
“plateau for profit.” 
3. It would reduce distress and 


SWF—Windshield Wipers & Motors 
FRESE—Bumpers & Mirrors 
GLYCO—Engine Bearings 
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LUCAS—Ignition, Lamps, etc. 

GLACIER—Engine Bearings WELLA—Lamps, Horns $.N.R.—Ball and Roller Bearings ‘elondi a 

VANDERVELL—En ine Bearings BOSCH—Spark Plugs & Ignition JAEGER—S.N.A. —Speedometers, Instruments po — ty a. a. ee oe r , rT F 
late manufacturers to fill sold or- 


PECASEAUX—Lamps, Plastic Parts 


RANSOME & ES—Ball & Roller Bearings TEXTAR —Brake and Clutch Linings 
@ other top lines 


WHITELEY—Water Pumps, Tie Rods, Universals VARTA—Batteries , 
@ other top lines @ other top lines 
ITALIAN CAR PARTS 


MARELLI—Ignition, Spark Plugs  SPESSO—Gaskets AKRON—Oil Seals, Rad. Hose R.1.V.—Ball and Roller Bearings @ other top lines 


ders quickly and when needed. 


Turning to the uniform-discount 
proposal, they said it is “unreason- 
able and unrealistic to expect any 
sales department to function prop- 
erly under a divided discount pro- 
gram. 

“Dealers are expected to trade 
used cars at wholesale prices and 
secure for themselves an adequate 
gross profit,” they continued. “Cus- 
tomers undecided on purchasing 
either a standard-size car or a low- 
price compact cannot comprehend 
the offering of different allowances 
on the same used car.” 
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Quick Service Available in All Parts of the U.S.A., Hawaii 
and Puerto Rico Through Authorized Beck Distributors. 


BECK DISTRIBUTING CORP. 
70 East 131st Street, New York 37, N. Y. 


1961 PEUGEOTS 
@ Choice of Colors 
@ Liberal Discounts 


MONTGOMERY, INC. 


2210 North Main, Houston, Texas 
Phone CA 8-5108 
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Minkel Outlines Plans... 


AUTOMOTIVE NEWS, JANUARY 16, 1961 


S-P Wants Hustlers 
To Help Hike Sales 


(Continued from Page 1) 


than a year ago, and with the step-| because of poor representation, 
up in dealer activity hopes to sell/| little could be done about it until 
in the neighborhood of 6,000 Hawks | now. Under the contract, S-P had 
in addition to greater market pene-|to give the dealer 90 days notice 
tration of the Lark series in 1961.| of cancellation. 


Minkel wants more exclusive out- 


Co announced when taking’ lets and believes S-P is in a strong 
4 on the leadership of S-P that| position to attract one-line dealers. 


he would devote special attention 
to the dealer organization, His first 
lieutenant in this essential area is 
Lewis E. Minkel, marketing vice- 
president, who for the past three 
months hag been laying the 
groundwork for revitalizing the 
dealer network. 

Studebaker sales sagged badly in 
1960 when approximately 300 deal- 
ers handling other makes dropped 
their Lark franchises in favor of 
Big Three compacts, especially the 
newly introduced Buick-Oldsmo- 
bile-Pontiac lines. 

Studebaker is estimated to 
have 2,200 dealers at the present 
time, with approximately 700 of 
them dualed with other makes. 
A year ago at this time, it had 
2,530 dealers, with 1,012 dualled 
with Big Three makes. 

Minkel said “we’re just about 
keeping even in signing new deal- 
ers to replace the ‘duals’ the com- 
pany lost. 

“Most of the dealers have made 
up their minds about whether to 
stay with us and the dealer situa- 
tion should start to improve by the 
end of the first quarter,” he said. 

Dual dealers in the past have 
accounted for about 25 percent of 
Studebaker sales and the company 
is not in favor of severing relations 
with good duals. 
ea a * 
ANY of these dealers are duals 
in name only. Actually, their 
Big Three line and the Lark are 
sold from two entirely different 
locations, Minkel said. 

“In fact,” said Minkel, “one of 
General Motors’ biggest dealers is 
on our dealer council, He is the 
owner of both franchises, but does 
business from two separate loca- 
tions.” 

S-P’s dealer organization has 
not been solidified, however, Ad- 
ditional dealers likely will be 
cancelled due to lack of repre- 
sentation, and exclusive dealers 
will be added if they fit the bill, 
Minkel said. 

Actually, there was little the 
corporation could do about can- 
celling franchises until this month. 

Most of the dealers dualled with 
GM makes wanted to see how the 
B-O-P compacts sold before they 
made a decision as to whether to 
keep or drop the Lark, Others, es- 
pecially in small towns, would 
rather keep the S-P franchise than 
to drop it and see a competitor 
open up across the street. 

+ * * 
As FOR the dealer that S-P 
might have wished to cancel 

* ea cd 
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S-P's New President— 


Clarence Francis, left, chairman, Stude- 
baker-Packard Corp., and Sherwood H. 
Egbert, newly elected S-P president, get 
together at meeting of the firm's executive 
committee in New York. Egbert has been 
executive vice-president of McCulloch 
Corp., Los Angeles. Egbert will assume 
his duties as S-P's president and chief ex- 


But he’s not looking just for 
someone to take over the sale of 
Larks and Hawks, He’s interest- 
ed only in a young, energetic, 
aggressive individual who is 
“hungry enough to want to sell 
the products of a firm on the 
move.” 

He’s looking for good sales man- 
agers or used-car operators who 
“want to get into business for 
themselves.” 

Although S-P has no forma] plan 
for financing dealers, Minke] said 
the corporation is willing to con- 
sider any plan that is practical in 
setting a dealer up in business. 

“The three primary considera- 
tions for signing up any dealer,” 
Minkel said, “are character, ca- 
pacity and capital. Although a 
prospective dealer must have 
some capital, if he has the first 
two considerations, something 
always can be done about the 
third.” 

S-P also has under consideration 
a plan for partial return to the dis- 
tributor system, Minke] said. 

This would function only in wide 
open areas that include many wide- 
ly, spaced towns and villages that 
cannot support a direct dealership. 


He cited Montana, Colorado and|¢ 


Arizona as examples where such a 
program could be utilized, 
+ * * 


Berne the contemplated pro- 
gram, the distributor would 
stock parts as well as cars, and 
would hire a traveller to serve his 
sub-dealers. 

The use of the distributor system 
would be limited, Minkel said. The 
company has no intentions of 
forming a nationwide network of 
distributors, he said. A few areas, 
however, are being considered, 
Minkel said. 

Studebaker, like most other 
makes, dropped the distributor sys- 
tem after World War II, Cadillac 
is the only domestic make that 
uses it to any extent today. 

oa * oa 


Sliding-Rebate Scale 


Adopted by Studebaker 


DETROIT. — Studebaker has ini- 
tiated a rebate program that is tied 
to the number of cars a dealer pur- 
chases from the factory during the 
’61 model year. 

The purchase incentive plan re- 
places the one percent holdback on 


Police Accuse 2 
In Houston Drive 


¢|On Sunday Sales 


HOUSTON.—A salesman and the 
general manager of Mike Persia 
Chevrolet Corp. were charged by 
Houston police with violating the 
state law on Sunday closings. 

It is the first such charge filed 
in Houston in several years, and 
was the outgrowth of a campaign 
announced by the mayor to enforce 
the Sunday-closing laws. Merchants 
and the ministerial association pro- 
tested against a rash of Sunday 
openings set off during December 
by some discount houses. 

The law permits only food, drug, 
service stations and emergency 
services to be open on Sunday, ac- 
cording to City Attorney Richard 
Burks. 

The Houston Auto Dealers Assn. 
said its members would cooperate. 
It was not known whether the 
Persia firm is a member or took 
part in the association decision. 

Police Detective E. S. Sterns 
mapped Joe Conte, vice-president 
and general manager, and salesman 
A. E. Hogsett with violation of the 
law, which prohibits the display, sale 
and bartering of autos on Sunday. 


ecutive officer on Feb. 1, making his head-| The case is set for trial Friday 


quarters in South Bend. 


(Jan. 20). 


Studebaker models. However, deal- 
ers who wish to continue under that 
system are permitted to do so. 

Under the new setup, dealers re- 
ceive an additional one percent dis- 
count on their 25th to 49th pur- 
chases, 1% percent on the 50th to 
99th car, 2 percent on the 100th 
to 199th unit, 2% per 2nt on the 
200 to 299th and 3 percent on pur- 
chases of 300 or more cars. 

The payments are retroactive to 
the first ’61 model purchased by 
the dealer, thus a dealer who buys 
310 cars during the model year will 
receive the extra 3 percent on all 
310 units. Payments will be made 
at the end of the model year. 

The program includes fleet pur- 
chases at the regular fleet delivery 
bonus. Taxicabs and certain special 
classes of orders are not included. 


Dealers Charging 
$6.50 for Closing 


In Clearwater 


CLEARWATER, Fla.— Members 
of the Clearwater Automobile Deal- 
ers Assn. have adopted a new pol- 
icy of charging customers a $6.50 
closing fee on each order, 

The new plan went into effect 
Jan, 5, and will be tried for a short 
period. If reaction from customers 
is favorable, it will be continued. 
If not, the policy may have to be 
dropped, Richard H. Burkhart, 
president of the association and a 
Rambler dealer, said. 

Complaints so far have been reg- 
istered by salesmen who have to 
be sold on the idea, Burkhart said. 

Closing costs previously have 
been absorbed by the dealer. Burk- 
hart cited such costs as long dis- 
tance phone calls to check on cus- 
tomer’s credit and possible liens on 
the tradein, sending to license bu- 
reau for tag and other fringe ex- 
penses, as reasons for adopting the 
ee. 

Some individual dealers here had 
been making a charge for closing, 
Burkhart stated. He noted that 
a similar fee has been in use by 
the Greater Miami Dealers Assn. 
for some time. 

The $6.50 fee is the same as that 
charged by Miami dealers, Burk- 
hart said. This figure was adopted 
after a study of Miami dealers’ 
closings had established this 
amount to be average and fair. 

Some Clearwater dealers express- 
ed the opinion that the fee is too 
high and would have a better 
chance of working if it did not ex- 
ceed $4, However, all dealers will 
hold to the higher figure for the 
time being. 


200 Exhibits Fill Cobo Hall... 


SAE Show Draws 15,000 





(Continued from Page 2) 


2,000-square-foot Borg-Warner pa- 
vilion. 

Automatic test equipment to in- 
spect automotive components more 
accurately than ever and in a frac- 
tion of the time formerly required 
was unveiled by Bendix Corp. 

For example, one of the Ben- 
dix test stands automatically per- 
formed nine different tests on a 
power steering valve in 15 sec- 
onds. To perform the same test 
manually requires 15 minutes, 
Bendix representatives told show 


visitors. 
A new use for a new product and 
the first prototype of a high-pres- 
sure cycle gas turbine were the 
new products displayed by Ford 
Motor Co. at the SAE exposition. 
Featured in the Ford fleet sales 
booth wag an Econovan designed 
as a telephone installer’s truck. 
Viewed from the street side, the 
vehicle is a standard van, From 
the curb side, however, it has the 
appearance of a station bus, The 
windows serve both to admit light 
and facilitate driver visibility. 


Ford’s industrial engine booth 
featured an advanced type of gas 
turbine engine suitable for heavy 
truck and industrial engine appli- 
cations. Called the Model 704, the 
engine is rated at 300 horsepower 
at 100 degrees Fahrenheit. 

The monorail as a means of 
transporting personal vehicles from 
point to point was the subject of 
a display sponsored by McLouth 
Steel Corp. 

The display, intended by the steel 
producer to stress the use of stain- 
less steel in future transportation 
systems, featured a full-scale 
model of four-passenger vehicle. 
Named the XV’61, it was specially 
designed to operate on such a 
monorail. 

Affixed to a platform or “pod” 
which is mounted on a section of 
the monorail track, the vehicle 
demonstrated how it could be 
carried at speeds exceeding 100 
miles per hour above traffic and 
weather delays. The vehicle also 
could operate on the street of the 
“city of tomorrow.” 


A second monorail system of in- 
terest to the visiting SAE members 
was shown by a group of French 
industrial and financial concerns, 

The elevated monorail rapid 


Ben T. Wright; 
NADA Ex-Chief 


former National Automobile Deal- 
ers Assn. president and a Ford 
and Lincoln-Mercury dealer here 
for 35 years prior 
to retirement in 
1952, died Jan. 4 
at his home in 
Palm Beach, Fila. 

Mr. Wright was 
a director of the 
Chicago Automo- 
bile Trade Assn. 
for many years 
and was elected 
president in 1942 
and 1943. In 1943 
he helped to re- 
organize the NADA membership 
structure and toured the country 
selling NADA to the nation’s new- 
car dealers. 

He was elected NADA regional 
vice-president in 1947 and became 
president a year _jater. 

~ 





Ben T. Wright 


Arthur Cleveland Frizzell 
MURDOCK, Fla. — Arthur Cleveland 
Frizzell, 70, millionaire businessman whose 
holdings included an auto dealership in 
Charlotte County, died of a heart attack 
Jan, 
* . *” 


Frank Brelle 
FORTUNA, Calif.—Frank Brelle, 78, a 


Ford dealer for many ‘years, was fatally 1 


injured in an auto collision. 
~ * 


William M. Robertson 
JOPLIN, Mo.—William M. Robertson, 
70, owner of an auto dealership at Jop- 
lin and Carthage, and a member of the 
Missouri highway commission since 1955, 


died 
Death was attributed to a stroke. 
* * *& 
Vern Carr 
SARANAC LAKE, N, Y.—-Vern Carr, 
CHICAGO.—Ben T. Wright, 68, 51, prominent auto dealer here, died Jan. 


at Freeman Hospital here Jan. 4. 


6 at his home, He had operated Plymouth 
and Dodge dealerships here under the 
name of Carr and Dyer and Carr and 
Alden, 

* * * 


J. Bruton Orand 

DALLAS, Tex.—J, Bruton Orand, 62, 
owner of Orand Buick Co. died unex- 
pectedly Jan. 7 at his farm near Lewis- 
ville, Mr. Orand had operated one of the 
largest Buick dealerships in the South- 
west, located at Cedar Springs and Pearl, 
since moving to Dallas in 1940. He owned 
and operated Waco Chevrolet Co. in Waco 
before moving to Dallas. He was a past 
president of the Texas Automobile Dealers 
Assn, and also past president of the 
Authorized New Car a of Dallas, 

* * 


Harvey M. r Sr. 
EUREKA, Calif.—Harvey M, Harper sr., 
91, a Ford dealer here since 1912, died 
Jan. 7, 
* * + 
Carl D. Sr. 
CASTILE, N. Y.—Carl D, McCready sr., 
72, a former General Motors representa- 
tive and auto dealer in the Buffalo suburb 
of Williamsville, died Jan. 4 in a Buffalo 
hospital, 
+ x * 
Herbert Ruble 
HUMBOLDT, Ia.—-Herbert Ruble, 52, a 
Humboldt auto dealer, died Jan. 5 in a 
Fort Dodge (Ia.) hospital. 
* ¥ * 


Nicholas J. Baumann 
KALAMAZOO, Mich. Nicholas J. 
Baumann, 70, retired Kalamazoo auto 
dealer, died Jan, 1. He was a Hudson 
dealer from 1923 until his retirement in 


* * * 

John E. Farrell Jr. 
ROCHESTER, N. Y.—John E. Farrell 
jr., 47, former owner of an auto dealer- 
ship in Churchville, died Jan. 2. He was 
a sales manager for several Rochester 
dealerships before establishing his own 
business. 


transit system features vehicles op- 
erating on rubber tires for quiet- 
ness and speed and requiring only 
a minimum superstructure for 
overhead track, 

There also was a car that rides 
on a cushion of air jetted down 
against the road’s surface. 

There also was an engine with 
no moving parts, and a many-ton 
truck that was glued together. 


Criticism Causes 
U.S. to Alter ’61 


Business Reports : 


WASHINGTON.—Industry criti- 
cism of the Commerce Depart- 
ment’s report on prospects for auto 
production and sales this year has 
caused a change in the format of 
comments still to come on the out- 
look for other businesses, a de- 
partment spokesman said. 

Future summaries will “make it 
clear we are not in the forecasting 
business,” he asserted, adding that 
they will emphasize that industry 
provides much of the material on 
which ’61 projections are based and 
that these, to some extent, repre- 
sent a concensus. 

A department summary of auto 
prospects said ’61 car production 
is expected to drop 13 percent to 
5.8 million units from 6.7 million 
in ’60. After a wave of complaints 
from the auto industry, the de- 
partment issued a supplemental re- 


port. 

This said that although ’61 pro- 
duction would decline, sales were 
expected to remain at the ’60 level 
of about 6.5 million units. 

Both reports appeared to repre- 
sent official predictions, but the 
department insisted it does not 
make forecasts. The summaries are 
based on many sources, including 
both industry and government ma- 
terial, the department added, and 
future reports will detail the pro- 
cedure used. 


AFC Favors Bill 


For Divestiture 
Of Finance Units 


(Continued from Page 2) 
these powers stem from the corpo- 
ration’s ownership and use of Gen- 
eral Motors Acceptance Corp. 


“Mi STUDY shows that General 
Motors Corp. has used and is 
using these monopolistic powers to 
the detriment of the United States 
economy, to the detriment of the 
automotive industry, and to the 
detriment of the American car-buy- 
ing public.” 

Enactment of his bill, Celler as- 
serted, would result in restoring 
free competition to the auto mar- 
ket, reducing auto prices to the 
public by removing the powers 
which GM has to establish price 





full employment to the U. 8S. auto 


“Separate these two giants and 
our entire economy will benefit,” 
Celler declared. “Consumers, 
whether they buy Chevrolets or 
Cadillacs, Fords or Lincolns, Plym- 
ouths or Imperials, Ramblers or 
Larks, will save money and have a 
greater freedom of choice when 
they buy automobiles.” 

During the last session of Con- 
gress, bills which would have 
forced divorcement of GMAC from 
GM were introduced in both the 
House and the Senate. Hearings 
were held on the Senate bills, but 
none was reported out of commit- 
tee. 

The bills also would be aimed at 
Ford Motor Credit Co. and its 
American Road insurance subsidi- 
ary. 


Hale-Phipps Opens 
MASON CITY, Ia.—Hale-Phipps 
Motors is a new Dodge-Chrysler- 
Imperial] dealership here. Partners 
are Dean Hale and Bud Phipps. 





Some 100,000 Are ’60s. . 


AUTOMOTIVE 


Dealers at New Year 


(Continued from Page 1) 


car exports since the same months 
of 1957. The November export 
climbed to 19,818 new cars, includ- 
ing 5,557 to Canada, whose plants 
are not producing B-O-P compacts. 

Indicative of the adequacy of the 

inventory level at Jan. 1 was the 
comparative absence of dealer 
complaints of model scarcities. A 
cross-section of dealerg contacted 
by Automotive News reported scat- 
tered shortages only of “loaded” 
Chevrolet Impala sedans; Chrysler 
New Yorkers; Corvair Monzas, and 
Lakewood station wagons, and 
Thunderbirds. 

Dealers agreed that while the 
factories have eased up on pres- 
sure to take more cars, in view 
of the high float on hand, there 
has been little “help” in alleviat- 
ing current supplies. 

A sampling of dealer comments: 

“Inventory. problem is. a dealer 
problem, because he has. ordered 
too many. Our factory does not 
exert undue pressure for orders. 
Incidentally, although Corvair Mon- 
zas are hot, B-O-P compacts are 
having a tough time. So high- 
priced, who do they sell them to?” 
—Chicago Chevrolet. 

“The inventory problem is en- 
tirely a dealer problem”—Michigan 
Ford. prvi ap 


HE factories are helping by 

laying off pressure on extra 
units’”—Montana Chevrolet, 

“They’re shoving out cars to 


New-Car Stocks 


Domestic Makes 
(Compiled by Automotive a. 





ealers 
Cars Cars In Total 
in Transit Potential 
Period Field to Inventory 
Ending Dealers Stocks 
Jan, 1, ’50.... 251,754 188,500 440,254 
July 1, ’50.... 311,084 167,500 478,584 
dan, 1, ’51.. 888 89,900 404,788 
Apr. 1, ’51.... 406,541 138,500 545,041 
duly 1, ’51.... 357,606 90,700 448,306 
dan, 1, ’52.. 968 31,000 255,968 
April 1, °52.... 213,391 ,000 296,391 
duly 1, ’52.... 1 84,500 277,962 
Jan. 1, '53.... 201,671 83,300 374,971 
April 1, °53.... 445,882 1300 635,182 
duly 1, '53.... 479,698 82,800 562,498 
Oct. 1, ’63.... 519,037 60,900 579,937 
Jan. 1, ’54.... 428,1 36,600 464,7 
April 1, ’54.... 541,911 64,000 605,911 
duly 1, '64.... 445,665 500 508,165 
Oct. 1, ’54.... 267,469 29,000 296,469 
Jan, 1, ’55.... 203,881 68,500 362,381 
April 1, ’55.... 544,038 99,500 643 
Jaly 1, '56.... 736,591 77,000 813,59) 
Oct, 1, °56.... 489,475 48,900 538,375 
Jan, 1, '56.... 755,177 53,300 808,477 
Feb, 1, ’56.... 801,499 
Mar, 1, '56.... 340,089 63,700 903,789 
April 1, ’56.... 827,977 68,100 898,669 
May 1, ’56. 9285 56,300 902,585 
dune 1, ’56.... 746,012 52,890 798,902 
duly 1, ’56.... 613,451 50,568 679,596 
Aug, 1, ’56.... 551,081 53,026 588,172 
Sept, 1, ’56.... 456,013 48,382 504,395 
Oct, 1, ’56.... 288,103 25,900 314,003 
Nov, 1, '56.... 212,967 65,008 277,975 
Dee, 1, ’56.... 318,587 79,656 . 
dan, 1, ’57.... 461,850 50,168 512,018 
Feb, 1, ’57.... 561,934 68,100 
Mar. 1, ’57.... 664,608 400 133,008 
April 1, ’57.... 682,790 63,125 745,915 
May 1, ’57.... 677,706 , 500 737,205 
June 1, ’57.... 724,329 63,420 187,749 
daly 1, °57.... 682,121 63,090 746,211 
Aug. 1, ’57.... 645,445 59,300 704,745 
Sept, 1, ’57.... 684,484 45,052 129,536 
Oct, 1, ’57.... 547,549 25,085 572,634 
Nov, 1, ’57.... 380,740 300 449,040 
Dec, 1, ’57.... 460,149 71,800 531,949 
dan, 1, ’58.... 597,208 55,000 652,208 
Feb, 1, ’58.... 725,003 54,100 779,103 
Mar. 1, 58.... 821,566 44,000 865,566 
April 1, ’58.... 783,201 45,900 833,201 
May 1, ’58. 464 38,500 776,964 
June 1, ’58.... 704,751 36,500 741,251 
duly 1, ’58.. 45,000 15,598 
Aug, 1, ’58.... 600,656 000 630,656 
Sept. 1, ’58.... 455,984 7,700 463,684 
Oct, 1, ’58.... 291,397 21,500 312,897 
Nov. 1, ’58.... 241,382 45,100 286,482 
Deo, 1, ’58.... 387,131 2200 460,331 
dan, 1, ’59.... 477,000 67,000 544,099 
Feb, 1, ’59.... 608,525 58,200 666,725 
Mar, 1, ’59.... 643,239 1600 106,839 
April 1, ’°59  ..710,382 66,620 777,002 
May 1, ’59.... 766,185 834,185 
June 1, ’59.. 920 63,300 900,220 
duly 1, ’59.... 844,152 64,000 908,152 
Aug, 1, ’59.. 1390 48,000 976,390 
Sept, 1, ’59.... 688,035 15,000 103,035 
Oct, 1, '59.... 467,038 52,500 519,538 
Nov, 1, ’59.... 472,409 51,000 523,909 
Dec, 1, ’59.... 387,972 20,000 407,972 
dan, 1, ’60.... 510,467 56,000 566,467 
Feb, 1, ’60.... 687,153 85,200 772,353 
Mar. 1, ’60.... 862,334 77,000 939,334 
April 1, ’60.... 934,427 72,000 1,006,427 
May i, ’60.... 942,894 66,800 1,009,694 
dune 1, ’60.... 953,000 71,000 1,024,000 
duly 1, ’60.... 994,967 44,000 1,038,967 
Aug. 1, ’60.... 980,134 38,200 1,018,334 
Sept, 1, ’60.... 852,981 28,500 $31,481 
Oct, 1, °60.... 784,677 71,000 855,677 
Nov. 1, ’60.... 840,450 73,300 913,750 
Dec. 1, ’60....°892,627 67,500 *960,127 
dan. 1, ’61.... 956,005 41,525 997,620 


+ Field stocks include cars actually at 
ips, those warehoused by dealers 
and factories, and demonstrators. 
* Revised. 


—$—$S LL 





243| “extremely costly 


beat the band”—Connecticut GM. 

“I’m helping myself by increas- 
ing investment in new cars and 
parts”—Kansas Ford. 

“At least this year, they’re try- 
ing to be helpful”—Oregon Buick. 

“Valiant is outselling Plymouth 
60-40. They’d better hustle with 
that contest”—Ohio Plymouth. 

“No pressure to take more but 
no interest in present units” 
Michigan Dodge. 

* 


* * 


MISSISSIPPI Buick dealer 
proposed last week that fac- 
tories “put all mew-car stock on 
dealer floors and let the dealer pay 
factory floor charges or consign- 
ment charges in the same amount 
that he pays the finance company.” 
The dealer, Allan L. Forbes, of 
Columbia, Miss, said this would 
promote quality-dealer programs 
and help curtail bootlegging and 
discount houses, 

“If the above suggestion caused 
financial troubles,” Forbes wrote, 
“I am sure present finance com- 
panies would handle the same 
(charges) for the factories as for 
the dealers.” 

A number of suggestions for 
dealer inventory relief are to be 
considered at a meeting in San 
Francisco Jan. 30 of the Industry 
Relations Committee of the Na- 
tional Automobile Dealerg Assn. 

* * * 


OMMITTEE Chairman Charles 

C. Freed has indicated that the 
agenda will explore all areas in an 
effort to come up with a proposed 
NADA convention resolution deal- 
ing “realistically” with the stock- 
pile problem. 

NADA President Birkett L. 
Williams, supported by NADA 
directors, feels a 30-day supply is 
adequate. GM executives have 
argued that a higher inventory is 
needed, reportedly favoring 45 
days as a new “rule of thumb.” 
Jan, 1 inventories of '61 models 

at one factory revealed supplies 
ranging from 38 days for one me- 
dium series to 161 days for a series 
of a new compact, The factory’s 
entire field float averaged 73 days 
at year’s end. 


Ford Likes Proposal me 





a 
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New Home for Mullan Motor— 

Growth of business in the last 10 years has forced Read Mullan Motor Co. (Ford) 
to move from five separate downtown locations to a single five-acre facility in Phoenix. 
When completed, the new facility, shown above, will be one of the largest Ford dealer- 
ships in the Southwest, according to Read Mullan, president. The firm employs more 
than 150 persons, including 32 salesmen. Servicing between 130 and 160 cars a day, 
the new facility will include 56 service stalls. Mullan said the dealership has averaged 
more than 4,500 car and truck sales a year. The building also will serve as head- 


quarters for Southwest Auto-Lease Co. 


Tire Unit's F olding 
Denied by Dayco 


DAYTON.—Dayco Corp, has de- 
nied rumors that its Dayton Tire 
& Rubber Division will be liquidat- 
ed, but it did indicate that a sale 
might be considered. Another Tre- 
port that Firestone Tire & Rubber 


‘Co. will be the purchaser has been 


denied by bcth firms, 

A. L. Freedlander, Dayco chair- 
man, said some shareholders and 
others want to dispose of the tire 
division, which had operating 
losses for the first nine months of 
its fiscal year ended Oct. 31. The 
final report for the year is still to 
come, 

Freedlander said meetings are 
under way among Dayco officers to 
“determine what our (tire) pro- 
gram shall be,” but he emphasized 
that liquidation is not contem- 
plated. 


Aluminum Usage Increases on ‘61s 


DETROIT.—The use of alumi- 
num in. the average ’61 domestic 
automobile totals 62.8 pounds, an 
alltime high and a’15 percent in- 
crease over last year, according to 
Robert B, McKee, sales vice-pres- 
ident, Aluminum Co, of America. 

He said it was the eighth con- 
secutive alltime high and added: 
“With these impressive records 
to report, I hope to look back on 
1961 as the year the ‘aluminum 
snowball’ really began rolling.” 

McKee asserted that today’s 63- 
pound average heralds the begin- 
ning of a series of “startling” 
jumps in aluminum use in the auto 
industry. He predicted that the 
next five years will see aluminum 
bumpers, wheels, radiators and 
rear-axle housings. 

“By 1965,” he said, “the average 





Porta Sells Almost All 
Of His Studebaker Stock 


NEW YORK.—A. J. Porta, ex- 
ecutive vice-president of Stude- 
baker-Packard, sold 10,000 shares 
of S-P stock in December, reduc- 
ing his holdings to 200 shares, a 
report to the New York Stock 
Exchange showed. 

Porta heads S-P’s Automotive 
Division and is a director. 

At South Bend, an S-P spokes- 
man said Porta made the sale 
for personal reasons, Porta was 
not available for comment. 








UAW in Layoff Switch 


(Continued from Page 8) 


auto companies would avoid the 
rearrangement 
of jobs and manpower and the re- 
training of workers that accom- 
pany layoffs.” 
+ + * 
“JIN ANY case, the SUB funds 
were intended to sustain work- 
ers’ incomes in periods of declin- 
ing employment and the UAW’s 
»~roposal is entirely in line with 
that intention,” he said. 

“The automotive corporations, 
no less than their workers, have 
an important stake in braking 
and reversing recessionary -forces 
and should consider any increase 
in their SUB outlays an invest- 
ment in restoring prosperity. 

“It seems to us also that the 
corporations have a special obliga- 
tion to meet the problems arising 
out of the present situation be- 
cause of their failure to heed the 
warnings the UAW issued last 
June, in letters to the presidents 
of the Big Three, that their ab- 
normally high production schedules 
would result in excessive inven- 
tories that would ultimately bring 
short work weeks and layoffs 
for their workers, grave problems 
for the automotive communities 
and hardships to their dealers.” 

Reuther said the proposal “is not 
a complete solution to the problem 
we face” and would still leave the 
average auto worker “significantly 
short of his norma] income.” 

“Nor is this proposal to be con- 
strued as a long-term policy of our 
union,” he said. “It is a temporary 


measure to ease the hardships and 
minimize the national dangers of 
what we hope will turn out to be 
a short situation.” 
ok * bd 
THE dealer front, the Na- 
tional Labor Relations Board 
has accused District 9, Internation- 
al Assn. of Machinists, with at- 
tempting to enforce an illegal “hot 
cargo” clause in its contract with 
88 St, Louis-area automobile deal- 
ers. 

The attorney for the St. Louis 
NLRB region, Harry G. Carlson, 
is negotiating to make the union 
“cease and desist” in its demand 
that the contract clause be en- 
forced. 

A formal hearing was to have 
been held last week by a trial ex- 
aminer from Washington but it has 
been put off until Jan. 23 to see 
what happens as a result of the 
negotiating between the board and 
the union. 

Carlson said the Machinists 
Union has been trying to make the 
agencies enforce a part of the con- 
tract by which union members are 
to be given preference for all work 
falling within their jurisdiction. 


yas clause in question reads: 
“Whenever the employer finds 
it feasible to send work out that 
comes under the jurisdiction of the 
union, preference must be given to 
such shop or subcontractors ap- 
proved or having contracts with 
District 9, International Assn. of 
Machinists.” 


car will require at least 115 pounds 
of aluminum, and 300 pounds 
would not be extraordinary by 
1970.” 

Alcoa also announced last week 
that it has developed three new 
alloys which it expects to hasten 
acceptance of aluminum bumpers 
and to boost the use of aluminum 
automotive trim. 

The package consists of two 
sheet alloys, 5757 and M648, and 
an extrusion alloy, 6563. 

Alcoa said alloy 5757, a member 
of the aluminum-magnesium se- 
ries, is reported to be the brightest 
trim alloy available. An auto pro- 
ducer has specified this alloy for 
all the brightwork on its ’62 mod- 
els, according to Alcoa, 

Alloys 6563 and M648 also are 
tailored for trim applications. 
Alcoa said they “combine high 
strength and formability with 
good finishing characteristics, 
making them particularly applic- 
able for bumper use.” 

The Oldsmobile F-85 is the great- 
est user of aluminum this year, 
with an average of 159 pounds per 
ear. Second is the Buick Special 
with 137 pounds. Both cars have 
aluminum engines, as does Cor- 
vair, which uses 99.4 pounds of 
aluminum. 

Elsewhere among the compacts, 
Lancer uses 65 pounds; Rambler, 
59; Valiant, 57; Tempest, 43; Comet, 
37; Falcon, 35, and Lark 21, 

The standard Buick has 101 
pounds of aluminum. Chrysler, Im- 
perial and Dodge Polara are in the 
90-to-100-pound class. 

Chrysler Corp. cars have an aver- 
age of 76 pounds of aluminum, fol- 
lowed by General Motors with 67, 
American Motors with 59, Ford 
with 53 and Studebaker with 21. 

The F-85 and Special engines 
helped GM to post a 32 percent 
increase in aluminum use, and 
Rambler’s optional die-cast alu- 
minum power plant resulted in a 
21 percent boost for AMC. 

Alcoa said its figures pertain to 
finished parts weights, They do not 





Aluminum Usage 


(Average pounds per car, finished weight) 
et. 








1960* 1961 Change 
GENERAL 
32.4 
0 + 3.8 
Y +36.2 
s +49.2 
OEE stata dancetaneiniat 78.49 100.90 -+4-28.6 
Oldsmobile F'-85 .... .......... 158.74 
Oldsmobile _............ 54.21 72.00 32.8 
Cadillac ............0 18.27 87.15 11.4 
FORD MOTOR CO, 48.69 53.02 8.9 
Falcon 35.74 34.90 — 2.3 
kascuapoeha 2 59.34 9.3 
79.74 23.8 
37.06 — 7.4 
65.01 13.0 
84.39 t 0.4 
16.47 — 7.5 
88.69 -+-20.5 
57.10 —28.7 
9.32 
77.04 
64.86 
87.719 — 7.3 
98.50 —13.3 
94.38 —16.8 
AMERICAN MOTORS 
( Ds ieleetatiane 59.06 -+-20.9 
EBAKER-PACKARD 
CLBRIC) oo esccseesseeeensee 17.856 21.13 18.4 
fadsimintsbbes 33.88 37.36 10.2 
TOTAL  o.....00-c00 54.39 62.80 15.5 
* Revised. 


Source: Aluminum Co. of America 





include scrap generated in the 
fabricating process, 

Alcoa said aluminum usage in 
automobiles has climbed an aver- 
age of 5% pounds per car per year 
during the last seven years. 

In 1956, when Alcoa began its 
detailed studies, the average was 
35.2 pounds. It climbed to 40.5 
pounds on the 57 models, to 47.3 
pounds on the ’58s, to 50.7 pounds 
on the ’59s and to 54.4 pounds on 
the ’60s. 





Aluminum Parts 


(Pounds Per Car) 
196 1960* 


1 1959 1958 
Engine ......... 20.20 18.99 15.75 15.51 
Trans- 
mission ....23.04 18.43 16.97 15.62 
Hardware and 
Trim 10.78 8.36 10.18 8.95 
OF evepigussees 1,29 1.78 1.77 1.94 
Electrical .... 2.98 2.50 1.72 1.94 
Brakes (incl. 
Power) .... 1. 2.01 2.08 1.51 
Steering (incl, 
Power) .... 1.25 0.79 0.86 1.09 
Air Conditioning 
and 
Heating ....0.96 1.23 1.12 0.64 
Air 
Suspension ........ 0.11 0.15 0.11 
Instruments 0.22 0.55 0.05 0.02 
BIB. ce cccccseeee 18 ROO. sti: | ee 
Total ........ 62.80 654.39 50.65 47.33 
* Revised. 


Source: Aluminum Co, of America 





Government Buys 
Cars, Trucks from 
All 5 Producers 


WASHINGTON. — Contracts for 
more than $10 million for 2,652 cars 
and 3,259 trucks for government 
use have been let to the five manu- 
facturers. 

The biggest contract — $3,372,819 
for 1,873 light trucks and 334 sedans 
—went to Ford Motor Co. 

Studebaker-Packard’s contract 
amounts to $3,126,775 to supply 1,450 
sedans and 641 light trucks, with 
56 of the sedans to be Larks. 

Chrysler Motors Corp., for $2,534,- 
151, will provide 764 cars, including 
80 Valiants and 328 station wagons 
and 241 light trucks. 

General Motors Corp. received 4 
$1,046,657 contract to supply 504 
light trucks and 92 sedans, includ- 
ing 20 Corvairs. 

American Motors, under a $16,886 
contract, will provide 12 sedans, 
seven of them to be Rambler Amer- 
icans. 

According to a General Services 
Administration spokesman, the ve- 
hicles will be delivered over a period 
of months. The. government, he 
commented, usually buys at 
time of year, after the initial rush 
on production ig over and delivery 
is quicker. 


Young Drops Rambler 


For L-M Expansion 


ST, PAUL.—Realignment of "61 
Mercury cars into the lower pri 
field, together with the inc 
sales of Comet and Lincoln Conti- 
nental, has made it necessary for 
Young, Inc., Pleasant Ave. at Kel 
logg, to enlarge its sales and serv" 
ice facilities, according to 
Young sr., president of the 30-yeaF 
old St. Paul firm. e¥ 

The Rambler franchise net 
Young Motors, Inc., at Fifth 
Main, has been discontinued 
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Standard Models Show To 


Gain... 





Car Output Up But T rails 


1,872,289 of the 1960 models built 
through Jan, 16 a year ago. 
+ = og 


IDING the low-price. standard 
group in its upsurge was the 
return to work of Plymouth at De- 
troit, Newark, Del., 
Los. Angeles, and the resumption 


¢Continued from Page 1) 


19,507 cars a week earlier to an 
estimated 30,397 units last week; 
the mediums climbed 15 percent 
from 19,375 to 22,278 units, and 
the highest priced group rose 36.3 
percent from 3,346 to 4,560 as- 
semblies. 


St. Louis and 


of five-day schedules at most Ford, 


Dart and Chevrolet plants. Stude- 
Current model output through | baker lines worked only three days 


last Saturday stood at an estimat-| last week. 
A breakdown of standard- 


ed 2,400,083 units, compared with 


Car, Truck Output Estimates 


By Automotive News 


PASSENGER CARS 
(U. 8. PRODUCTION ONLY) 




















Week Week Jan. 1 

Ended Same Ended Output, Te 
dan. 14, Week, Jan. 7, January, Jan. 16, 

1961 1960* 1961* ToDate 1 

CHRYSLER CORP.**.. 12,650 26,787 2,190 14,840 54,042 
Chrysler Division ...... 2,400 3,309 1,632 4,032 6,473 
Ohryoller .........05:..c00000 2,000 2,592 1,632 3,632 4,986 
Imperial .................... 400 TRE h | dregs 400 1,487 
Dodge Division .......... 3,750 8,683 450 4,200 17,791 
aerate 3,378 17,791 
scant eeotbeoonival 822 ore tnt 
piyeneaion Division 6,608 27,302 
Plymo' 4,108 19,025 
VIER |» ikki s acencicactens 2,500 8,277 
FORD MOTOR 52,339 101,399 
Ford Division 43,678 387,685 
IR itn cttscitcctctnes 13,745 22,296 
Ford (Std.) 26,733 61,779 
Thunderbird. ............. 1,775 1,812 1,425 3,200 3,610 
L-M Division .............. 5,450 6,558 3,211 8,661 13,714 
CI Siteiicccverincéoivnten’! EE lt eecnaal 269 RBIs Sinesdaves 
Lincoln ..... 845 646 1,446 1,710 
Mercury 5,713 2,296 4,096 12,004 
GENERAL MOTORS .. 61,680 84,689 49,199 110,879 160,190 
Buick Division ............ 6,730 8,713 5,258 11,988 16,802 
Buick (Std.) ............ 4,913 8,713 3,839 8,752 16,802 
TUNE citnciccpradescicinns BE. tnstaeoaee 1,419 Se 55s seomtenese 
One «- aiciicaspiinnir 3,360 4,330 2,700 6,060 8,238 
Chevrolet Division .... 33,900 50,664 26,856 60,756 94,149 
CHOP eininievicetsesccoets 5,900 8,532 4,591 10491 15,969 
Chevrolet (Std.) .... 28,000 42,132 22,265 50,265 78,180 
Oldsmobile Division .. 8,140 10,534 6,650 14,790 20,349 
NG dicicitiitpcativiede.s DOO |. sesertisee 1,729 Sie) take... 
Oldsmobile (Std.) .. 6,340 10,534 4,921 11,261 20,349 
Pontiac Division. ......... 9,550 10,448 7,135 17,285 20,652 
Pontiac (Std.) ........ 6,000 10,448 4,384 10,884 20,652 
Tempest ............::000 ee Serene 2,851 Ge 2525. Sncogeen 
ID i seiss sRicdeedasibed auton 10,055 4,346 4,346 21,069 
STUDEBAKER. _............. 1,044 3,301 961 2,005 6,579 
Total Cars, U. S.**....110,205 173,713 74,204 184,409 343,279 


**Totals for 1960 include DeSoto production. 


COMMERCIAL CARS 
(U. S. PRODUCTION ONLY) 











Week Week 

Ended Same Ended 

dan. 14, Week, Jan. 7, 

1961 1960* 1961* 

CHEVROLET ................. 6,600 10,192 5,419 
716 23 

100 48 

2,019 1,081 

9,223 4,878 

2,205 1,057 

2,695 1,728 

325 160 

BOB SN iccaieene 

400 222 

2,315 1,403 

80 68 

Total Trucks, U. S..... 21,086 29,788 16,087 


Total ae Trucks, 
WD. Be i acuaticansdcats 131,291 203,501 





Jan, 1 
Output, Te 

January, Jan. 16, 

To Date 1960* 
12,019 19,620 
53 152 

108 178 
1,981 3,431 
12,078 18,341 
2,357 4,244 
4,489 5,763 
360 671 
seats dhites 315 
527 803 
3,053 4,249 
148 159 
37,173 57,926 


CANADIAN PRODUCTION—CARS 











Week Week 

Ended Same Ended 

dan. 14, Week, Jan. 7, 

1961 1960* 1961* 

CHRYSLER CORP. .. 640 1,427 480 
FORD MOTOR ............. 2,000 2,438 2,018 
GENERAL MOTORS .. 3,915 4,838 8,131 
RAMBLER. ..............06005:. Data 5 
STUDEBAKER. ............ 128 RD 3. Sin enaondi 
Total Cars, Canada.... 6,688 8,806 5,634 


Output, Te 


January, Jan. 16, 





CANADIAN PRODUCTION—TRUCKS 














Week Week 

Ended Same Ended 

Jan. 14, Week, Jan. 7, 

1961 1960* 1961* 

CHRYSLER CORP. ..... 160 190 122 

FORD MOTOR. .............. 290 294 292 

GENERAL MOTORS .. 575 997 460 

INTERNATIONAL. ...... 225 275 182 

_ Total Trucks, Canada 1,250 1,756 1,056 

Total Cars, Trucks, 

a Canada edits Mia cat 7938 10,562 6,690 

Grand Total, 


Cars and Truc 


“eRe ovised. 





Te Date 1960* 
1,120 2,727 
4,018 4,871 
7,046 9,485 

PH Ss aude 

128 103 
12,322 17,186 
Jan. 1 

Output, To 

January, Jan. 16, 

To Date 1960* 
282 364 
582 579 
1,035 1,910 
407 553 
2,306 3,406 
14,628 20,592 


37,173 


90,291 221,582 401,205 221,582 


dan, 1 
Te 
dan, 14, 
1961 
1,120 
4,018 


7,046 
10 


128 


12,322 


14,628 


ks, 
U. S. and Canada....139,229 214,063 96,981 236,210 421,797 236,210 


’ 


60 


Biggest producer among the com- 
pacts last week was Falcon, which 
climbed to 10,356 units from 3,389 
assemblies a week earlier. 


Among the other compacts, Cor- 


‘Good Chance’ 
Seen for Repeal 


Of Excise Taxes 


WASHINGTON.—Rep, Thaddeus 
M. -Machrowicz, Michigan Demo- 
crat, said last week that his bill 


to repeal excise taxes on autos and |- 


parts and accessories and to reduce 
the tax on trucks and buses to 5 
percent has a good chance of pas- 
sage this year. 

The congressman told Avutomo- 
Tive News that tax reform for cars 
has “more justification this year 
than at any other time.” Machro- 
wicz said he based his view on the 
general situation in the auto indus- 
try—high dealer inventories and 
lower planned production—and the 
impact of the industry on the econ- 
omy as a whole. 

He added that he looked upon 
the bill as an economy-boosting 
measure. 

Although many think the pro- 
posal has little chance of success, 
some observers say that reasonable 
efforts to take the sting out of 
excise taxes on cars, which have 
been abnormally inflated since the 
Korean conflict, may get better 
treatment this session than ever 
before. 

Arguments by their proponents 
that the auto industry is faced 
with reduced output and unwieldly 
inventories may turn the trick for 
such legislation, these observers 
predict, 


vair, working five days at both 
Willow Run and Oakland, Calif., 
climbed from 4,591 to 5,900 units; 
Tempest was up from 2,851 to 
3,500 assemblies; Comet rose from 
269 to 2,850 cars; Valiant was up 
from none to 2,500 units; Buick 
Special was up from 1,419 to 1,817 
assemblies; Lark. climbed from 841 
to 924 units, and Lancer. rose from 
72 to 750 units, Rambler, which was 
down last week, built 4,346 cars 
during the week ended Jan. 7, 
when it had to close Thursday to 
make repairs to roof damage in a 
fire at its Kenosha plant. 

The Mercury plant at St. Louis 
will be down the next two weeks 
to make adjustments for turning 
‘over its production machinery to 
— exclusive assembly of standard 

‘ords. 


Cenc ak production 
totalled an estimated 21,086 
units last week, compared with 
16,087 trucks built a week earlier, 
and 29,788 during the week ended 
Jan. 16 last year. 
—Martin L, WHITMyYER 
* * + 


Production Notes 


CHEVROLET is ‘converting its 
Oakland (Calif.)- plant to exclusive 
Corvair production, effective Jan. 
23. 


Edward N. Cole, general man- 
ager, said the division originally 
Planned to make the move when 
the company’s Fremont plant is 
built next year, but decided to 
make the move now to meet the 
“growing demand for Corvairs 
which are running better than 30 
percent of Chevrolet sales on the 
West Coast.” Standard car produc- 
tion for the West Coast will be 
shifted to the Van Nuys (Calif.) 
plant. 

~ * * 

LAYOFFS continue to plague 
the industry with furloughs at sev- 
eral General Motors and Ford 
plants announced last week. 

The Delco Moraine Division of 
GM, Dayton, O., announced it had 
laid off 100 of its 3,100 employes. 
Delco Products and Inland Mfg. 
expect to lay off some employes 
but a spokesman said it will take 
time to learn how much they will 
be affected. The Buick-Oldsmobile- 
Pontiac assembly plant at Kansas 
City will lay off 700 on Jan. 26. The 
Chevrolet assembly plant at Janes- 





1960 Corvette Output 


Tops °59 by 36.7 Pct. 
DETROIT, — Chevrolet's Cor- 

vette gained in popularity in 

1960, with 36.7 percent more being 





ville, Wis., will be down all of this 
resulting in the layoff of ap- 


week, 
proximately 2,100 workers. The 


Fisher Body plant in Janesville 
also will be down for a week, re- 
sulting in the layoff of 2,500 em- 
ployes, 

Approximately 1,300 workers will 
be furloughed at the Mercury plant 
in St. Louis for a two-week period. 
About 725 of 13,000 employes have 
been laid off at the Chevrolet 
plant in Flint. The B*O-P plant 
at Arlington, Tex., has furloughed 
500 employes indefinitely. Approxi- 
mately 4,000 workers will be fur- 
loughed during the month at Ford 
Motor manufacturing and assem- 
bly plants. 


a + a 

LINCOLN-MERCURY produced 
its 200,000th Comet last Thursday 
(Jan. 12) at its assembly plant in 
San Jose, Calif. 

The first Comet was built at 
Lorain, O., last March. Since that 
time assembly lines have been 
opened at Kansas City and San 
Jose. 

A brief ceremony marked the 
milestone unit at the final assem- 
bly line. 


+ ” * 

IN CANADA, Ford Motor Co. 
announced plang for a “substan- 
tial” addition to its assembly line 
facilities. It is expected to be com- 
pleted by this fall. 

No estimate was given on the 
cost of the addition, but a company 
spokesman gaid it will provide 137,- 
500 additional square feet of space. 
The assembly line is operating on 
a one shift basis this year. 

It also was announced last 
week that GM of Canada had re- 
hired 300 workers to handle in- 
creased production schedules, 

The stepped-up schedules in 
Oshawa also has meant increased 
employment at the corporation’s 
engine plant in Windsor, Ont., a 
spokesman said, 





Piggybacks Rough on Truckers 


(Continued from Page 6) 


minimum-rate order for both 


the Frisco, charging that the rates| trucks and railroads. 


were noncompensatory. A hearing 
was held last summer, but no de- 
cision has been reached. The com- 
plaint is still before the ICC. 

The auto transporters have filed 
complaints against a majority of 
the railroads in the TOFC business, 
but they have not yet brought the 
bi-level and tri-level racks into the 
proceedings. 

They hope for a decision that 
will set a pattern for all types of 
piggyback operations. 

There are several courses open 
to the ICC. The haulaway spokes- 
man listed the following: 

1. The ICC could approve the 
rail-rate schedule. 

2. The commission could issue a 


Paid Teamsters 
For Shop Peace, 
Dealer Testifies 


WASHINGTON. — Wesley Pase, 
secretary-treasurer of Pase Motors, 
Inc. (Oldsmobile), Elmhurst, N. Y., 
told a Senate Investigations Sub- 
committee last week that he paid 
$3,000 to an official of a Teamsters 
local in order to solve his labor 
problems. 

Pase said he already had a con- 
tract with the union when he start- 
ed his $1,000-a-year payments in 
1953. 

Questioned by Chairman John L. 
McClellan, Arkansas Democrat, 
about the propriety of his action, 
Pase replied that he considered the 
money a good investment. 

He said the Teamster aide had 
told him that a contract was only 
a piece of paper and that shops 
sometimes were run smoothly and 
sometimes they were not, 


* * * 


truckers aren’t too keen 
about this. The spokesman 
noted that such an order is not 
geared to changing economic con- 
ditions. He said that in case of a 
depression, both carriers would be 
at a disadvantage since they would 
not be able to reduce their rates 
beyond a certain point without 
further ICC approval. 

3. The ICC could establish a fixed 
differential between the two car- 
riers on auto shipments. The haul- 
away man said his group would 
prefer this arrangement. 

Rail-truck rates for auto car- 


riage vary widely. According to 
NATA figures, it costs $75.30 to 


NATA sgaid the above truck 
are obtained by applying 
ping cost per 100 pounds 
pound vehicle, and 
are converted on the 
autos per flatcar. 





New Import for Canada— 


General Motors of Canada, Lid., has introduced a new line of Bedford commercial 
vehicles. Built in England by Vauxhall Motors, Ltd., and distributed in Canado by GM, 
the Bedford vans will be offered in two wheelbase lengths—90 inches and 102 inches 
The cubic capacity of these vans will be 162 cubic feet and 135 cubic feet. Bediord 


now has 13-inch wheels, new hub caps and side panels. It also features o three- 
synchromesh transmission, controlled by a gear lever on the steering column. 


speed 
The 


Bedford still retains its wide-opening rear door and sliding side doors. 
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Breech Gives Up 
Key Post at Ford 


Yntema, Miller 
Get Promotions 


(Continued from Page 2) 








DEALERSHIPS AVAILABLE 









- - Classified Want Ads - - PABBITS 


FOR RATES, ETC., SEE NEXT PAGE 









World’s Greatest Line of 


DEALERSHIPS AVAILABLE 
IDEAL LOCATION AND FACILITIES for Motor Scooters 
Ford or <n dealer, None ag 
60,000 people, fastest growing area in the ’ © 
United States. Inquire Cramer & Maurer, Japan s Number One Seller is 
“a Route No, 7, West Hollywood, Here for U. S. Market 


FOR SALE—Dealership handling Ford and m ete 
Mercury in Northwest Arkansas, Trade | With—Automatic Transmissions 





HELP WANTED 










































terminating hig activities as a com- 
pany officer and employe so that 
he will be able to devote more time 
to his personal affairs and other 
interests. 

Those other interests include 






























SALES 
REPRESENTATIVE 





PARTS & SERVICE 
MANAGER 


















membership on a three-man board National. to 
p-rated auto parts manufacturer 
which, in effect, controls Trans (EXECUTIVE LEVEL) and distributor is expanding business and area 30,000, town 4,000 population. Will * 
, ul ase ; —Electric Starters 
World Airlines, When TWA sought needs capable traveling salesmen, age 25-46, Tetabiished 1B years, potential 200 units. i. a a 
Call George Crain, Phone 524-3124, Si- —Air Suspension 


to sell industry's most outstanding line of 
over 5,000 fast-moving replacement parts, as- 
sortments and kits. Earnings $8,000 to $10,000 
first year, increasing every year. Paid vaca- 
tion, Complete, in-the-field training program 
at company expense. All supervisory positions 
filled from within. No investment required. 
Write today giving full work history and 
background. Box 2134, c/o Automotive News, 
Detroit 7, Michigan, 


SALES MANAGER — Metropolitan area, 
Midwest, to become general manager. 
Must be experienced, mature, have new 
and used-car experience, degree in Busi- 
ness Administration, knowledge of serv- 
ice and parts operation very important. 
Must have ability to MANAGE the busi- 
ness, Salary plus bonus, iringe benefits. 
This is an excellent opportunity to be- 
come a part of the firm and make this 
dealership your career, Send complete 
résumé of your experience and qualifica- 
tions including a recent photograph to 
Box on c/o Automotive News, De- 
troit 7. 





West Texas single point Ford 
dealership with $1,000,000 an- 
nual parts and service volume 

ial, seeking executive 
level parts and service man- 
ager. 


Realistic compensation plan 
with earnings up to $20,000 
per year for the right man. 


Must be executive caliber with 
heavy experience in manage- 
ment and merchandising. Pre- 
fer college training with either 
Ford or Chevrolet experience, 
both dealer and factory. 


Applications should include 
summary of education, train- 
ing, experience, family status, 
references, age, etc. 


Reply to: Box 2110 


loam Springs, Arkansas, 
FORD, Fal- i ° e.¢ i ie 

ene Ret Thunderbirds This is’ better | Distributor-Dealer inquiries invited. 

= a 1,200 car per year deal, Only 

‘ord dealership in a location in excess s 

of 300.000 population, 900,000 popula-| Small Investment—High profits 

tion in the county, This is one of the 

finest Ford dealerships in the country. 

Weite Box 2118, c/o Automotive News,| AMERICAN RABBIT CORP. 

troit 7. 

FOR SALE IN MAINE: Wonderful op- 4060 30th Street 

portunity for someone with the necessary 

finances to purchase the most desired San Diego, California 

car franchise, 150 car potential, Show- 

room, well equipped service and parts 

departments, paved sales lot, good lo- 

cation on Route 1. Box 2119, c/o Au- 

tomotive News, Detroit 7, 
DEALERSHIP HANDLING CADILLAC- 

age orgy for sale in Duncan, — DO ori area SO ee - will 

oma. Death of dealer reason for sell- pay se out gross in to 3 

ing. 20,000 population, planning potential years? Or will net itself out in 3% to 

125 Olds, 36 Cadillacs, No real estate. 5 years? I have a dealership selling 

aoa Armstrong, 20 South 8th, Duncan, aed which A — oats ae 

ahoma, e ecause 0 e. e n 

TRIPLE RRANCHICN DEAT” anel han. South Jersey, fully staffed and in full 
TRIPLE ERANCHIGE DEAL, “dust han-| operation, ‘this ig no" gamble for ‘in 
in East, Buy parts, accessories, tools vestors. For details and terms contact: 
and equipment. Excellent real estate oon a c/o Automotive News, De- 


loans to pay for jet airliners, the 
financial community insisted that 
Howard Hughes transfer his con- 
trolling interest in the company to 
some outside group. 

A three-man group was set up 
to vote the Hughes stock in TWA 
and the loans were approved. 
Breech was one of those selected 
to vote the stock, 

Theodore O. Yntema, a director 
since 1950 and finance vice-presi- 
dent since 1949, 
will succeed 
Breech ag chair- 
man of the fi- 
nance committee. 

Arjay R. Mil- 
ler, vice-presi- 
dent and control- 
ler, has been ap- 
pointed finance 
v ic e- president, 














































































































































succeeding Ynte- 
ma. ” c/o Automotive News, lease, plenty of room. wat sell _by cai neeoresteihaacinilndeneablinsein tl 
ventory or lump sum. pprova. y 
Arjay R. Miller J. Edward Detroit 7 factories necessary. Write Box 2128, c/o| HOT SPRINGS, ARKANSAS — handling 
L t I Automotive News, Detroit 7 Lincoln-Mercury-Comet — dealership es- 
undy, formerly treasurer, was So” tablished 13 years at same location under 
FOR SALE — Old established dealership present management. Good lease avail- 





















handling Chevrolet in Western Michigan. able but not a must. Sell parts, accesso- 
Excellent facilities and equipment. Own- ries, machinery, shop equipment, office 
er wishes to retire. Write for particulars. furniture, fixtures, signs and supplies 
Box 2129, c/o Automotive News, De-| for $15,000. Reason for selling — other 


elected vice-president and control- 


ler. 
Richard L. Johnson, formerly an 


















WANTED — OFFICE-BUSINESS MAN- 
AGER. Experienced in all phases of Ford 




























accounting and business administration. 
assistant treasurer, was elected) Must be able to train, hire, supervise, troit 7, interests, Contact: Pat Storey, 620 Mal- 
treasurer. administer, organize and coordinate a SOUTHERN CALIFORNIA — Dealership| vern, Hot Springs, Arkansas, 
Breech joined Ford ag executive | complete and efficient office staff. You handling Plymouth-Valiant, Ideal loca- : - - 
= able to take complete charge | seRyICE MANAGER—15 years’ experience| tion, most beautiful spot in the country AUTO DEALERSHIP 





to live, Low working capital require- 
ment, excellent lease. Iliness forcing 
owner to sell, Box 2138, c/o Automotive | reliable franchise, located in fast-growin: 
News, Detroit 7. area of 600,000. Excellent facilities, shop, 
DEALERSHIP HANDLING RAMBLER — | fice —. Fully equipped, complete service 
r 


metropolitan Northern New Jersey. | 49d repair. 

Eight hundred new and used cars sold $45,000 

for first ten months of 1960. Good profit 

picture, Reason for selling—other inter- | Must have factory approval. Includes author- 
ests, Minimum cash required, $25,000. | ized Mercedes-Benz sales and service. Write 
Box 2139, c/o Automotive News, De- | Box 2140, c/o Automotive News, Detroit 7. 


troit 7. 
FOR SALE—Dealership handling one of DEALERSHIPS WANTED 


“Big 2.’’ Small town near large indus- 

trial area of 150,000 in New York State | CHEVROLET OR FORD, located in Sou- 
So. Tier. 150 car and truck potential,| aah ¥ oo a, 7 Pp cash or 
buy parts, equipment, lease building. aduntial *S ry —. ie — 
Excellent growth potential for ambitious Taos Detrost 7 » C/O Automotive 
person. Health reason for selling. Box . : 

2142, c/o Automotive News, Detroit 7. ie ae aan ane an’ Lara 

DEALERSHIP HANDLING RAMBLER — nto eal, Prefer Chevro ui! 

a Oranen Wikeanele Volley gy Eg consider other single line or dual, 300- 
Very fine location, low overhead, 175 700 ave ee aoe yensel 
car potential, Working—investing part-| ¢*Perience, university degree, F refer 
ner desired, terms and flooring-contract| W&#lity deal in Midwest but will locate 
financing available. Call Dealer Depart- ee eg a — a ge — 
ment, Courtesy Credit, BE 4-6611, 2836] C#Pital. ct confidence. Box 2130, ¢/o 

: : ' Automotive News, Detroit 7. 


N. E. Sandy, Portiand 12, Oregon, 
BUSINESS OPPORTUNITIES 


vice-president in 1946 and was 
elected board chairman in 1955. 


Upon his retirement from the 
latter position in July, 1960, he 
became chairman of the finance 
committee and since then has de- 
voted his time to the responsibil- 
ities of that office and to related 
company matters. 

In addition to serving as chair- 
man of the finance committee and 
as a director, Yntema will continue 
as a vice-president of the company 
and chairman of the boards of 
Ford Motor Credit Co. and Ameri- 
can Road Insurance Co., both Ford 
subsidiaries. 


112-Year Warranty 
For Used Cars 


DETROIT LAKES, Minn.—Sales 


of accounting procedures, credit, operat- 
ing controls and reports, wholesale and 
retail financing. Location is in the Rocky 
Mountain area, a hunter and fisherman’s 
Paradise, Population approximately 
50,000 and has one of the nation’s high- 
est per capita incomes. Over 5,000 units 
now operating with annual potential of 
500 cars, 250 trucks, $325,000 parts 
sales and $200,000 labor sales, Salary 
is open and commensurate with ability. 
Give complete details and résumé in first 
letter, including family status, national- 
ity, complete employment record, what 
you think you are worth, and a snap- 
shot if available. We are interested only 
in a top man and have immediate em- 
ployment for him, All replies will be 
treated in strictest confidence, Box 2113, 
c/o Automotive News, Detroit 7. 


SALES REPRESENTATIVES — National 
advertising concern will train salesmen 
to contact automobile dealers with sales 
and service direct mail program, Exclu- 
sive territory, high earnings, repeat 
yearly business, established accounts. 
Good salary and commission, Box 2121, 
c/o Automotive News, Detroit 7. 

SALES MANAGER for Plymouth-Valiant 
dealership in the heart of Vermont's 
skiing-hunting-fishing area. A wonderful 


General Motors and Chrysler, sales and 
service. Employed GM dealer, desire 
change in January—South Florida only, 
preferably west coast area. Best of refer- 
ences, 40 years, married. Apply Box 2104, 
c/o Automotive News, Detroit 7. 


MANAGER, General Sales Manager—Well 
experienced in new and used car mer- 
chandising, GM _sCo—product; Successful 
background, know how to make money— 
plenty of proof. Best references. Box 
2123, c/o Automotive News, Detroit 7. 


SALES MANAGER, automobile or truck. 
Heavy commercial experience, good pro- 
ducer, understand all phases of dealer- 
ship operation. 43 years of age, excellent 
references, want permanent position with 
future, 22 years in automotive field. 
Available immediately. Will relocate. 
Box 2124, c/o Automotive News, De- 
troit 7. 


PARTS MANAGER: MoPar wholesaler or 
large, aggressive, financially sound deal- 
er with modern facilities. Age 39, family 
man, 11 years parts management, four 
years MoPar salesman, Capable of man- 
aging all phases of parts department 
procedure, Will relocate. Box 2125, c/o 
Automotive News, Detroit 7, 


Central California, downtown dealership. Old, 




































































































































































































































































Engineering Institute, Inc., last place to uve and work in a small com- 
week announced a longer used-car| ™unity. Must be competent to take com-| AUTOMOTIVE REPRESENTATIVE — For Sale 
si plete charge of sales and salesmen, Ex- Young man, 27, married, representin 
a oe — the In perience and energy both a necessity.| one ot major imports for 3 Wosete YOU CAN OWN 
nationa. onth scount Box 2122, c/o Automotive News, De- states, Have previous domestic factory Dealership Handling The Finest 


experience in field sales. Best references. 
Will relocate anywhere, Telephone 
POplar 6-7669 or write c/o L, M, Pat- 
rick, Jr., 11616 Riverside Dr., North 
Hollywood, California. 

USED CAR MANAGER—Three years with 
Cleveland’s No. 1 Ford dealer (volume 
and gross). Must relocate now to South, 
Southwest due to wife’s health, Fifteen 


troit 7 


WANTED — Parts manager and service 
manager, Immediate opening for top- 
notch, experienced men who have the 
ability to organize and coordinate a 
large, complete, efficient and profitable 
Service and Parts Department. This is 
a large single point dealer, over half 


Warranty. It is the first such pro- 
gram, the firm said. 

Carmel S. LaFleur, president, 
Said the new guarantee features 
international repair service, 100 
percent coverage and no mileage 


Plymouth-Valiant ONE MAN BUSINESS 
In Your Town 

















High volume and low overhead op- 
eration. Low capital requirement— YOU CAN MAKE $50 


in Oklahoma City, Oklahoma. TO $75 EVERY DAY! 














































restrictions. million dollar volume in 1960, in city of 
“All vehicle repairs under the} 5,900 population in Rocky Mountain/ years’ experience in all phases of used 

warranty are at discount of 15| °°. Give complete details and résumé/ car operation, age 39, married, no Contact: Regroove tires for automobile deal- 
e a o in first letter, and recent snapshot, Sal-| children. Neat, sober, well educated, ers, fleet operators, and trucking 

ow for i, a ane used-car | ary open, dependent upon ability. Re-| excellent references, Box 2126, c/o Au- PAUL HUDIBURG companies. 
er, nothin war-| Diles s 7 COnRGental Box » €/0) tomotive News, Detroit 7. The portable HONEYCUTT Automatic 
Nk ME ye ere he . Automotive News, Detroit 7, BERVIGE MANAGER: Age 54, immedi- Box 5566, Oklahoma City. TIRE REGROOVER grooves 6 a oat 

: ge 54, immedi- coal . is 






ranty,” eur said. 
He added that SEI is convinced 
that the 18-month warranty “will 


ately available and willing to relocate in 
any area, Thoroughly experienced, sober, 
reliable and bondable with 25 years 
in the automotive field, Good past per- 


ne job. Pays ag * sone 


TORN AIEEE, SP NRT IAL ENE A MAKES YOU A GREATER NET PROFIT 
WITH LESS CAPITAL OUTLAY THAN 


AMBITIOUS MAN with truck sales ex- 
perience, who desires to own his own 
dealership, wanted to take charge of 












be a real force in stimulating used-| sales of trucks, trailers, dump-bodies 
car sales.” and allied lines. Also assume manage- formance record with high absorption 
The fi the SEI Six ment as he proves his ability in other rate, including body shop operation. Pre- FLORIDA DEALERSHIP ANY OTHER EQUIPMENT. Finance 
e firm originated the -| phases (service and parts sales). Small| fer Ford or Rambler connection, Box Handling Chrysler, Pt th, Vell plan. sic atoms 





2127, c/o Automotive News, Detroit 7. 


FOUR YEARS’ EXPERIENCE as regional 
manager in Northern California, Oregon, 
Washington, Idaho, Alaska, Northern 
Nevada, six years’ prior in field and 
selling cars. Knowledge of all phases of 
auto business, sales training, service, 
shipping, office routine. Box 2137, c/o 
Automotive News, Detroit 7. 


GENERAL MANAGER: Age 35, married, 
three children, Looking for a dealership 
with a P. P. of 500 up. Fourteen years’ 
sales and management experience. In- 
terested only in permanent type of 
arrangement, Complete résumé upon re- 
quest. Reply in confidence to Box 2141, 


investment desirable, but not necessary— 
balance of stock may be purchased a lit- 
tle at a time, Present owner has too 
many other interests to do justice to all. 
Write complete background and job his- 
tory in first letter to Box 2136, c/o Au- 
tomotive News, Detroit 7. 







Months Warranty as well as the 
International One-Year, Crown and 


Security programs, he said. 


Sharing Miami market, located just outside 
in low rent location. Absentee management HERMAN SMITH co. 
forces sale, 300-car potential. $1.00 for $1.00 8203 1 Point Rd., Hou , Texas 


parts, $10,000 furniture and fixtures. No biue 
sky. Box 2133, c/o Automotive News, Detroit 7. Phone HO 8-5337 
























DEALERSHIPS AVAILABLE 



































SERVICE MANAGER 


Excellent opportunity with long established 
ee — goer, a of hee “Big 3," 
na uthern California metropolitan area. 
We need an ambitious, topflight administrator, c/o Automotive News, Detroit 7. 
who not only is well versed and qualified tech- DEALERSHIPS AVAILABLE 
nically, but understands the business end of 
service and can show a profit while maintain- | DEALERSHIP HANDLING FORD for sale 
ing customer goodwill. Salary open. in Southeastern Oklahoma. Death of 
rs dealer reason for selling. Planning poten- 
If you have a record of proven accomplish- tial 420 units, no real estate. Factory 
ment and are between the ages of 35 and approval required, Harry E, Morris, Jr., 
4%, send complete resume to Box 2132, c/o Executor, Box 775, Ada, Oklahoma. 
Cavemete Seen. amen 3,- AP replies will | SeALERSHIP HANDLING BUICK in 
fastest growing area within the State 
of Texas. Practically brand new build- 
ing and all facilities, Will sell or lease 
the real estate premises. This is in the 
midst of the best buying potential in a 
city of 750,000. Ample and justifiable 
reason for selling, Write Box 2116, c/o 
Automotive News, Detroit 7. 


WANTED 





BIG POTENTIAL TEXAS DEALERSHIP AVAILABLE 


“Big 3°' manufacturer has high-potential dealership available 
at reasonable rent in fast-growing suburban section of one of 
Texas’ biggest markets. 

New-car potential 800-1,000 units annually, 21% acres with 


16,000 square feet of modern, complete showroom, office and 
service facilities; excellent used-car setup. 


DO YOU QUALIFY FOR THIS $15,000 (OR 
HIGHER) JOB? If are a general man- 


















you as an exclusive agent for nationally 
advertised Childers Carports, used by deal- 
ers and drive-ins. No investment. Airmail 
our business background and references. 
c oeee yee eames or sunsts sae Se 
Bob Childers, Childers Mfg. Co., 

Box 7467, Houston, Texas. 


CHRYSLER CORPORATION DEALER- 
SHIP, suburban Detroit, trading area 
population, 25,000, searching for top 
—- sales manager. Man must be capa- 

of taking full charge of car and 
a sales. Excellent opportunity for 
gates man. We invite your inquiry. 

21038 c/o Automotive News, De- 
troit 7. 

























Here's a real chance to move into a dealership of your own 
with everything ready to go. If you're interested, write in 
confidence to Box 2144, c/o Automotive News, Detroit 7. 
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BUSINESS OPPORTUNITIES 
FOR SALE OR LEASE—Filling station, 
motel and truck garage, Buildings one 
year old, approximately 1% acres. Write 
or call: Edwards Motor Co., Lexington, 
Kentucky,+-Phone: 2-8709. 


7 DEALER SERVICES 





TWO ESSENTIAL SERVICES 


INVENTORY SERVICE 


Parts, accessories and similar goods. 


APPRAISAL SERVICE 


Furniture—Equipment—Machiner y—Tools 
For Buy/Sell Agreements, Annual Fiscal 
Reports, Tax, Banking and Insurance 
Write for free 
“Hidden Earning Power" booklet. 
AUTOMOTIVE INVENTORY & APPRAISAL CO. 
10040 Freeland Ave. Detroit 27, Michigan 
WEbster 3-6445 
9 RN DORR ET TERETE AT OEE TEE AO 





1961 Auto Costs! 


Discover how much your Deal's cars really 
cost. The book, "AUTO COSTS,"" gives you 
the factory invoice prices of all 1961 American 
cars, 25 foreign cars, 4 American trucks, and 
all their equipment. Used by dealers and 
banks nationwide. Order your ‘6! edition 
today for only $10—three year subscription $18 
{including all supplements). 


AUTO COSTS, Spencer Publishing Company, 
Liberty, N. Y. 








CLASSIFIED WANT ADS 
BRING RESULTS 








CARS FOR SALE 


IMPORTANT NOTICE 


Dealers are cautioned that before 


excise taxes and duties have not 
been paid on the vehicles. 


1958 CADILLAC ELDORADO BROUG- 
HAM, white, 18,760 miles, white leather, 
new premium tires, air-conditioned — 
$6,450 or will trade for airplane of equal 
value, preferably Cessna ‘172, ‘180 or 
182. Call Downing Motors, 486 W. 
Peachtree St., N. W., Atlanta, Georgia. 
Phone: JA 3-3461, 


61 Volkswagens 


Fully Americanized 
e 


Immediate Delivery 
& 


Excise Taxes Paid 


MINIATURE VEHICLES 
277 Clinton Ave., Newark, N. J. 
N. J. phone: Bigelow 2-6161 
N. Y. phone: WHitehall 3-7390 


In North Carolina contact: James Allison, 
E. M. Stafford Auto Auction 
EXpress 9-0921 
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CARS FOR SALE 





ALL MODELS 
ROSELAND PLYMOUTH 


CO 4-1300 CO 4-6600 
Wire or Call Collect 
34 West 103rd Street, 
Chicago 28, Illinois 








1942 CADILLAC 75 series sedan, Hydra- 
matic, all black-chrome, 16’’ 6 ply tires. 
Real sharp, looks nice and runs perfect. 
Used ‘til now, can be driven anywhere. 
Asking $700. Jess Landholm, Fremont, 
Nebraska. 











Ample Supply of 


CLEAN 
USED 
CARS 


1960 - 1959 - 1958 


MOST MAKES 


CURRY 


CHEVROLET 


B'way & 133rd St., N. Y. C. 
Ed Hogan AD 4-6000 











CARS FOR SALE 


Dealers! Here’s how to sell the “|-don't-like-the-color” prospects— 


BUY THE CAR YOU NEED) 


WHEN YOU NEED IT FROM 





HERTZ! 





Late-model cars are available to used car 
dealers now. A Hertz office near you may 
have the car you’ve been looking for! 


Hertz has Chevrolets, Pontiacs, Fords, 
Oldsmobiles, Plymouths, Buicks, Cadillacs — 


wagons... 


convertibles—all featuring automatic 


transmissions, power steering, radios and 


heaters... 


many with power brakes. 


Low mileage 1959 and 1960 models now available 
at Hertz offices across the country. 


CALL THE HERTZ MANAGER IN YOUR CITY TODAY 
Mr. I. E. Spatig 


or 
write: 


The Hertz Corporation 
660 Madison Avenue 


New York 21, N. Y. 


CARS FOR SALE 


BANK 


uae ae ao OF 100 


jon. 
Write or Call 


STANLEY KLEINROCK 


1175 — Ave., ao ate N.Y. C. 
‘el.: Glenmore 


VOLKSWAGENS 
1961s—All Models 


IMMEDIATE DELIVERY 
Will Ship to Any Port 


CHECK OUR PRICES 


CAR WHOLESALERS, INC. 
1555 Jerome Ave., New York 52, N. Y. 





CARS WANTED 


CADILLAC LIMOUSINES — Sharp ’60s, 
’59s, ’58s. Franz Ridgway, BE 4-6611, 
2836 N. E, Sandy, Portland 12, Oregon, 


TRUCKS FOR SALE 





Diesel Tractors—Tandems 


Forty 1958 International DCOT-405's full 
sleeper. Will pull maximum trailer in —- 
state, 134” w se, 1000x220 tires, 220 

ummins, Roadrangers. Ready for the road. 
These towels look and run like new. 


Gas Tractors—Tandems 


We have a number of LF and RF-195 
tractors, perfect for 


pda ym Rig , Sth direct and 
low, full air, 1000x20 tires, sliding 
5th wheel, tractor equipped. 


INTERNATIONAL HARVESTER CO. 
Box 547, Omaha, Nebraska 





TRUCKS WANTED 


WANTED—Used Ford, Chevrolet, Interna- 
tional 2-ton trucks and Universal Jeeps. 
State price, condition first letter, Bridge- 
port Equipment Company. Bridgeport, 
Nebraska. 





REWARD for information leading to the 
whereabouts of couple known as Joseph 
and Joyce Richardson, driving a 1960 
Rambler American Super tudor station 
wagon, serial No. B-119056, gray bottom 
with white top, automatic transmission, 
red and black interior, Illinois license 
plates. Man’s age around 50, wife 
around 40, distinguished-looking couple, 
last known employment was a Bible 
salesman. Might have small boy, age 
around seven, traveling with them, If 
you have any information, call collect: 
Jerry W. Groves, Midwast Rambler, 
Decatur, Illinois, phone 428-4685, 


PARTS FOR SALE 
LLOYD PARTS for all models. Complete 
se b Cars Corpo- 


uderdale, Florida. JA 2-7491. _ 
CHEVROLET PARTS, antique or classic. 
Louis Chevrolet, Box 51, Thompsonville, 
Connecticut. 


BMW ‘300’ AND ‘600’ PARTS, book 
retail value—$3,189. NSU Prinz parts, 
book retail value—$676. Sell for 25% 
of retail in complete groups only, Will 
ship prepaid. Buy both groups at 22%. 
Send 25c coin or stamps for complete 
list. C. 8, Trosper, 1501 N. Broadway, 
Oklahoma City, Oklahoma. 

PARTS WANTED 

TIMING SPROCKET and six semi-finished 
pistons for 1932 six-cylinder Pontiac. 
Call collect. Dr. R. D, Thomas, Galli- 
polis, Ohio. Phone: GI 6-0153, 


SHOP EQUIPMENT FOR SALE 








De VILBISS SPRAY BOOTH 
AND GAS OVEN 
One of the best of its kind. Like new. 


MR. PEYTON 


980 Cet St., Newark, New Jersey 
Phone: MArket 4-4300 








MAILING LISTS 


6,500 NAMES, Southwest or nationwide— 
imported automotive interest. Already 
on Elliott stencils, ready to print. Used 
12 times. $227.50. Box 2131, c/o Auto- 
motive News, Detroit 7, 


NEW LINES WANTED 


NEW AUTOMOTIVE PRODUCTS wanted 
by aggressive distributorship selling to 
new-car dealers in South Jersey, Eastern 
and Central Pennsylvania and the state 
of Delaware. Only top accessory lines 
desired. Robert Nash Distributors, Inc., 
207 Tulpehocken Ave,, Elkins Park 17, 
Pa. Phone: WA 7- 6100, 


MISCELLANEOUS 





Swiss Watches For Premiums 

Mens | J sport watch 

Mens | J water resistant 

Mens | J rhinestone dial . 

Ladies | J sport watch 

Ladies | J water resistant . > $5.00 each. 
Min. | dozen, leather straps . - 25¢ each. 
Expansion bracelets, 60c ea. Free catalog. 
TRANSWORLD, 565 5th Ave., N. Y. C. 17 





CARPETS—$9.50 


Front or rear for any make of car, seven 
beautiful colors. Shipped immediately. Send 
for free sample catalogue. 


YORK MANUFACTURING CO. 
1971 Massachusetts Ave., Cambridge, Mass. 


NEW ae aoe 


TRAIL KING 
BALL BAR...... 


Compac-Tow Intra- * 50 
State Tri-Bor *ee#e $37 


* SPECIAL, 3 FOR $100.00 


Automatic Braking 


WITH THE UNIVERSAL oF 
nelle. eee HOOK-UP 
DIRECT FACTORY AL 
Tow Bar Sales Co. 
Exclusive Factory Distributors 
DE 2-0700 AN 3-8868 Nites: BA 1-8717 


Call Collect .“: Pr 


charges 
on $100.00 orders 
40 So. Clinton St., Chicago 6, Ill. 


SEE PAGE 28 
for the nation's 
TOP AUTO AUCTIONS 
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eee eee eee eee eee eee eee eee eee ee 
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scabies 
WHY SETTLE FOR LESS... 


No Other Tow Bar 
Can Give You These 
Outstanding Engineering Features 


*CADALLOY STEEL CAST 
COUPLING HEADS LINED 
TO PROTECT CAR BUMPERS. 


& 
*CADALLOY STEEL CAST 
YOKES WITH HEAVY DUTY 
TUBULAR STEEL "Vv" 
SECTIONS TO RESIST 
STRAIN & STRESS. 


*Cadalloy Steel Castings 
Minimum Yield Point: 
46,000 Lbs. Per Square Inch 


© 
UNIVERSAL SWIVEL ACTION 
ON COUPLERS FUNCTIONS 
IN UNISON WITH SPRING 
SUSPENSION ON ALL CARS 
FOR SMOOTH & SAFE 
TOWING. 


® 
BOLTS, NUTS & WASHERS 
ARE USED TO MAINTAIN 
SNUG FIT OF ALL CONNECTIONS 


NO RIVETS TO LOOSEN AND 
CAUSE PREMATURE WEAR 


THE SUPERIOR 
BLUE CHIP 


TOW PILOT 


With Lubricated Automatic Brake 
and Brake Cable 


Dealers’ List Price, F.0.B. Factory. . . $69.80 


Dealers’ 25% Discount .......... 17.45 
Seonserd pies = Lange $52.35 
Adapter Clamps e Fed. Tax. Inc. 
THE FAMOUS 
MOTO-MATIC 


TOW GUIDE 


With Universal Swivel Action! 
Four Clamp Hook-Up 


Dealers’ List F.0.B. Factory .............-. $59. 
Dealers’ 25% Discount ..............0.00. 14.95 
Dealers’ 

pane $44.85 
Adapter s Fed. Tax. Inc. 


“ON THE BALL” 


TOW PILOT 


with *Cadalloy Steel Safety Coupler 


eter’ Sete tee eee 

Sealand ates a tani $38.25 

Adapter s « Fed. Tax. Inc. 
Substantial Discounts 


To Distributors 
Write for Illustrated Catalog 
PILOT DISTRIBUTING CO. 
Factory Sales Division 
BATTLE CREEK 9, MICH. 
Phone WO 2-5257 All Depts. 
"Leaders in the Industry 
since 1939" 
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New Subscription Order, 


Send Avtomotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $9 [] or Two Years $16 [1] 


All Other Countries — One Year $13 [] or Two Years $22 [J 


COPPER EOE OH EOE EHO HE 


COCR RHE EERE EE ERE EH EES 


Tee UP eee eee Pee eee eee eee eee ee 


Manufacturer [J 


Financial [1] Supplier [] 
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HOW TO MATCH CAR COLORS 
TO THE ORIGINAL FINISH 


1. STIR paint thoroughly. (Remember how dear 4 
old mother used to stir a cake batter.) 
=. REDUCE and apply according to directions. Z 
(Why try to improve on a proven recipe?) 3 
3 e APPLY the same amount of paint to the 
repaired surface as exists on the rest of the car. a 





lf_when compared to the original finish—the repaired color is too dark, 
MORE paint is required. If too light, TOO MUCH paint has been applied. 


) 





Too Dark Just Right ! Too Light 


Write for R-M Refinishers Guide 





| 


, : RINSHED-MASON COMPANY. Defjoit 10, Michigan - Anaheim, Calif. * Windsor, Ontario, Canada 
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